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Plan National Capital Auto Show— 


Planning for the 1962 Washington Auto Show are, from left, seated, Norman 
Wearne, Phelps Roberts Corp., and Robert D. Stewart, Stewart Buick, show committee 
chairman. Standing: W. Lee Koetzle, Anacostia, Chrysler-Plymouth; Thomas Hook, Amer- 
ican Service Center; Frank P. Palmer jr., Palmer Mercury, Inc., and Mike Murphy, show 
manager and executive vice-president, Automotive Trade Assn. National Capital Area, 
sponsor of the show. The show will be held Jan. 9-14 at Washington Armory. 


Output Reaches Year’s High; 
airlane Ready to Roll 


AR output in the United States 

soared to its highest level of 
961 last week. 

The estimated 134,873 cars 
turned out last week marked a 
40-percent increase over the pre- 
vious week’s 96,362 assemblies, 
but was 8 percent off the 146,571 
units produced during the week 
ended Oct. 21 a year ago. Last 
week’s output, however, was the 
highest since Dec, 10 last year, 
when 135,453 cars were built. 

The upsurge helped push calen- 
dar-year output over four million, 
a milestone that was reached dur- 
ing the week ended July 16 last 
year. Overall, car production this 
year is running 25.7 percent, or 
nearly 1.4 million units, behind a 
year ago. 

Last week’s boost in output push- 
ed model-run car assemblies to an 
estimated 832,691 units. General 
Motors led with 397,691 assemblies, 
followed by Ford Motor with 218,- 
204; Chrysler, 136,020; American 
Motors, 56,454; Studebaker-P ac k- 
oh 23,254, and Checker Motors, 
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car in the Ford Division line. The 
Meteor, “in-between” car in the 
Mercury series, isn’t scheduled for 
production until early November. 
Production on the Fairlane ori- 
ginally was scheduled for Oct. 9. 

Playing a large part in the up- 
surge in car output last week 
was heavy overtime scheduling at 
GM. 

Its Chevrolet division worked 
assembly plants at Atlanta; Bal- 
timore; Janesville, Wis.; Nor- 
wood, O.; St. Louis; Tarrytown, 
N. Y., and Willow Run six days, 
while the Buick-Oldsmobile- 

(Continued on Page 51, Col. 1) 


By Robert M. Lienert 
Associate Editor 


opening 10 days of October re- 
newed industry hopes for a record- 
smashing fourth quarter. 
Despite inventory shortages and 
production uncertainties, ne w- 
model demand was strong enough 
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RORD'S assembly division will 

have all plants in operation this 
week. Its last two assembly plants 
Fto return to operations—Dearborn 
and Atlanta—were scheduled to 
begin production of Fairlanes to- 
day. It will mark the production of 
the first Fairlanes, the “in-between” 





Top Cars 


*——New-car registrations for eight 
months, plus three states for September: 








1961 
Dealers Suggest Pos. Make a 
M N A ee Chev. 1,167,471— 1 
883,774 Ford 938,363— 2 
any ew reas 3— 238,856 Rambler 293,142— 4 
4— 233,963 Pontiac 269,783— 5 
F or Task F orce 5— 201,060 Plym.  308,948— 3 
By M 6— 200,631 Olds. 228,517— 7 
y Maynard M. Gordon 7— 184,962 Buick 171,867— 8 
News Editor 8— 150,334 Dodge  254,707— 6 
AlMost without exception, new- 9— 123,807 Comet 86,082—11 
car dealers are pleased with| 10— 91,219 Cadillac 97,662—10 
the new factory measures to in-| ll— 178,941 Mercury 101,945— 9 
Crease their profits. But there is} 12— 59,081 Chrysler 52,244—13 
also unanimous sentiment for con-| 13— 44,714 Stude. 15,423—12 
tinued activity by the Task Force} 14— 18,774 Lincoln 14,497—14 
Committee of the National Auto-| 15— 6,847 Imperial 10,405—15 
Mobile Dealers Assn. 262,168 Misc. 376,537 
A survey of dealers by AUTOMOTIVE Total All Makes 
News produced at least a dozen 3,821,072 4,447,593 





Major areas of proposed exploration 

YY NADA. A special meeting of the 
ADA board of directors this week 

(Continued on Page 48, Col, 1) 


Further details on Page 46. 
*—Connecticut not included, April 
through August. 
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Discount Suit Deplored 
As Peril to Franchising 


By William Carroll 
West Coast Editor 


a OS ANGELES.—Auto dealers 
4 


here were smoking hot last 
week over the Federal trust indict- 
ment of General Motors, four of 
its Chevrolet Division executives 
and three dealer associations. The 
indictments resulted from efforts 
to shut off new cars to discount 
houses. 

Many dealers saw in the Fed- 
eral action a possible death blow 
to the franchise dealer system. 

Arraignment of all defendants 





Editorial 
Trust indictment called move 
against public interest. Page 12. 





has been set for Nov. 6. Formal 
notification of charges and oppor- 
tunity to plead will be in the court 
of Judge Harry C. Westover, 
United States District -Court, 
Southern district of California. 
ES aK * 

* dealer reaction ranged 

from shocked silence to nerv- 
ous apologies, depending on 
whether the dealer questioned was 
vending through discount houses, 
or suffering from their competition. 
Here’s what they were saying to 
AUTOMOTIVE NEws: 

“Our feeling is this has great 
implications to the franchise sys- 
tem. If the theory of the govern- 
ment should prevail, a dealer 
could put a desk in a service 
station or discount store and sell 
anywhere in sight. If this be the 
case, it’s unlikely anyone would 
put $200,000 or $300,000 into a 
franchise.” 

A rural dealer commented: “I 
don’t think it will make any dif- 
ference to business as far as the 


to push. retail deliveries to 167,- 
060 units in the 10-day period. 

Compacts again fell below the 
market penetration they had estab- 
lished earlier in the year, account- 
ing for 34.88 percent of domestic 
sales with 58,273 units. 

* * * 

N RECENT months, compacts 

had been capturing 37 to 38 per- 
cent of retail sales. Most observers 
believe that as the early-season 
flurry of activity in standards ta- 
pers off, compacts will increase 
their penetration to about 40 per- 
cent. 

Some industry spokesmen, how- 
ever, privately voice suspicions 
that compacts are bumping 
against their ceiling or, in fact, 
may have reached their zenith 
during the ’61 model year. A year 
ago, compacts took 28.17 percent 
of Oct. 1-10 retail sales, 

While October’s opening total 
surpassed any recent year for that 
period, it was also the only such 
period in which all makes were 

working with new models, Last 
year, for example, when deliveries 
totalled 156,350 in the first 10 days 
of October, most makes were selling 
“old” cars during part of the period. 

In boom-year 1955; when Oct. 1-10 
sales totalled 162,500, the industry 
was still cleaning up. Most new- 
model introductions’ did not come 
until November that year. 

* * * 7 


HE Oct. 1-10 total also : trailed 
the 179,500 sales recorded in the 


general public is concerned. They 
were getting wise to the discount 
price structure.” 


* ok * 

‘I THINK the government’s way 

out of line,’ said another. 
“Look at the effect unions have on 
prices, yet no one considers this 
price fixing. I think selling to dis- 
count houses is all wrong. The fac- 
tory should have the privilege of 
controlling distribution of the 
product they manufacture.” 

A fine analysis of the situation 
was contained in a dealer’s state- 
ment: 

“Phis-strikes at the very core 
of free enterprise. Is it a crime 
to conduct a healthy business 
under a franchise agreement? 

Who’s to tell us it’s illegal to 
conduct our business in keeping 
with contractural obligations of 
our franchise agreements? Can 
the franchise be compromised by 
law?” 

“What I want to know,” he con- 
tinued, “is it proper to tell us it’s 





New England Dealers 


Rally to GM’s Defense 


BOSTON.—Chevrolet dealers in 
New England are rallying to the 
defense of K. E. Staley, Chevro- 
let sales manager, in the West 
Coast Federal indictments result- 
ing from efforts to shut off cars 
to discount houses. 


“We feel General Motors and 
its officials were absolutely right 
in this matter,” said William H. 
Mitchell jr., Waltham Chevrolet 
dealer and chairman of NADA’s 
Advertising Ethics and Public 
Relations Committee. 








Record Sales Lift Year-End Hopes 


closing period of September, al- 
though there was one less selling 
day in the October period. 

On a daily-rate basis, Oct. 1-10 
topped the preceding period, 
20,882 to 19,949. 

General Motors, beset by strike- 
induced car shortages, still claimed 
47.77 percent of the market in Oc- 
tober’s opening round. GM’s tight- 
est bind was on Chevy II, which 
continued in extremely short sup- 
ply. ; 

Other corporate shares were: 
Ford Motor Co., 32.14 percent; 
Chrysler Corp., 11.97; American Mo- 
tors, 6.40, and Studebaker-Packard, 
1.72. 

K * ad 
Most makers were elated by the 
= new-model sales picture. Ram- 
bler claimed the highest Oct. 1-10 
total in its history, adding that it 


(Continued on Page 4, Col, 1) 


a violation of law to conduct our 
business as independent merchants. 
If it is, who needs a franchise?” 
Reaction of the discount house 
operators was expressed by Gerald 
Wilson, owner of Castle Sales, Inc., 
(Continued on Page 8, Col, 1) 


Hustling Dealer 
Stirs Ohio Storm 


‘Stimulator’ Charge 
Denied by Ricart Ford 


By Martin L, Whitmyer 
Staff Writer 
OLUMBUS, O.—Auto circles here 
have been seething for months 
over the Ricart case. To the ma- 
jority of Ford dealers and to the 
local dealer association, the prob- 
lem is a clear-cut case of a stimu- 
lator dealer messing up the market 
for all. 

To the so-called “stimulator” 
and to the Ford district people 
who have investigated him, it is a 
clear-cut case of an aggressive 
dealer trying to build a business. 

AUTOMOTIVE NEws sent this writer 
to Columbus to talk with all sides. 
It started with a call from a 
spokesman for the Columbus Au- 
tomobile Dealers Assn., who said 
Ford dealers in the city were “dis- 
tressed, frustrated, and _ bitter” 
about a situation that has per- 
mitted an “out of city” dealer to 
pump into Columbus as many new 
Fords as some of the old, en- 
trenched dealers were selling. 

The so-called “stimulator’—Paul 
Ricart, owner of Ricart Ford, Inc., 
—is in Canal Winchester, a 2,000- 
population community 15 miles 
Southeast of Columbus. Although 
his dealership: is 15 miles from the 
center of the city, Ricart’s trading 
territory, with a population in ex- 
cess of 18,000, runs up to the edge 
of the city in several spots. 

Ricart, a promotion-minded deal- 
er (he wears a 10-gallon hat), reg- 
istered 552 new Fords in Franklin 
County during the first nine months 
of this year, of which 334 were sold 
in Columbus, a CADA report 
showed. 

* * * 

Epes the same period, Dan 

Rohyans Ford, the largest of the 
five Columbus Ford dealerships, 
registered 919 in Franklin County, 
of which 636 were in Columbus; 
Beasley Ford sold a total of 714 in 
the county, of which 481 were in 
the city; Gager-Keim sold 549 in 
total, with 372 in the city; Medick 
Ford registered 545 in the county, 
with 388 of them in the city, and 
Gandolf Ford registered 516, with 
253 in the city. 

On a postal zone basis, Ricart 

(Continued on Page 10, Col, 1) 


Inside Automotive News... 


What’s the score on finance income? Page 23. 


New Vauxhall, Envoy models. Page 4. 
Sales Testing Ford Galaxie 500. Page 29. 
Dealing on Broadway. Page 3. 

Paris Show highlights. Page 16. 
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Chrysler Lines Seek ‘Directed Motion’... 








Exner Defends ’62 Wedge Styling 


By Maynard M. Gordon 
News Editor 


NEW YORK.—Chrysler’s top 
stylist came up last week with a 
vigorous and timely defense of the 
thinking that led to the corpora- 
tion’s ’62 models. 

Virgil M. Exner extolled wedges 
and buried fins in an address ac- 
cepting the coveted styling award 
of the Society of Illustrators for 
the ’62 Valiant Signet 200. 

Only one other car has been 
so honored by the Society of I- 
lustrators (commercial artists). 
That was the forward-looking ’55 
Plymouth. 

A number of Chrysler Corp. deal- 


~ 





Only Chevy Tops Renault 


In Norfolk Market 


NORFOLK, Va.—Only Chevro- 
let kept Renault from becoming 
the best-selling car in the Nor- 
folk area during September. 

Renault trailed standard Chev- 
rolet, 224 to 156, but topped stand- 
ard Ford, which was third with 
140 registrations. 





ers have questioned the decision 
to copy Valiant-Lancer styling in 
the larger Plymouth and Dodge 
Dart cars this year. Exner’s reply 
to them last week was, in a nut- 
shell, “directed motion.” 

“Some other automotive design- 
ers take the industrial, or archi- 
tectural, design approach to auto- 
mobiles,” he said, demonstrating 
this point with a quick sketch of a 
boxy car that looked most competi- 
tive. 

“I call this the bar-of-soap, or 
the barge-with-the-greenhouse-on- 
top school of automotive styling. 
When you apply the directed-mo- 
tion concept to automobiles, you 
get a wedge shape.” 

Exner pointed out that Val- 
iant’s wedginess allows hood 
lines to be so lengthened that 
about 60 percent of the focus 
lines are directed forward. This 
is a departure from the 50-50 
ratio of previous hoods and 
decks. 

“Our whole line of cars this year 
features that (60-40) proportion- 
ment,” he added. 

As for fins, Exner interred them 
with the comment that they served 
their purpose of giving Chrysler 





Reuther Brooks No ‘Deal’ 
In Talks with Chrysler 


By Francis J. Gawronski 
Labor Writer 


._ is considerable specula- 
tion as to what is in store for 
Chrysler, now that the UAW is 
turning on the heat for a new 
labor contract. 

Both Ford and General Motors 
went through brief strikes before 
settlement, and 
Chrysler looks like 
the toughest prob- 
lem in the industry. 

In the first place, 
Chrysler has been 
working strenuously to lower costs 
in view of multi-million dollar los- 
ses this year. In addition, there 
are many tough local problems as 
well as three areas in which Chrys- 
ler is seeking relief on a broad 
basis. 


LABOR 
FRONT 


* * 


HE union’s top bargaining team, 

headed by Walter P. Reuther, 
UAW president, entered the Chrys- 
ler talks after wrapping up a new 
three-year contract with Ford. 

The pact ended a national 
strike at Ford and permitted the 
company to resume production of 
1962 cars for the first time in 
two weeks. 

The Chrysler bargaining team is 
headed by John D. Leary, person- 
nel vice-president and a company 
director. 

The UAW is expected to demand 
the same economic concessions 
from Chrysler that it got from 
both General Motors and Ford. 

“I have said all along that we 
don’t intend to have Chrysler 
workers subsidize management 
with a substandard contract,” 
Reuther said as he entered the 
negotiations. 

He said that when Chrysler buys 
a ton of steel “it doesn’t pay less 
because it is in trouble.” 

Chrysler negotiations have been 
going on since July 1, but very 
little progress has been made. 

* K * 

HRYSLER had a $15.7 million 

net loss in the first half of this 
year and is expected to report a 
loss for the third quarter. The cor- 
poration’s car production is down 
46.5 percent from a year ago, the 
sharpest drop in the auto industry. 

As a result, the new manage- 
ment team, headed by George H. 
Love, board chairman, and Lynn 
A. Townsend, president, will be 
anxious to win every money-sav- 
ing concession from the union. 

And the problem of local agree- 
ments, which prolonged the strikes 
against both GM and Ford, will be 
just as difficult to solve at Chrysler. 

The company has 45 union locals |. 
and 88 bargaining units. According 
to Reuther, many of the bargaining 
units have “extremely difficult” 





relief in three areas. 


problems to solve. None of the 
units has reached agreement on 
local contracts. 

Also, there has been no agree- 
ment on any major economic points 
and Chrysler has not made an eco- 
nomic offer since the one it made 
jointly with Ford and GM on Aug. 
22. This was rejected by the union. 

ok * * 
7 Chrysler talks could be com- 

Plicated because the corporation 
has three major contracts with the 

UAW covering 53,000 hourly and 
7,000 salaried workers. 

One of the contracts covers 
Production and maintenance 
workers, the second covers office 
and clerical workers and the 
third covers parts depot em- 
ployes, Chrysler is the only auto 
maker with any UAW-organized 
salaried workers. 

Chrysler is asking the union for 


It wants to cut the number of 
(Continued on Page 49, Col, 1) 


This Week in Summary... 





Dealers— 


in Atlantic City Feb. 3-7. Page 6. 


meeting this week. Page 1. 


Sales— 
Industry hopes for record fourth 
sales in first 10 days of October; 


Labor— 


Used Cars— 
Shortage of good used cars blame 


of late-model autos moving into two-car-family class by keeping 


present cars and buying compacts 


Court Decisions— 
Ninth Circuit Court of Appeals 


pay income tax on reserve account though prepayment of contract 
would cause reduction in purchaser’s finance charge. Page 46. 


Dealer Management— 


Role of finance and insurance income in dealer’s profit picture is 


discussed. Page 23: 
Production— 


Car output in week ending Oct. 21 estimated at 134,873 units, high 


for the year. Page 1. 
Antitrust Action— 


Many dealers see a possibility of death blow to franchise system 
in Federal antitrust indictment against General Motors, four Chevro- 
let executives and three dealer groups for efforts to shut off new 
cars to California discount houses. Page 1. 


Chrysler Award— 


Virgil M. Exner, Chrysler Corp.’s top stylist, defends thinking 
; accepts styling award of Society 
of Illustrators for ’62 Valiant Signet 200. Page 2. 


behind company’s ’62 model designs 








Automotive News Review 


A report from the Task Force Committee will be a highlight of 
the 45th annual convention of the National Automobile Dealers Assn. 


Directors of NADA will review new benefits for dealers at a special 


mark achieved earlier in the year. Page 1. 


Chrysler Corp. and UAW step up contract negotiations after set- 
tlement of a national pact with Ford Motor Co. Page 2. 


Corp. cars “a visible difference that 
was liked by a great many buyers.” 

But he argued that fins would 
have flopped had the basic design 
been lacking. 

“The same basic concept is 
being used on our cars today ‘and 
probably will continue to be used 
in the forseeable future,” Exner 
said. 

“My automotive styling philoso- 
phy can be summed up by, the 
premise that an object’s design 
should describe its function — that 
an object’s shape should tell you 
in pleasing and graceful form what 
it is made to do, An automobile 
should look like an automobile.” 

Exner predicted that cars would 
get lower belt lines and increased 
side window areas, but that less 
glass would be used in windshields 
and backlights. 

However, the problems of heat 
ray reflection and glare rule out 
at this time such innovations as 
bubble domes and see-through 
roofs, according to the Chrysler 
stylist. 

Exner took a dim view of con- 
sumer research to determine 
styling trends. 

“An auto owner doesn’t know 
what he wants until he sees it in 
the steel in a showroom,” Exner 
declared. 

Exner said the average Ameri- 
can is becoming more discriminat- 
ing in style matters. This is leading 
to American commercial art forms, 
he said, “as individualistic and 
characteristic of this country as 
European art associated with such 
periods as the Renaissance.” 


Due Dec. 11... 


Annual Show Issue 


Automotive News’ sixth 
annual Auto Show Issue 
will be published Dec. 11. 


Features will include 


color photos of °62 domes- 


tic models, prices, specifi- 
cations, photos and data on 
new trucks, engineering 
and styling developments, 
auto-advertising plans, top 
selling features of each 
make, and the role of sup- 
pliers in production of the 
new models. 












quarter soar with heavy new-car 
compact penetration falls below 









d on compacts, with more owners 






in clean deals. Page 16. 






rules that an auto dealer must 

























Push for Profits 
In 62, Buffalo 
“|Dealers Advised 


BUFFALO.—Auto dealers we 
urged to improve their profit Shon | 
ing in the new-model year ;,. 
bulletin from the Buffalo Autom’! 
‘| bile Dealers Assn. me 

“Surely for all the time and wo, | 
you and your staff put into the a 
duct of your business, you are 
titled to a profit,” said the bulletin, 

The association noted that 





























Big Three manufacturers | 2% 

placed their dealers in a coment = 

better profit opportunity Position eg 

by recently announced delayeg pjy = 

_|ing (or an equivalent), an improve. | 

‘| ment in the allowance made f,§ ° 

_| warranty parts, etc. wi 

“You can provide an even bette.) ™ 

profit opportunity position for @ 

Exner's Pride— self by refraining from price an re 
Virgil M. Exner, right, Chrysler Corp. cae 1962 models,” said the ‘ 
styling vice-president, accepts the Society “You are going to be taking some @ (22 
of Illustrators styling award for the Valiant | 1961, 1960, etc., cars in trade. ye sen 
Signet 200 from Stevan Dohanos, Society aie en advertise unrealistic a 
: stripped-down prices on 1962 } ;,)) fut 

t. 1 ; : » It 

ebro t was only the sn — a just going to be that much hands gra 
gain the award, the first being the '55| to realize a proper price for these Y 
Plymouth. used units in the market place.” con 
fro! 
Dealer Resents Slurs .. . oa 
ceit 
ber: 
Fleet Buyer Chewed Out } 

the 
A 
KANSAS CITY.—H. W. Ireland,| transmission? The rear end? No 1 
president of Bill Ireland Chevrolet, | sane dealer can buy a ’60 or ’61 ay. a | 
isn’t interested in buying “a pig} tomobile sight unseen. tim 
in a poke. In a transaction of this typef laus 


He told American Chicle Co. so 
in refusing to submit a bid on a 


someone is bound to suffer... ] 
either the fleet customer, the deal- 













fleet order. er or the future used-car buyer, oo 
Ireland’s ire Was aroused by a So today, when most automo. | im 
section of the American Chicle bile dealers are working diligent- | ins 
fleet specifications which read: ly to upgrade the position of all — a 
“This bid will be made on the dealers and dealer personnel in | ho 
used unit, sight unseen, However, the eyes of their customers and | th: 
we agree to adjust with you | the general public, why would B 
where excessive metal, collision any dealer be so foolhardy as to § dea 
or glass damage is evident.” risk all that has been gained by § dar: 
Here is the text of Ireland’s reply | such a foolish endeavor? stra 
to American Chicle: Unfortunately, there will be a fewm wit! 
Thank you for giving us the op-| Volume-hungry dealers who willff tion 
portunity to bid on your automobile} bite and, if they are fortunates som 
requirements for 1962, enough to be low man, will prob) Is 


ably lose thousands of dollars in 
the transaction. 

Thanks for putting us on your 
mailing list. When we are stricken 
from the list, please let it be with 
the notation that we prefer to con- 
fine our business transactions to the 
many fine companies that have the 
perception to realize that we must 


We appreciate this consideration, 
however, one stipulation—“This bid 
will be made on the used unit, sight 
unseen”—brings a question to mind. 

What sort of a mental image do 
you have of the automobile dealer? 

That he is a blundering dolt who 
will buy “a pig in a poke?” 

An impoverished wretch who 


will cherish whatever crumbs are}see our potential merchandise be- D 
thrown his way? fore we agree to a price on it. Che 

A prosperous fool who is will- eee Sartre tie aaa was 
ing to risk a sizable loss for the P four 
glory of securing a fleet order? er sonal I ncome y 

Or a giddy status-seeker whose 
anticipation of saying, “I supply ids inelt 
cars to American Chicle Co.” is so Up $750 M illion a. 
exhilarating as to drive all reason * are 
from his mind? During M onth tee 

I am astounded that a company : 3 wo 
as large as yours would desire to} WASHINGTON. — Personal in-§ mat 
conduct transactions in a manner ss in hn il ee at re my 
t ld be injurious or cause | S°Onally adjusted annual rate 38 
— om be . $420 billion, the Department of mat 


serious loss to a smaller business. 

Or, that you would expect an au- 
tomobile dealer, who has hundreds 
of thousands of dollars invested in 
his business, to buy merchandise 
sight unseen, The used cars we 
purchase ARE merchandise which 
must be sold. We, too, have ex- 
penses to cover, payrolls to meet. 

Your attitude causes me to 
wonder if you follow this same 
line of thinking in purchasing 
materials for YOUR business. Are 
they bought sight unseen, from 
the low bidder, without regard for 

quality or specifications? If so, 

I'll have none of them. 

While the generosity you betray 
in agreeing to “adjust with you 
where excessive metal, collision or 
glass damage is evident” is grati- 
fying, what is “excessive?” 

Who is the expert who defines it? 
And what of the damage that is 
not evident? The mileage on the 
car? The condition of the tires? 
The interior? The motor? The 


Commerce announced. This was 
$750 million higher than in August 
and $17 billion above the February 
low. 

Half of the August-September 
advance was in wages and salaries, 
which -were up nearly $500 million 
for the second successive month. 
As in the preceding month, the 
September increases stemmed from 
moderate gains in nonmanufactul 
ing industries. 

Trade payrolls rose as the 1#l 
amendments to the Fair Labo 
Standards Act brought additioné 
workers under the provisions of the 
minimum wage law and raised the 
minimum wage for some already 
covered. Small advances in wages 
and salaries in service, finance, and 
government resulted primarily from 
increased employment. 

In government, most of the ris 
occurred in state and local educt 
tional systems, which showed fur 
ther expansion as the fall schodl 
term began. Military pay inched up 
as the initial payroll effects of the 
military buildup were felt. 

Factory payrolls were down a 
most $500 million. About half the 
decline was due to strikes in auto 


No Place for Horses 
SEATTLE —At its convention 
here, the American Automobile 
Assn, passed a resolution calling 
for prohibition from freeways of 


horse-drawn vehicles and other| mobile plants which delayed the 
types of traffic which “seriously| pickup that normally follows th 
interfere with freeway safety and| temporary layoffs occasioned by the 





effectiveness.” fall model changes. 
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N A RECENT roundup of Teports 

on the new-model reception, the 
Los Angeles report from our own 
Bill Carroll was the only cloud in 
a sunny sky. This worried Carroll, 
so he rechecked with dealers. 

Most said they were still un- 
encouraged. Dealers in two lines, 
who had told him that the new 
models arrived with all the zip of 
a wet noodle, said they had been 
requested to send “happy tele- 
grams” to the home office. 

It’s always nice to be cooperative 
(and who doesn’t like to cheer up 
general managers ?), but you won- 
der if factory people plan for the 
future on the basis of “happy tele- 
grams?” 

You wonder what happened in 
communications when you hear 
from dealers enraged by the new- 
model strategy of their factory just 
a month or two after they had re- 
ceived glowing reports from mem- 
pers of their dealer council who 
had been given an early look at 
the new models, 

And you recall Ecclesiastes, and 
the worldly wise Preacher who saw 
a time for everything—‘a time to 
be born, and a time to die...a 
time to weep, and a time to 
laugh...” 

But is there ever a time to be 
candid in the auto industry? An 
optimistic, cheerful attitude is so 
important to the success of sell- 
ing cars, that there seems to be 
a widespread reluctance to be 
honest when the facts are less 
than blissful. 

By the time the factory takes the 
dealers into its counsel, it is too 
darned late to change new-model 
strategy. Isn’t it possible to consult 
with these experts at public reac- 
tion while there is still time to get 
some benefit out of candor? 


Is it always necessary to goof 


Chevy II Brings 


$2,225 at Auction; 
Other °62s Listed 


DETROIT.—The first report of a 
Chevy II sold at wholesale auction 
was received last week. The car, a 
four-door six, with automatic trans- 
mission, brought $2,225. 

Other ’62s wholesaled last week 
included the following: 

Chevrolet—Impala V-8 four-door 
hardtop, power, $3,005; Impala V-8 
two-door hardtop, power, $2,850; 
two Bel Air V-8 four-doors, auto- 
matic transmission, $2,550 and $2,- 
510; Bel Air 6 four-door, power, 
$2,380; Bel Air 6 four-door, auto- 
matic, $2,335, and Bel Air 6 two- 
door, automatic, $2,230. 

Dodge—Dart 6 two-door hardtop, 
power, $2,460. 

Ford—F alcon two-door, $1,795; 
Thunderbird hardtop, power, $3,675. 

Oldsmobile—88 four-door hard- 
top, power, $2,910. 

Pontiac — Tempest two-door, 
$1,925. 
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first and then send out a plea for 


“happy telegrams?” 
* * * 


Here’s a Candid Friend 


Y THOUGHTFUL friend Jack 

Mann, who lists his Detroit 
Hamilton Motors as at the corner 
of Davison and the Underpass, was 
candid though, when he called the 
other day to say: 

“Well, kid, you had a lot of 
fancy words in that column about 
raising the stature of the auto 
industry, but what the hell did 
you say?” : 

There’s not a lot about the busi- 
ness that Jack doesn’t know. As 
he puts it, “I was bootlegging cars 
back in 1932 (the only way fac- 
tories could move cars in those 
days), so don’t give me a lot of 
high-sounding stuff.” 

What Jack wants to know is 
what we are going to use for 
teeth when it comes to devising 
a program to elevate the stature 
of the industry. 

In any conversation concerning 
the uplifting of industry salesmen, 
attention always turns to the in- 
surance salesmen. And, while it is 
true that the insurance industry 
has spent millions building an 
image of the insurance salesman 

as the counsellor of the man in the 
street on the future, the real nut 
of the program, according to Mann, 
is a prohibition against the insur- 
ance salesman cutting his commis- 
sion. 

“Who ever heard of an insurance 
salesman selling insurance at a 
discount?” Mann asks. 

“But take the auto dealer. If he 
gets full markup, the factory says 
he is sitting on his fanny.” 

+ * * 


The Real Bite 


yea look into this, and you will 
find that it’s against the insur- 
ance licensing laws for an insur- 
ance salesman to cut his commis- 
sion, They’ll throw him out of the 
business for it. 

“This is where the teeth bite.” 
Mann doubts, however, that the 
factories would go for this. 

“You talk about good dealers 
having to live with the bad,” he 
says. “Don’t kid yourself. The 
bad boys will always be there 
because the factories put them 
there.” 

On one point, however, Mann did 
agree—on the need to upgrade the 
business so salesmen can make a 
decent living and see a future for 
themselves. 

“If we don’t do this,” said Mann, 
“we’re just inviting the unions in. 
And we'll get some tough union 
ezar who will fill a crying need to 
straighten out the industry. 

“He’ll make both factory and 
dealers toe the line.” 
* * * 


The Case History 


rene to the decades he has 
spent in selling cars, Mann 
said: 

“So I go out and sell a car to a 
guy. I know I’ve got him sold. And 
one day I follow up and find a new 
car of the make I’m selling in his 
driveway. But I didn’t put it there. 

“So I go up and ring the door- 
bell, and I say: ‘What did I do 
that hurt your feelings? I must 
have hurt your feelings some- 
how or you would have bought 
from me.’ 

“And he tells me that I sold him 
the car all right, but after I sold 
him, he shopped around and found 
someone who would give it to him 
at $5 less than I would. 

“So I sold him, but I didn’t get 
the commission. 

“The maker assures the buyer 
that he can get service from any 
dealer, so Why should the customer 
worry about who is going to serv- 
ice his car?” 

“This is the heart of the problem 
. the problem of earning a 
decent living selling cars, 

“This is where We have to start 
—with the salesman who sells the 
car. 

“Now where do we go? How do 
We put the bite in?” 








Dealers, Suppliers Aid 


St. Louis Fund Drive 


ST, LOUIS.—A separate drive 
has been started among auto 
dealers and their suppliers to help 
raise money for the $51 million 
downtown stadium project. 

Ray E. Nolting, president of the 
Greater St. Louis Automotive 
Assn., appointed a committee to 
handle solicitation of 88 automo- 
bile dealers and 60 associate 
members who sell supplies. Com- 
mittee members are C. W. Cor- 
coran, Ben Lindenbusch, Vincent 
T. McMahon, L. W. Stewart and 
George Weber. 








~|Only One Independent Survives . . . 





They Said Farewell 


To Broadway Scene 


By Ed Brown 

Staff Correspondent 
NEW YORK.—“In order to be a 
good automobile retailer, it is nec- 
essary for the dealer to be a good 
showman,” someone once remark- 
ed. This may have accounted for 
the gravitation of Midtown Man- 
hattan’s Automobile Row to Broad- 


Dealers Honored in Indianapolis— 


Two retiring directors and one who was reelected have been honored by the Indian- 


apolis Automobile Trade Assn. for their association activities. 


David N. Johnson 


(Chevrolet), left, association president, presents plaques to the three directors. The 
are William A. Grawemeyer (Rambler), second from left, the retiring association presi- 


dent; R. P. Dellen (Oldsmobile), and James 
was reelected a director. 


R. Nankivell (Chevrolet), right. Grawemeyer 


Albuquerque Dealers Back 
Plan to Train Salesmen 


ALBUQUERQUE.—A group of 
new-car dealers, in cooperation 
with the Employment Security 
Commission, will train a corps of 
auto salesmen for placement in 
dealerships throughout the state. 

Co-sponsors of the plan are the 
distributive education depart- 
ments of the University of New 
Mexico and city schools. 

E. V. Balcomb, ESC director, 
claimed the program would be the 
first of its kind. Nelson Turner, 
secretary-manager of the New Car 
Sales Assn., expressed qualified ap- 
proval of the plan and assured the 
commission of the cooperation of 
dealers and the association. 

He warned, however, that par- 
ticipation would depend on the de- 
velopment of a good plan and 
promise of practical training and 
results. 

Under the plan, the ESC would 
secure applicants and test their ap- 
titudes for the course. The public 
schools would furnish instructors 
from regular faculties. 

The new-car dealers would add 


Strict Ad Code 
Adopted in Utah 


SALT LAKE CITY.— The Utah 
Motor Vehicle Dealers Administra- 
tion has established a new ethical 
advertising code governing dealers 
of new and used cars. 

Arnold C. Randle, MVDA admin- 
istrator, said the code is patterned 
after that of the National Auto- 
mobile Dealers Assn. 

In the Utah code, however, viola- 
tion now makes the dealer subject 
to a fine and imprisonment, it was 
reported. The code sets out pro- 
hibited practices in 21 sections. 


Wolfram Improves 


LANSING. — Jack F. Wolfram 
was reported “slightly improved” 
last week. The Oldsmobile general 
manager, who is 61, suffered a 
coronary attack Oct. 8. He is in St. 
Lawrence Hospital here. 











the novel feature of the plan— 
promise of employment and spe- 
cialized training of the majority 
of applicants successfully complet- 
ing the course. 

The course will train 15 to 25 
applicants and will cost between 
$315 and $380. 


Balcomb feels that a program|chise to franchise, 


way, mecca of live theater in the 
United States. 

But in spite of the histrionics 
applied to auto retailing in the 
midtown area, the last 10 years 
have witnessed the passing of in- 
dependent dealers from _ the 
Broadway scene, with the excep- 
tion of Don Allen Chevrolet and 
Don Allen Pontiac. 

Every franchise once was rep- 
resented on Broadway. But today, 
two makes—Dodge and Oldsmobile 

—and nowhere to be found along 
the midtown auto row. 

Names like Joe Gale, Harvey 
Turnure, Harry Williams, Charlie 
Kreisler, Ralph Horgan, each of 
whom represented a big franchise 
with a future that seemed secure, 
have moved off Broadway or left 
the business entirely to be replaced 
by a factory-operated branch. 

Attracting new money to Broad- 
way, thus keeping the independent 
franchise alive, has proven to be 
impossible. The profits are slim if 
they exist at all, and the head- 
aches gargantuan. 

Even 10 years ago the solvent 
Broadway dealer was looking re- 
gretfully to the day when he would 


;|no longer be able to operate along 


the row. Even 10 years ago some 
of the top names along the row 
were laying plans to get out of the 
business, or at least off the row, to 
some other area where chances of 
survival were at least 50-50, not 
99 to 1 against solvency over the 
long haul. 

Some dealers invested their 
money in real estate and have 
since been able to lease back 
their holdings on a long-term 
basis to the factories which sub- 
sequently took over management 
of the facilities to maintain their 
position in midtown Manhattan, 

Others invested in other securi- 
ties and have left the business en- 
tirely. 

Some stubbornly hung onto their 
franchises, confident they would be 
the minority who would know how 
to beat the racket. They reinvested 
their earnings as the losses during 
the late ’50s mounted and soon 
found that they were without liquid 
capital. 

Other dealers hopped from fran- 
hoping with 


of this type could also provide| each change that they had hit a 


vitally needed sales forces of im- 
proved quality and efficiency in 
other fields. 


Lakeland Dealers Elect 


LAKELAND, Fla.—The Lakeland 
Automobile Dealers Assn. has elect- 
ed the following officers: President, 
Bobby Waters, Lakeland Ford Co., 
Inc.; vice-president, Skip Brown, 
Skip Brown Auto Sales (Renault- 
Saab), and secretary-treasurer, 
George J. Husek, M. P. Tomlinson 
Co. (Cadillac-Oldsmobile). 








Wembhoff 


our profession’)?” ... 


those days” ... 


flu shots for all his employes. . 


National. Bank in Jonesboro. 





On the House... 


Have trade association problems changed in the 
past 46 years? Very little, it seems, after re-reading 
an address made in 1915 by the president of the 
National Assn. of Monument Retailers, 
George E. Wemhoff, this columnist’s father. “On 
the one side,” he declared, “are the dealers who 
associated themselves for the betterment of our 
trade; on the other side are those who have seen 
fit to remain outside the fold of the national associa- 
tion and have not encouraged the advancement so 
much needed in our great industry .. 
take your place in the right line with a strong 
organization working for the better things so much 
needed in our industry and working still harder against the evils 
that confront our tradesmen (such as price-cutting and ‘sourness on 


Winnebago County (Ill.) dealer group recently awarded seven 
college scholarships, worth $4,000, to winners of association contest 

. Wisconsin dealers have chosen Sept. 17-18 for their 1962 con- 
vention, hope factories “will refrain from holding meetings on 
Mark Turban, Ford dealer in Mountain View, 
Calif., has just added a few extra jobs: State chairman of Elks’ 
Americanism committee, national chairman of the Publications 
Committee of U. 8. Reserve Officers Assn., and chairman of North- 
ern California dealers’ legislative committee . . 


Roland Genest, Ford dealer in Manchester, N. H., is providing free 


NADA director, has been named executive vice-president of Trumann 


“hot” one, but they usually ended 
their Broadway sojourn in bitter 
combat with the factory over the 
subsidy they said would be abso- 
lutely necessary for them to con- 
tinue their operation. 

One old Broadway authority, who 
has retired from the battle scarred 
and beaten recently, said: 

“In all my years along Broad- 
way, and I go back to about 
1920, I think I could name on 
one hand those people who have 
gotten off Broadway with any 

(Continued on Page 50, Col. 1) 
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Roland Hughes, former Arkansas 







—Perte Wemuorr, Editor, 
Automotive News 
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Compacts’ Share Eases .. . 


Year-End Sales Open 
At Record Level 


(Continued from Page 1) 





was the highest first-10-day count 
for any month since August, 1960. 

Sales for Ford Division were 
the highest for any comparable 
period in the past five years, said 
E. F. Laux, assistant general sales 
manager, vehicle marketing. 

Sales for the first full 10 sales 
days after new models were intro- 
duced, he said, totalled nearly 60,000 
units, the highest for any 10 post- 
introductory days in the past six 
years. 

Lewis E. Minkel, S-P marketing 


Pure Oil Trials 
Slated Jan. 15-21 
At Daytona Beach 


DETROIT.— The 1962 Pure Oil 





Performance and Economy Trials 
will be held Jan. 15-21 at the Day- 
tona International Speedway, Day- 
tona Beach, Harry L. Moir, Pure 
Oil’s marketing vice-president, an- 


nounced. 
Moir also said that auto manu- 
facturers will face some new rules 


and procedures which will have the 
effect of making the tests the most 
accurate means available to the 
motoring public for judging cur- 
rent U. S.-made cars’ performance 


potential. 


For example, manufacturers will 
be limited to entering only three 


cars in each of six classes of cars; 


cars competing for the Pure Oil 
Grand Prix Award must enter all 


three scheduled events; all cars will 


be inspected in advance of the first 
impounded for 


event and then 
competition in each of the events. 


The three-part trials consist of 


an economy test in which a car 


is driven at an average speed of 


40 miles per hour around a 3.7-mile 
course marked with stop signs and 
a 65-MPH speed stretch; a traffic 
passing test which measures a car’s 
ability to pass another car on the 
highway quickly and safely; a stop- 
and-go test which is a severe test 
of brakes, handling ease and trans- 
mission response. 

The sanctioning body for the 
trials is NASCAR (National Assn. 
for Stock Car Auto Racing). 





Bankruptcy Action 
On at Borgward 


BREMEN, Germany.—Bankrupt- 
cy proceedings for Carl F. W. Borg- 
ward GMBH, the biggest bank- 
ruptcy case in West Germany 
since World War II, are under way 
here. 

Attorneys for the auto company 
said there was little hope that they 
could pay off the firm’s 6,000 cred- 
itors. 

Efforts to sell Borgward as an 
entity to investors or car makers 
in other countries did not succeed. 





Vagge Seeks Reelection 
NASHUA, N. H.—Mayor Mario J. 
Vagge, an automobile dealer here, 
has announced that he will seek a 
third term as the city’s chief ex- 
ecutive. 





Hii 


The Envoy 
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vice-president, said Lark sales ran 
82.8 percent over a year ago. Stu- 
debaker dealers, he added, had 
tripled their rate of sales since in- 
troduction of the ’62 models on 
Sept. 22. 
* oe K 

R S. WITHERS, general sales 

* manager of Buick, said Octo- 
ber deliveries topped any opening 
period so far this year and were 
the best of any Oct. 1-10 period 
since 1956. 

E. M. Braden, general sales 
manager of Chrysler-Plymouth 
Division, said Plymouth had the 
best daily rate Oct. 1-10 of any 
first third of the month so far in 
1961. Chrysler, he said, had the 
best daily rate for any period 
since August, 1957. 

Ben D. Mills, general manager of 
Lincoln-Mercury Division, said Lin- 
coln sales were the best for any 
first 10 days of any month in four 
years. 

Mercury Monterey, he said, is 
selling better than the entire Mer- 
cury car line did in the post-intro- 
duction period last year. 

Comet sales, he said, were the 
highest for any first-10-day period 
since the car was introduced in 
March, 1960. The division’s total 
sales were running 25 percent 
ahead of the corresponding 1960 
period, Mills said. 

Byron J. Nichols, Dodge general 
manager, said sales in early October 
were the highest for any opening 
period since April. Demand for Po- 
lara 500 models, he said, has 
prompted Dodge to boost fourth- 
quarter production schedules for 
this top-drawer model. 

By makes, estimated deliveries in 
the first 10 days of October were: 
Chevrolet, 37,100; Ford, 26,592; Fal- 
con, 15,158; Rambler, 10,699; Cor- 
vair, 9,450; Pontiac, 7,697; Oldsmo- 
bile, 7,645; Buick, 6,400; Comet, 
6,390; standard Plymouth, 5,566, and 

Dodge, 5,205. 

Mercury, 4,351; Valiant, 3,412; 
Chrysler, 3,409; Cadillac, 3,300; Tem- 








Attraction at Paris Show— 


Chrysler Corp.'s experimental model, the Turboflite, was the attention-getter at the 
recent 48th annual Paris Auto Show. (More pictures on Page 16.) 


At the Factories... 


Late Personnel News 





Lincoln-Mercury 


E. J. Cremins has been appointed 
Cleveland district sales manager 
for Lincoln-Mercury. He succeeds 
Thomas A. Coward, who resigned 
to become a dealer in Chicago. 
Cremins, who joined Ford Motor 
Co. in 1957, had been assistant sales 
manager in L-M’s Dallas district. 

* * * 


FWD 


L. A. De Polis, former marketing 
vice-president of Le Tourneau- 
Westinghouse Corp., Peoria, IIl., 
has been named president and a di- 
rector of FWD Corp. 

He succeeds M. E. Ash, who has 
been named chairman and chief 
executive officer. Ash, president 
since 1958, replaces George Mal- 
linckrodt, who will continue as a 
director. 

* * 


* 
Ford of Canada 


C. Allan Foran has been appoint- 
ed director of parts and accessories 
of Ford Motor Co. of Canada, Ltd. 

Foran succeeds B. J. Smith who 
has been appointed general traffic 
manager. Foran joined Ford of 
Canada in February of this year as 


Oshawa. Of GM’s passenger car ex- 


tiacs and the remainder Chevrolets 
and Oldsmobiles. 


mobile industry had produced 6,806 


of which 3,627 were produced at 
Oshawa. 





pest, 3,258; Studebaker, 2,868; Spe- 
cial, 2,202; Lancer, 2,074; F'-85, 1,772; 
Lincoln, 1,197; Chevy II, 990, and 
Imperial, 325. 

cS * * 


Commonwealth Residents 


Buy Canadian Chevy II 

OSHAWA, Ont. — General Mo- 
tors of Canada said last week that 
more than 200 orders for Oshawa- 
built Chevy IIs have arrived from 
Commonwealth countries. 

A single order from Australia for 
100 right-hand-drive versions of the 
car as Well as orders from Jamaica, 
The Bahamas, Trinidad, Hong 
Kong and Singapore make up the 
total to date. 

GM said 53 percent of all passen- 
ger cars exported from Canada this 
year have been produced by GM at 


special assistant to the marketing 


vice-president. 
ob * 


* 
Dodge Truck 


Doyle W. Lott has been appointed 
manager of advertising, sales pro- 


Canadians to Get 
Vauxhall, Envoy 
Redesigned for *62 


OSHAWA, Ont.—Details of the 
1962 Vauxhall Victor and its com- 
panion, the Envoy, were revealed 
last week by General Motors of 
Canada. November introduction is 
planned. 

Both are built in England by 
Vauxhall. The Vauxhall is the same 
model that is sold internationally, 
but in Canada it is handled by 
Pontiac-Buick dealers. The Envoy 
is a Vauxhall derivation developed 
specifically for the Canadian mar- 
ket and is handled by Chevrolet- 
Oldsmobile dealers. 

Both cars are lower, wider and 
slightly longer in the ’62 version. 
They have more headroom, hip and 
shoulder room, as well as wider 
doors and a larger trunk. 

The 92-cubic-inch engine is basic- 


ports, 69 percent have been Pon- 


As of Oct. 7, the Canadian auto- 


passenger cars for export in 1961, 





compression ratio and a redesigned 
manifold increase horsepower and 
torque. 

There are only four lubrication 
nipples, needing attention at 12,000- 
mile intervals, GM said. 

The Vauxhall Victor is available 
in Standard, Super and DeLuxe 
sedans and a station wagon. The 
“# Envoy comes as a Custom or Spe- 
cial four-door sedan and a Sher- 
wood station wagon. 

The outlook for availability of 
’62 Vauxhalls in the United States 
is uncertain. A spokesman for Pon- 
tiac, which handles Vauxhall in 
the U.S., said last week that Pon- 
tiac would “continue to import 
Vauxhalls.” However, no ’61 Vaux- 
halls were imported by Pontiac. 


ally unchanged although a higher | 








, me (Gordon Attacks = 
gy, 9) Amateur Ex 

. perts 
So eiadel On Traffic Safety 


® ' 
— 6 , 

s aE CHICAGO —4John F, Gor 
president of General Motors 
out at “amateur engineers” ’ 
preach that the only route to 
way safety ‘is to 
design a _ crash- 
proof car and 
that Federal laws 
on vehicle design 
are needed. 

He made his 
points in a speech 
at the banquet 
of the National 
Safety Congress 
here. 

He said auto- , 
motive safety ohn F, Gordon 
“has in recent years been particy. 
larly beset by self-styled experts 
with radical and ill-conceived py, 
posals.” Those who adopt tragj, 
safety as a hobby have “contribute 
little of importance, I’m afraiq to 
this highly technical field,” Gordo, 
said, / 

The GM president termed the 
crashproof car plus Federal legis. 
lation thesis “wholly unrealistic’ 
and “a serious threat to a balance; 
approach to traffic safety.” 

Lott, 43, has had wide experience| He said it was unrealistic to tay 
in the truck ad-|2»oOut a crashproof car because 
vertising and| Cars must be something that peopl 
sales promotion | Will want to buy and use. The auty 
fields. He was di-| industry can only design in the 
rector of adver-| 8reatest degree of safety that js 
tising, sales pro-| Consistent with other essentials an¢ 
motion and pub- then depend on intelligent use. 
lic relations for Gordon said it is defeatism ty 
Reo Motors, Inc., | think that drivers cannot be taught 
Lansing, from, to drive better and wishful think. 
1947 to 1955. ing to think that a car can be de. 
From 1955 to|} signed in which collisions would 
= 1956, he was an|be harmless. 
Doyle W. Lott account executive} While assuring his audience that 
with William Hart Adler, Inc., Chi- the auto industry would continue 
cago. He then joined Grant Adver-|to improve the safety in car de 
tising, Inc., Detroit, as a director| signs, Gordon warned that Federal 
of regional accounts and became} legislation might hurt, rather than 
vice-president — account supervisor] help, in this area. 
in 1958. For the last year, Lott has * *« & 


been vice-president of Electro- “ ° 
. Gordon Gives OK Sign 


graphic Corp. 
. To GM Market Efforts 


DETROIT. — General] Motor 
President John F. Gordon told a 
group of the nation’s leading rail- 
road executives that GM will con- 
tinue to devote its designing, engi- 
neering and manufacturing efforts 
to offering them a “product so &i- 
perior in every respect that it wil 
outsell all others.” 

The railroad officials earlier had 
inspected a new diesel locomotive, 
the GP-30, developed by GMs 
Electro-Motive Division, and tour 
ed the company’s Technical Center 
at Warren, Mich. 

From engineering and develop 
ment activities at the Tech Center 
and work being carried on by vati- 
ous divisions of General Motors, 
“we hope will come, speaking sym- 
bolically, another diesel locomotive 
—another product that will make 
as great and as dramatic an eco 
nomic contribution to our industry 
and to our country as the diesel 
| locomotive,” Gordon said. 

“And, if or when we come Up 
with such a product, we will not 
hesitate to provide the facilities 
and organization to produce that 
product,” he added. 

He said that merit of product al 
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high. | 





motion and training for Dodge 
truck. 





* * 


Chevrolet 


Chevrolet Division announced an 
organizational realignment and a 
series of promotions in the adminis- 
tration of its national parts and 
accessories operations. 

John P. Hopkins and Glenn T. 
McMillan have been appointed to 








John P. Hopkins Glenn T. McMillan 


head the two sections of the com- 
pany’s parts and accessories organ- 
ization. 

The appointments follow the pro- 
motion of Frank C, Silvey to be as- 
sistant general sales manager for 
parts and accessories. 

McMillan is promoted to the post 
formerly occupied by Silvey as na- 
tional manager of Chevrolet parts 
and accessories warehousing and 
distribution, A 28-year veteran of 
Chevrolet, McMillan has been man- 
ager of the company’s national 
parts distribution center in Flint| ways has been the sole basis of 
for nearly three years. GM’s locomotive sales, not depent- 

Hopkins, who has been with| ence on placement of the com 
Chevrolet for 32 years, assumes a} pany’s railroad traffic as the gov 

(Continued on Page 47, Col. 1) ernment has charged. 


———————— 


The Vauxhall 











| “,..helps us get an increasingly 


larger share of business” 


says WINSTON P. LEAHY, Rambler 
dealer, Portage, Wisconsin 























“IT switched to the Commercial Credit Plan 
twelve years ago, because our business was 
increasing to the point that we needed a 
larger financing source. Besides satisfying 
our immediate needs, Commercial Credit 
helps us get an increasingly larger share 
of business and has permitted volume sales 
which would have been impossible before. 
Even with increased volume, we find that 
Commercial Credit guards dealers more 
fully against losses. This increased volume 
has also developed profitable repair 
business, because a car insured through 
Commercial Credit Plan is brought 

directly to our shop.” 





Commercial Credit 
serves successful dealers 





For complete information on how our 
service can help promote your success, 





call or write the Commercial Credit 
Corporation office nearest you. 
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WASHINGTON.—A report from 
the Task Force Committee is ex- 
pected to be the highlight of the 
program when the National Auto- 
mobile Dealers Assn. holds its 45th 
annual convention at Convention 
Hall in Atlantic City Feb. 3-7. 


Information on the convention 
was released after the NADA 
Convention Committee met here 
last week. The committee is 
headed by William L. Mallon, 
Newark, N. J., who is the NADA 
director from New Jersey. 

The committee said that dealer 
registrations for the convention 
are beginning to flow in and that 
space for the exhibition, which is 
staged each year along with the 
convention, is already practically 
sold out. The exhibition will also 
be in Convention Hall. 

All of the Feb. 6 (a Tuesday) ses- 


























By Ed Brown 
Staff Correspondent 

NEW YORK.—Triumph sports- 
car sales in the United States in the 
coming year should more than dou- 
ble those of 1961, Martin J. Tustin, 
newly elected president and chief 
executive officer of Standard-Tri- 
umph Motor Co., Inc., said at the 
introduction of the new TR-4 to the 
press. 

“We expect,” he said, “that 
sports cars will continue to be 
our big stock in trade in this 
country. We share the view of 
some of our colleagues that this 
is our strong point in the market 
as it is developing. Sales are ex- 
panding rapidly again.” 

Final 1961 figures for Triumph 
sports-car sales will be 7,000 to 
8,000 Tustin said. However, for next 
year, he predicted a sales figure of 
14,000 to 16,000 TR-3As and TR-4s. 

Overall Triumph sales in the 
U. S. in 1962 are expected to exceed 
20,000 in 1962, he predicted. 

Tustin said the TR-3A will be 
available in this market, “just as 
long as the demand for this vehicle 
continues to exist. 

“We have discovered that since 
the announcement of the TR-4 has 
been made there is a new rise of 
interest on the part of our pros- 
pective customers in the older 
model, making for something of a 
shortage in these vehicles in some 
areas of the country,” Tustin said. 
“Therefore, we are led to believe 








Imports Face 
Economy Test 


In Mobil Rally 


LOS ANGELES.—A field of all 
major imported cars, ranging from 
the Fiat 500 to the Jaguar XK-E, 
will be out to challenge American 
compact-car gas economy records 
next month. 

Some 40 foreign-built models will 
cover a 300-mile course of express- 
way, city and mountain roads in 
Southern California on Nov. 12 in 
the fourth annual Mobil Mileage 
Rally. 


At NADA Convention .. . 


Task Force to Be in the Spotlight 





sion will be given over to the Task 
Force report. H. L. Galles jr., Al- 
buquerque, N. M., chairman of the 
committee, will preside and other 
members of the committee will 
speak, There will be a question and 
answer period. 

The convention opens Feb. 3 
(Saturday) with registration, the 
opening of the exhibition and 
service and used-car consultation 
areas. Dealer-experts will speak 
at an afternoon session On serv- 


Wise Cracker 


DENVER.—An appreciative safe 
cracker broke into the safe at Carl 
Bartz Motor Co., Denver, early one 
morning. He escaped with $200 cash 
and left the following note: “It was 
a good safe, but you lost, Thank 
you.” 





New TRA4. Aimed at Sports Market... 


Triumph Raises Goals 


that some people would like to con- 
tinue owning a vehicle like the 
TR-3A, and we will continue to 
meet that demand.” 

The TR-4 will be retailed here at 
a price of $2,849 p.o.e. for the soft 
top, and slightly more for the newer 
hardtop. 

This vehicle has been completely 


redesigned, Tustin said. Retooling 


cost of more than $3 million and 
development time was more than 
four years, he said. 

According to Tustin, “90 per- 
cent of our TR production is sold 
in the U. S. and Canada.” The 
TR-4, of course, has been aimost 
exclusively designed for the 
North American continent and its 
tastes, adding such features as 
roll-up windows and a more easily 
raised soft top. 

Tustin does not fear American 
manufacturers. 

“The attempts being made in 
some quarters to add bucket seats 
and four-speed gearboxes to Amer- 
ican standard-size vehicles is one 
way of moving on this sports-car 
market, but the actual performance 
of those vehicles leaves a great deal 
to be desired to the sports-car man,” 
he said. 

But he does feel that the entry 
of the compact onto the used-car 
market will have a decided effect 
on retailing. 

“Importers felt the initial effects 
of the compacts on the new-car 
market, but I feel there is another 
shock on the way, when owners of 
one-and-two-year-old compacts feel 
it is time to replace their car. 

“That is why we feel it is im- 
portant for us to specialize in the 
sports-car field at this time. 

“We, of course, do feel that there 
remains a market here for our 
Herald sedans and convertibles, but 


(Continued on Page 51, Col. 4) 
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ice, discussing such topics as 
competition, management, cus- 
tomer relations and TBA sales. 

The program for Feb. 4 (Sunday) 
will start with a nondenomination- 
al religious service and the Satur- 
day Evening Post breakfast when 
the Franklin Dealer Award will be 
presented. 

Clarence J. Staufenbeil, Cadillac 
assistant merchandising manager, 
will moderate a panel on used-car 
merchandising in the afternoon. 
Dealers will be on the panel which 
will consider making a profit in the 
used-car department while building 
customer confidence. 

The formal opening of the con- 
vention is scheduled for Feb. 6 
(Monday). President Thomas F. 
Abbott jr., Fort Worth, will make 
his report at that time. 

Speakers for the Monday after- 
noon program are Senator Wal- 
lace F, Bennett, Utah Republican 
and Salt Lake City Ford dealer, 
who will discuss the Truth-in- 
Lending Bill and Senator Clinton 
P. Anderson, New Mexico Demo- 
crat, who will explain the 1961 
changes in the wage and hour 
law. There will be a question and 
answer period on the wage-hour 
changes. 

The Feb. 7 (Wednesday) program 
will start with a talk by Harold 
Draper, retired Saginaw (Mich.) 
Chevrolet dealer who now serves 
as NADA’s business management 
consultant, He will speak on “A 
New Look at Added Profit Through 
Better Management Devices.” 

The new officers of NADA will 
be introduced on Wednesday after- 
noon, A program for dealers’ wives 
is also being set up for the entire 
convention period. 


Panks Reassures 
Rootes Dealers 
On Shipments 


NEW YORK.—John T. Panks, 
managing director of Rootes Mo- 
tors, Inc., said here last week that 
reports concerning the _ present 
work stoppage at the Rootes plant 
in England were “exaggerated.” 

“There is a strike,” he said. “It 
is nothing more; nothing less.” 

Panks assured Rootes dealers in 
the United States that the company 
would resume shipment of cars into 
the country as soon as the strike 
ends. 

“Shipments of 1962 models will 
recommence on a normal basis as 
soon as the dispute is settled,” he 
declared. 

The Rootes parts divisions are 
operating normally and there will 
be no interruption in parts deliv- 
eries to the U. S. according to 
Panks. 

Panks said that he had received 
every assurance from Lord Rootes 
in London that a settlement and 
resumption of normal production 
could be expected. 















Night in Paris.” 


fy eanDORr said the sponsor- 


tendance of 225,000 during the 


203,123. 















Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $7 to $992, according to Automotive News’ index, 
A year earlier, it was $864. 

Two makes moved against the current, with increases of $44 on 
59s and $1 on ’56s. Losses were pegged at $9 on ’54s and ’61s $17 
on ’57s, $19 on ’55s and ’60s and $28 on ’58s. A new low was estab. 
lished for ’60s. 

At a group of representative auctions last week, the sales ratio 
was 71.3 percent, compared with 70.2 percent the previous week, 


Auction reports begin on Page 39. 
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Milwaukee Dealers Share 
Show Visitors’ Enthusiasm 


said it is expected to be the biggey 
auto show ever held in the South 

In Buffalo, a section of the down. 
town shopping area resembled , 
giant showroom as the Retail Me, 
chants Assn. sponsored a sports-cy, 
exhibit, with seven sports-cy, 
clubs and dealers Supplying th 
vehicles. 

Arthur Victor jr., RMA preg, 
dent, said the event was one ing 
series designed to attract person 
to the downtown area. The cay 
were displayed on Main St. Side. 
walks from 10 a.m. to 9 p.m. 

x * * 








































I THE interest evidenced by 
61,181 visitors at the Milwaukee 
auto show is any indication, the ’62 
models are in for a big year, par- 
ticipating dealers said last week. 

“We're looking for a good year 
in sales,” said a spokesman for 
the sponsoring Milwaukee Coun- 
ty Automobile Dealers Assn. 

“Dealers and salesmen reported 
show visitors seemed to be in a 
buying mood,” he added. “They 
were more willing to listen to sales- 
men, and it was easier to get their 
names this year.” 

Daily attendance at the five-day 
show was comparable to turnouts 
at previous exhibits which ran for 
eight or nine days, the spokesman 
said. Opening day, a Saturday, 
drew 12,364, and 19,276 visited the 
displays the next day. 

Shows will open this week in Los 
Angeles (Oct. 26-Nov. 5), and Char- 
lotte, N. C. (Oct. 28-Nov. 5). 

* ok 


_ shows, in which dealers ¢p. 

operated, were held recently iy 
St. Petersburg, Fla. One was spon- 
sored by Sears Roebuck & Co, anj 
Allstate Insurance Cos., and the 
other by the National Bank of ¢ 
Petersburg. 


A Sears spokesman, who said 
the store hopes to make the show 
an annual event, reported that 
similar display of imported car 
will be held later. Lack of space 
kept imports out of the recent 
show, he said. 

In Reseda, Calif., 11 new-ca 
dealers display their new product 
in the city’s shopping district du 
ing Reseda Green Tag Days. 


High Court Denies 
Chrysler Tax Plea 


WASHINGTON. — In denying a 
writ of certoriari in Chrysler Cor. 
vs. Internal Revenue Service, the 
Supreme Court upheld the limits 
tion on a corporation’s tax deduc- 
tion of group life insurance pr- 
miums. 

Tax deductions taken by a cor. 
poration for premiums paid on en: 
ploye life insurance policies will be 
held to actual premiums accrued 
during the tax year. The policies in 
question are those which Chrysler 
provides free for its retired en- 
ployes. 

Chrysler wanted to deduct the 
entire premium for the life of the 
policy in the year in which any 
employe retired, on the grounds 
that liability was incurred in the 
retirement year. The IRS and lower 
courts disagreed, and the Supreme 
Court now in effect concurs with 
the lower courts. 


* 


S USUAL, the Los Angeles In- 

ternational Auto Show will 
open with a charity preview spon- 
sored by the Assistance League of 
Southern California. It will be held 
Thursday (Oct. 26), with tickets 
costing $5. 

The theme of the 39th event is 
“A Night in Paris,” and for the 
first time in its history the show 
will have an official theme song. 

Charles Elmendorf, show man- 
ager, said Jimmy Sheldon, former 
accompanist for Frank Sinatra 
and Peggy Lee, has been commis- 
sioned to write a theme for “A 





The theme will be played by 
groups of French musicians who 
will mix with the crowds in the 
Pan Pacific Auditorium, Elmendorf 
said. The hall will have a Parisian 
decor, he added. 

He said 400 new models from 
seven countries will be on display, 
with the price stickers ranging 
from $900 to $25,000, Exhibits will 
include racing cars, a car with 
fluorescent gold paint for safer 
night driving and a duplicate of 
Queen Elizabeth’s personal limou- 


sine. 
* * cd 





ing Los Angeles Motor Car 
Dealers Assn. is looking for an at- 







10-day show. Last year’s total was 





Plymouth will exhibit a Valiant 
Signet V-200 on staircase steps 
leading to a miniature Eiffel 
Tower 11 feet in height, The 
Chrysler-Imperial exhibit will 
feature the new Chrysler 300 
sports series. 

The Southern Automobile Expo- 








The rally is the only internation- 
ally sanctioned economy contest for 
imports held in this country. It will 
be conducted and governed by the}? 
United States Auto Club. : 

“More than a quarter million im- 
ported cars have been sold in this 
country so far this year,” stated 
USAC officials. “Gasoline economy 
is still the main selling point of 
imports. Our economy rally will put 
their claim to an honest test.” 

This year, the competition will 
return to California, where one out 
of every six imported cars is sold 
in this country. Last year, it was 
held in New York, where an NSU 
Prinz squeezed out the best overall 
record of 62 miles per gallon. 

Family sedans and sports models 
will be split into five classes, ac- 
cording to passenger capacity and 
engine size, so they will compete on 
an even basis. Cars will be inspect- 
ed for stock status, and no coasting 
or trick driving will be allowed. 


sition, a nine-day event, will be 
held in Charlotte’s new Merchan- 
dise Mart under the sponsorship 
of the Mart and Southern Auto 
Shows, Inc. 

Earl Mahone jr., SAS president, 


New, U.C. Dealers 


Organize in Ore. 


EUGENE, Ore.—All Lane County 
dealers in new and used cars and 
trucks have formed an organiza- 
tion to upgrade the auto business. 

John Dotson, chairman, said it 
was one of the first attempts to 
form an organization which repre- 
sents all dealers. 

He said the organization will pro- 
mote, advertise and sell in good 
taste, and promote dealer closing 
on Sundays and holidays. But it is 
not a policing body, he said. 









50 Years with Cadillac— 


Howard H. Wiles, left, secretary-treos 
urer, John D. Wendell, Inc., Cadillac dis 
tributorship in Albany, presents an em 
graved silver tray to John D. Wendell, 
president, on the occasion of his 50th 
anniversary with Cadillac. Wendell started 
with Cadillac in Schenectady, N. Yu ™ 
1911. In 1937 he formed his present com 


pany. 





Ford Official Addresses ATA— 


M. S. McLaughlin, center, general sales manager, Ford Division, chats with John J. 
Gill, right, new board chairman, American Trucking Assns., Inc., and R. Stuart Moore, 
the association's second vice-president, prior to McLaughlin's address to the convention 
in Washington. Gill is president of Petroleum Heat and Power Co. of Rhode Island 
and Moore is president of the Los Angeles-Seattle Motor Express, Inc., Oakland, Calif. 











RAMBLER 
NOW 3rd IN SALES! 
UTSELLS ALL U.S. 
| CARS BUT TWO 


u (BASED ON OFFICIAL REGISTRATION FIGURES—JANUARY THRU AUGUST, 1961) 
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Rambler Dealers Report Greatest Introduction In History 


; 
Record numbers of buyers like... 

§ 

| Rambler’s 102 New Important Product Improvements 

: Major Styling Improvements—New Double-Safety Brake System—Self-Adjusting Brakes 

, —New Road Command Suspension, New Wider Track, New 33,000-Mile Chassis Lub- 


rication, Classic and Ambassador—New 2-Year Engine Coolant—New 4,000-Mile Engine- 
Oil Change—New Double Battery Guarantee—New Seating Comfort—New Added Road 
Clearance— New E-Stick Automatic Clutch Transmission at 1/3 the cost of full automatic 
—New Balanced Wheels and Tires—Exclusive Ceramic-Armored muffler and tailpipe— 

Deep-Dip rustproofing and a host of other improvements make Rambler America’s best buy. 


‘| Rambler’s New Lower Prices On All Models 


, On every ’62 Rambler, suggested factory-delivered prices are lower than on comparable 
1961 models. Of 27 regular models offered, 13 show prices lower by $112 or more, and seven 
of these are lower by $209 or more. : 

Rambler Ambassador V-8—Every model priced at least $200 lower. 
Rambler Classic 6— From $50 to $230 lower. 
Rambler American— America’s lowest priced. Most models now lower by at least $100. 


SHARE IN RAMBLER PROGRESS ...BE A RAMBLER DEALER NOW! 


For complete information on the profitable Rambler Dealer Franchise 
Contact Your Nearest Rambler Zone Office, or Write: 


Director of Dealer Development 


AMERICAN MOTORS CORPORATION 


14250 Plymouth Road e Detroit 32, Michigan 
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Dealers Smoking Hot in Los Angeles... 





Discount Suit Feared 
Peril to Franchising 


(Continued from Page 1) 


a referral service, who told AUTo- 
MOTIVE NEws: 

“I’m gratified to note that our 
prediction has been borne out by 
subsequent government action to 
enforce the antitrust laws properly. 
I’m interested in practical effects 
(of the indictment) as we know 
they’ve continued their restrictive 
efforts, I’m hopeful a method can 
be worked out to continue free en- 
terprise (sale of new cars through 
discount houses) without criminal 
action.” 

ok * *” 
ILSON, who is an attorney, 
told Automotive News about a 
year ago: “Some of the Detroit peo- 
ple may be violating antitrust laws 
by shutting off our supply of cars.” 

It is reported that discount 
houses have been continuing to 
sell new cars during 1961. When 
the supply of certain models of 
1961s became short, discount op- 
erators were first to feel the 
shortage as dealers held avail- 
able stocks for maximum gross. 

One dealer pointed out that the 

public in his area was becoming 
aware that discount-house pur- 
chases of new cars were not nec- 
essarily at a price lower than prices 
offered by local dealers. Shoppers 
were reported comparing discount 
and dealer prices, then favoring the 
dealer in order to obtain better 
service. 

The criminal indictment listed 
grand jury charges against the 
defendants under the Sherman 
and Clayton Antitrust Acts. 

Those charged were: General 

Motors Corp., LOSOR Chevrolet 
Dealers Assn., whose membership 
consists of Chevrolet dealers in 
Orange County and southern and 
western portions of Los Angeles 
County; and Dealers Service, Inc., 
whose members do business in the 
city of Los Angeles and adjacent 
communities. 

Others charged were: Foothill 
Chevrolet Dealers Assn., composed 
of dealers in the northeastern por- 
tions of Los Angeles County and 
in Riverside and San Bernardino 
counties; Kenneth E. Staley, gen- 
eral sales manager of Chevrolet; 
Lee N. Mays, assistant general sales 
manager for Chevrolet; Roy M. 
Cash, Pacific Coast regional man- 
ager for Chevrolet, and Robert M. 
O’Connor, Los Angeles zone man- 
ager for Chevrolet. 


* * * 

A BROAD group of defendants, 

which could include every au- 
tomobile businessman in Southern 
California, was covered in a por- 
tion of the indictment reading, in 
part, “. . . other Chevrolet dealers 
in the Southern California area, 
and others to the grand jurors un- 
known, have participated as co- 
conspirators in the offense alleged 
in Count One of this indictment 
and have done acts and made state- 
ments in furtherance thereof.” 


Offenses charged under Count 


















































as follows: 

“Beginning in or about the 
summer of 1960, and continuing 
to the date of the return of this 
indictment, the defendants and 
the co-conspirators have engaged 
in an unlawful combination and 
conspiracy to suppress and elimi- 
nate competition in the sale and 
distribution of Chevrolet automo- 
biles in the Southern California 
area, in unreasonable restraint of 
the hereinbefore described trade 
and commerce in Chevrolet auto- 
mobiles in violation of Section 1 
of the Act of Congress of July 2, 
1890 (15 U.S.C. §1), commonly 
known as the Sherman Act. 

“The aforesaid combination and 
conspiracy has consisted of a con- 
tinuing agreement, understanding 
and concert of action among the 
defendants and co-conspirators, the 
substantial terms of which have 
been: 

“(a) To suppress and restrain 
sales of Chevrolet automobiles by 
Chevrolet dealers pursuant to 
agreements or understandings with 
discount houses and referral serv- 
ices; 

“(b) To induce and persuade 
Chevrolet dealers to refrain from 
selling Chevrolet automobiles pur- 
suant to agreements or under- 
standings with discount houses and 
referral services; 

“(c) To utilize ‘shoppers’ for the 
purpose of identifying Chevrolet 
dealers selling Chevrolet automo- 
biles pursuant to agreements and 
understandings with discount 
houses or referral services; 

“(d) To induce and persuade 
Chevrolet dealers to repurchase 
Chevrolet automobiles purchased 
by ‘shoppers’ from such dealers. 

cd a * 

eee the period of time cov- 

ered by Count One of this in- 
dictment and for the purpose of 
forming and effectuating the afore- 
said combination and conspiracy, 
the defendants and co-conspirators 
have done those things which, as 
hereinbefore alleged, they combin- 
ed and conspired to do.” 

Under Count Two of the indict- 
ment, Staley, Mays, Cash and 
O’Connor were charged with allega- 
tions contained in Count One, plus 
the following alleged violations of 
the Clayton Act. 

“Induced and persuaded Chev- 
rolet dealers to refrain from sell- 
ing Chevrolet automobiles pursu- 
ant to agreements or understand- 
ings with discount houses and 
referral services. 

“Authorized subordinates to in- 
duce and persuade Chevrolet deal- 
ers to refrain from selling Chevro- 
let automobiles pursuant to 
agreements or understandings with 
discount houses, 

“Authorized subordinates to util- 



























One of the indictment were listed 



























ize and utilized ‘shoppers’ for the 
purpose of identifying Chevrolet 
dealers selling Chevrolet automo- 
biles pursuant to agreements or 
understandings with discount 
houses or referral services.” 
Oo a ok 

CCORDING to the indictment, 

discount house sales of new 
Chevrolets began about 1953, with 
a few hundred new cars sold in 
the Southern California area. In 
1960, the indictment claims, more 
than 2,000 new Chevrolets were 
sold through discount houses, with 
the retail value approximating $5 
million. 

(It is estimated that Southern 
California Chevrolet dealers sold a 
total of $250 million worth of new 
cars in 1960.) 

The indictment refers to the 
2,000 discount-house cars sold in 

1960 and claims, “This increase 
in sales of Chevrolet automobiles 
threatened to lower retail prices 
of Chevrolet automobiles in the 
Southern California area.” 

One of the effects of the con- 
spiracy to stop such sales, the in- 
dictment charged, has been to de- 
prive Chevrolet buyers in Southern 
California of a free and unrestrict- 
ed competitive market. 

* * * 

7. Attorney General Byron 

R. White said the individual de- 
fendants were indicted under both 
the Sherman and Clayton acts as a 
result of a Department of Justice 
decision to rely on both statutes 
pending a United States Supreme 
Court decision in the case of United 
States v. Raymond J. Wise. 

Maximum penalty for each of the 
individual defendants would be a 
year in prison and $50,000, if they 
are found to have violated the 
Sherman Act, and a year in prison 
and $5,000, if they are found to have 
violated the Clayton Act. Maximum 
penalty for each of the corporate 
defendants would be $50,000, 

Announcement of the _ indict- 
ment caught Los Angeles Chevro- 
let and General Motors offices by 
surprise. O’Connor was not avail- 
able to telephone callers and was 
soon reported to have left the of- 
fice. The regional General Motors 
public relations office was not 
able to release a statement until 
late in the afternoon. 

Finally, the following statement, 
by Chairman Frederic G. Donner 
of General Motors, was issued, 
speaking for all GM personnel 
mentioned in the indictment: 

* * oe 

“q*HARGES that Genera] Motors 

and certain of its sales repre- 
sentatives have illegally conspired 
with General Motors dealers to pre- 
vent sales of automobiles through 
‘discount houses’ are without foun- 
dation. Neither General Motors nor 
its sales representatives are guilty 
of such charges and will demon- 
strate this fact at the trial. 

“Late in 1960, there was in in- 
crease in the number of new cars 
being sold through discount houses 
in Southern California. Complaints 
from purchasers were received to 
the effect that cars so purchased 
were not properly conditioned, nor 
Was warranty service available. 
General Motors dealers and their 
salesmen also complained. 

“An investigation of the com- 
plaints indicated that, from the 
standpoint of the satisfaction and 
safety of the driving public, dis- 
count houses could not and did 
not properly handle the sales and 
service of new automobiles. They 
operated without sales and serv- 
ice facilities, without trained me- 
chanics and without service and 
repair parts. 

“Representatives of discount 
houses in many instances did not 
have salesmen’s licenses as requir- 


ed by a California statute. Purport- 


ed price savings were advertised, 
but the fact is sales prices to the 
public were not lower than the 
prices at which sales were being 


made by franchised dealers. 
* * a 


“IN VIEW of this, General Motors 


expressed its views to all its 
dealers on the undesirability of 
selling through discount houses. It 





was pointed out that unlike many 
other products, the automobile was 





Retailers at United Delco Fair— 


The Dealer Fair, sponsored by United Delco wholesalers in the Charlotte (N. C.) 
zone, attracted more than 1,300 visitors. The purpose of the fair was to acquaint 
select retailers with United Motors Service Division's new merchandising concept. 
To do this, wholesalers combined efforts and chartered enough buses and cars to 
bring in retailers from North Carolina, South Carolina, Virginia and parts of Tennessee. 
On display were all of United Delco's lines, identification material, parts cabinets 
and service equipment. An added bonus of the event was a private showing of 
General Motors Corp.'s 1962 cars. 





a highly complex mechanical ve- 
hicle, operated and controlled on 
public highways by individuals, rel- 


atively few of whom are mechan- 
ically trained. 


“It was further explained that it 


Was necessary to assure proper pre- 
delivery conditioning and service 


and maintenance by trained me- 


| and advertising grou i 
car pool and advertising groy 
trading areas. One, Deajoer Servic 


Inc., has been in business fo, 

years. Chevrolet deal-r-membe 
pay $10 a car to the a S80ciation 
which is split $6 for .dvertigin’ 


ual dealer-members 


out reference to the associations 
by attorneys Glenn S. Robe 
Victor R. Hansen. Han ae 


the Department of Justice, In 4 


Roberts said: 


nounced that a Federal grang 
jury in Los Angeles has returned 
an indictment charging Genera} 
Motors Corp. and certain em- 
ployes, together with the thre 
automobile dealer associatio, 
with violation of the She 
Antitrust Act, in connection with 


Pontiac Veteran Cited— 


Recognized for 25 years of service with 
Pontiac and General Motors Corp., Allan 
F. Ives, left, Pacific regional sales man- 
ager, receives a watch from Frank Y. 
Bridge, Pontiac general sales manager. 
Ives joined Pontiac in 1936 and is head- 
quartered in Burlingame, Calif. 


through discount houses, 

“The State of California requires 
among other things, that automo. 
bile dealers and salesmen be licens. 
ed and file a surety bond for pro. 
tection of the public. It is unde. 
stood that the sale of new automo. 
biles through discount houses has 
been generally in violation of such 
chanics with equipped service fa-| state laws. 
cilities, lest an automobile become Bip i 
a public safety hazard as well as an|“}JyURING the Past months 
economic risk to its owners. D investigation was made to = 

“General Motors has always | cure factual information about the 
recognized that an automobile sale of new automobiles by discount 
manufacturer’s responsibility in | houses, for the purpose of conten. 
the eyes of the user does not end | plated legal action and legislative 
with the sale of its product to its | proposals, but it is our opinion that 
dealers. The user considers that | such investigation was not a viola. 
this responsibility continues for | tion of any state or Federal law. 
warranty service during the first | “We've not had an opportunity 

12 months of operation and that | to see the individual indictment 

the manufacturer is responsible | ang have no knowledge of the spe- 
for damages due to defects. cific charges, therefore we cannot 

“Furthermore, the law imposes a| comment upon them. 
liability upon the manufacturer if “It is the policy of the three 
a vehicle proves defective in ordi-| dealer associations (Dealer Service 
nary use and service due to defec-| Foothill and LOSOR) involved, as 
tive parts and assemblies incor-/ well as their members, to comply 
porated by the manufacturer in the | with the law, not only of the State 
vehicle, including those manufac-|of California, regarding licensing 
tured by and purchased from sup-| of dealers and salesmen, but with 
pliers. all Federal laws as well. We'd like 

“As a result, the manufacturer,/to point out,” concluded Roberts 
directly and indirectly through its | “that no individual Chevrolet deal- 
dealers, is necessarily concerned | er ig named in the indictment.” 
with the safety aspects of the me- * * 


chanical operation of the motor ve- U.S Attorneys Push 
2 De s 


hicles which it manufactures and 
Individual’s Responsibility 


assembles. 

WASHINGTON, — The Justice 
Department, in its West Coast in- 
dictment of General Motor, 
means to hold officers of the cor 
poration responsible in so far as it 
can—at least until the Supreme 
Court settles the issue. 

The department has asked the 
Supreme Court to review a lower 
court’s holding that officers of cor 
porations cannot be prosecuted 
under the Sherman Act for acts 
which they perform in carrying 
out their official duties. 

A maximum fine of $50,000 is pro- 
vided in the Sherman Act. Section 
14 of the Clayton Act, however, 
provides a maximum fine of $5,000 
for the “personal guilt” of company 
officials acting in their job per 
formance. The Justice Department 
wants the Supreme Court to favor 
the Clayton Act provision to reas 
sure judges, some of whom have 
failed to find “personal guilt” of of 
ficials .acting on behalf of their 
corporations. 


* * * 


“T)ESPITE our serious concern 
about these matters, General 
Motors has made no agreements 
with its dealers or with anyone else 
to prevent or restrict sales to dis- 
count houses or anyone else, nor 
have we inflicted or threatened to 
inflict any sanctions on dealers 
supplying cars to these outlets. 
“On the contrary, we expressly 
recognized the right of every 
dealer to ‘sell such motor ve- 
hicles to anyone, anywhere, at 
any price.’ Most dealers, in the 
exercise of their independent 
judgments, have recognized the 
public interest in this matter, al- 
though some are continuing to 
supply cars to discount houses. 
“General Motors will continue to 
express its views where the good- 
will of its product and the safety of 
the driving public are concerned, 


and believes it has a right to do so.” 
* * * 


HE three dealer associations 
charged in the indictment are 





Sightseeing Trolley— 


Unusual sight in Washington during the American Trucking Assns. annual conver 
tion was this oversized surrey with a fringe on the top, used by Chevrolet to take com 
vention visitors on a Meet Washington tour. Reasoning a tractor-trailer combination 
would be most appropriate for the occasion, the company fitted up a 35-foot flatbed 
trailer with red carpeting, a gay striped canopy, and 32 seats. It also noted a signif 
cant milestone by using the first production-line, diesel-powered Chevrolet vehicle ev@ 
produced to pull the trailer. Dubbed the Chevy Diesel Trolley the sightseeing unit made 
two 90-minute trips daily to more than 40 points of interest. 


and $4 for sales promotion. Indivig. 4 


are aan 
have operated their business wa 


The associations are represente, 


; “Nn Was for. 
merly assistant attorney general in 
charge of the antitrust division of | 


statement to AvuTomortiyg News ; 


“The attorney general hag an- 


alleged selling of automobiles | 



















THIS 

‘(| BOOM 
, HAS A 
| SOLID 
BASE! 


Every magazine interests 
somebody. Most advertisers 
count on interest as 

well as ‘‘bodies.’”’ And the 
measurement of interest for an 
editorial product is not unlike 
the acid test for your own 
product—what happens to 

it in the marketplace ? 

















This explains the growing 
advertising investment in 
TV Guide based on today’s 
magazine marketplace. 
More people will spend 
more money (50 million dollars) 
for TV Guide this year than 
for any other magazine 
published, regardless 
of cover price or 
frequency of issue. 
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Ricart—‘Stimulator’ or Worker? .. . 





Out-City Dealer Stirs 


Tempest in 


Columbus 


(Continued from Page 1) 


came nowhere close to Rohyans in 
the latter’s home territory, selling 
only eight cars to Rohyans’ 55. 
In Beasley’s postal zone, Ricart 
sold four units to Beasley’s 27. 
In Medick’s area, Ricart sold six 
to Medick’s 46. 

In the cases of Ricart vs. Gager- 
Keim and Ricart vs. Gandolf Ford, 
however, the competition was much 
closer. In the postal zone where 
Gager-Keim is located, Ricart sold 
27 new Fords to Gager-Keim’s 48, 
and, in the Gandolf zone, Ricart 
registered 37 against 46 for Gandolf. 
On a countywide basis, Ricart out- 
sold Gandolf and Medick on both 
a compact and standard-size group 
basis, and Gager-Keim on stand- 
ards. 

Registrations for Franklin Coun- 
ty for the first 15 days of October 
showed Ricart second to Rohyans 
in sales of new cars, Rohyans sold 
19 Falcons and 24 standard Fords 
during the period to Ricart’s 15 
Falcons and 21 standards. Among 
the other dealers, Gager-Keim sold 
13 Falcons and 21 standards; Beas- 
ley, 8 Falcons and 24 standards; 
Medick, 14 Falcons and 13 stand- 
ards, and Gandolf, 10 Falcons and 
15 standards. 

mn 


Free Ad Rider? 


E Columbus dealers claim that 

Ricart doesn’t have the facilities 

to service the number of cars he 

sells and furthermore is getting a 

free ride on advertising placed by 
the Columbus dealers. 

The six Greater Columbus Ford 
dealers spent in excess of $30,000 a 
month during the last nine month 
period. The per-car promotional ex- 
penses for the Columbus dealers, a 
spokesman said, was $63, or more 
than twice that ($30) expended by 
Cleveland dealers. Ricart places his 
advertising expenditures at some- 
where around $400 a month and 
does no advertising in Columbus. 

The Columbus dealers, how- 
ever, say they are not so much 
against Ricart as they are against 
Ford Motor Co. for permitting 
the problem to fester. They say 
the dealer franchise system is on 
the rocks if this type of situation 
is permitted to continue. 

As one dealer put it: “If this is 
the way Ford wants its dealers to 
operate, it should pull back all 
franchises and tell the dealers to 
give up their large investments, 
big-city overhead and expenses and 
move out into the sticks.” 

wn * ca 
As PART of its investigation, the 

Cleveland district office of Ford 
Division, sent a team of officials to 
Columbus to interview 30 Ricart 
customers, 

The customers were asked 
where they bought their car, 
whether any extraordinary sales 
pressure was used, whether they 
had been influenced by a third 
person (an allegation of birddog- 
ging, which is illegal in Ohio), 
and whether they were satisfied 
with Ricart’s service after the 
sale. 

Members of the _ investigating 
team told me that they had found 
nothing wrong with any of Ricart’s 
dealings. They expressed a belief 
that the dealer’s success was at- 
tributable to an aggressive sales or- 
ganization and word-of-mouth ad- 
vertising. 

Ricart himself emphatically de- 
nies that he is a stimulator dealer, 
saying that he came to Canal Win- 
chester in 1953 with $4,900 and a 
lot of “American guts.” He said 
Ford would not sign a selling 
agreement with him unless he 
guaranteed that he would erect a 
building to Ford’s specifications 
within one year. 

Except for sales, Ricart is in no 
way as large as any of the Colum- 
bus Ford dealers. He has 25 em- 
ployes. The average Columbus Ford 
dealer employs 74, according to a 
spokesman for the group. 

Ricart’s total investment is esti- 
mated at around $200,000. The aver- 
age investment of the five Colum- 
bus dealers is in the neighborhood 
of $960,000, the spokesman said. 
Ricart’s parts inventory averages 


$15,000. The average Columbus deal- 
er’s inventory is somewhere around 
$108,000. The spokesman claimed 
that Ricart’s annual parts and cus- 
tomer labor sales are equal to three 
days of the average Columbus Ford 
dealer. 
co * ok 


Parts Record High 

EASLEY FORD is the third 

largest in parts sales in the 
country, the spokesman said, and 
first in both the Cleveland district 
and Great Lakes region. In labor, 
Beasley is second in the district 
and in the top five in the region. 
Rohyans is third in both parts and 
labor sales in the Cleveland district, 
the spokesman said. 

One dealer claimed the Colum- 
bus market—which is considered 
to be one of the best Ford sales 
districts in the country—has been 
destroyed by pump-ins, He 
charged that Ford pump-ins into 
Columbus are greater than the 
total number of combined Ford 
and Chevrolet pump-ins into Cuy- 
ahoga County (Cleveland), which 
is more than three times larger. 

The Columbus Ford dealers say 
they want fair distribution of cars 
and territory security for all deal- 
ers. If this cannot be done, they 
feel the franchise system is in 
trouble. They say it is not Ricart 
whom they are against; it’s the 
system by which he is permitted 
to function. 

Yet, up until two weeks ago, it 
was reported that the advertising 
agency for one of the dealers was 
sending to every Ricart customer a 
copy of a full-page advertisement 
that ran in Columbus newspapers 
last March. Ricart was not named 
specifically, but it was aimed at 
the dealer who lacks facilities 
to carry out the Ford warranty 
program, which the Columbus 
group claims Ricart doesn’t have. 

The ad asked: “Who Really War- 
rants Your New Car? The Ford 
Motor Co.? Answer: No! The Ford 
dealer from whom you buy? The 
answer: Yes!” 

The ad went on to advise the 
buyer that “if you live in Columbus 
and buy your new Ford within a 
50-mile radius, you must return it 
to the selling dealer for all free and 
warranty service for 12,000 miles or 
12 months.” 

And then came a word of cau- 
tion: “Thus, we extend a word of 
caution to those of you who may 
contemplate the purchase of a new 
Ford car or truck from a dealer 
whose location would prove incon- 
venient for your full realization of 
the 12-month or 12,000-mile terms 
of this great new warranty.” 

ca a * 

LINE near the bottom of the 

ad stated: “This ad is present- 

ed as a public service by your six 
Greater Columbus Ford Dealers.” 
At the very bottom of the ad was 
listed the six dealerships: 

Beasley Ford Co., 759 W. Broad 
St.; Gager-Keim, 888 S. Parsons 
Ave.; Gandolf Ford Sales, Inc., 2800 
E. Main St.; L. E. & C. W. Medick, 
2691 N. High St.; Dan Rohyans 
Ford, Inc., 1400 N. High St., and 

* * * 
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Birthplace of Ricart Ford— 





Ricart's Present Building—- 
This is the building now occupied by Ford Dealer Paul Ricart. It is on Route 33, the 
only main thoroughfare leading southeast from Columbus. Note the sign: “Direct Factory 
Dealer.'’ Of course, said his general manager, all dealers are direct these days but 
the sign leads some to believe “this is where the dealers buy their cars.” 
ae . & 


Worthington Ford, 25 E. New Eng- 
land in suburban Worthington, O. 


Ricart categorically denies all 
allegations made by his competi- 
tion. He says he doesn’t want a 
fight but “absolutely won’t bend 
down to something I think is 
wrong.” He identifies himself 
as a “crusading automobile mer- 
chandiser but not a derelict,” as 
some of his competition picture 
him. 

He admits that he doesn’t have 
as lavish an outlay as the city 

dealers, but contends both his sales 
and service facilities meet Ford 
specifications. And, he says, a deal- 
er must “creep before he walks.” 

Ricart says he believes in “grow- 
ing by daily doings.” He says he 
likes to call his own shots, set his 

own sights and use what he terms 
his own “little can of common- 
sense.” 
ck * Ok 


Resist Pressure 


on . says that if the dealer 
franchise system is in need of 
an overhaul, as the other dealers 
imply, then the factory should bring 
in all franchises and put back into 
business “those dealers who have 
done a good job, not those just in- 
terested in real estate holdings or 
millionaires who want to sit on 
their franchises until they can pass 
it down to some relative.” He says 
General Motors is right: If the 
dealer can’t “crack the nut,” GM 
buys him out. 

He says that he doesn’t like to 
be an “unwanted baby,” but that he 
won’t bend to pressure he thinks 
is wrong. “And the more pressure 
that is applied,” Ricart said, “the 
harder I'll fight.” 

Ricart charged that the City of 
Columbus annexed more than 50 
square miles of land in 1960, some 
of which was in his so-called 
trade territory, and asked: “What 
was done to protect my invest- 
ment at that time?” 

He claims that many of his sales 
are made to personnel at Lock- 
bourne Air Force Base, an Air 
Force installation which houses 
some 12,000 Air Force personnel and 
their families inside Ricart terri- 
tory. 

ca * ~ 
PLUS factor for Ricart—both 
according to him and to fac- 
tory officials—is his location, which 
is on the only main thoroughfare 
leading southeast from Columbus. 
Nearly all traffic moving in that 
direction must pass his dealership. 
And within the next year the high- 
way is to be made into an express- 
way, with a cloverleaf interchange 
scheduled for location just west of 
Ricart’s property, Ricart says then 
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This tree-shaded building in Canal Winchester on the outskirts of Columbus, O., is 
where Paul Ricart, Ford dealer, started his business in 1953. 


he will be only a few minutes from 
downtown Columbus. 

In addition, many people living 
on the eastern edge of Columbus 
are closer in time to Ricart than 
to dealerships downtown. “They 
would sooner take a few minutes 
and run over here than buck traf- 
fic for a half hour going down 
town,” he said. 

Ricart feels that he is in an 
ideal location and within a few 
years envisions sales of 200 to 
300 new cars a month, And with 
Columbus, the fastest growing 
and currently the largest city in 
area in Ohio, still expanding, he 
may someday be inside the city 
limits himself. 

Starting from a sale of “around 
30 cars a month” when he opened 
his business in 1953, Ricart today 
is selling an average of 100 new 
cars and a like number of used 
cars a month, he said. 

ok * a 


$1,000 Profit a Day 


— Columbus dealers imply that 
Ricart “must be giving his cars 
away,” but statements the Canal 
Winchester dealer showed this re- 
porter indicated that he has a 
“gross profit of $1,000 a day.” He 
said his fixed overhead is between 
$16,000 and $17,000 a month, “so by 
the 15th of the month we have our 
nut cracked,” Ricart said. 

With 10 acres of land, he has 
room for expansion and has been 
doing so slowly. “Anyone who opens 
a dealership today with less than 
five acres of ground is crazy,” 
Ricart said. 

Recent expansion has given him 
a@ service department which con- 
sists of seven “mechanical” stalls, 
two hoists, two lube racks, a wash 
rack and an undercoating area, 
which undercoats up to seven 
cars an hour. 

When a convoy truck rolls up to 
his back door, the car is rolled 
directly off the truck into the 
undercoating room and then onto 
the wash rack. When the under- 
coating area is not in use for that 
purpose, it is used for used-car 
reconditioning. He saves further 
overhead by not having janitors or 
ear porters. Instead, all personnel 
chip in and help keep the dealer- 
ship clean, he said. 

Much of his success in the sales 
end of the business Ricart at- 
tributes to his 28-year-old general 
manager, Roger Hawkins, whom 
Ricart describes as being the 
“smartest automobile man in 
America today.” 

He likes to tell about the time 
Hawkins was sent to Dearborn to 
attend a sales management course 
and returned to Canal Winchester 
with an order for a new car from 
one of the secretaries in the Ford 
administration building in Dear- 
born. 

Ricart says he is in favor of hard- 
sell merchandising but won’t stand 
for any “jumping, humping, side- 
swiping, highballing, lowballing, 
shaving or decking of customers. 
He also claims to have a strong 
financial structure and won’t go for 
what he calls “fram-a-see” (sic) 
dealings, which he says means lying 





Six Dealers for Renault 


Named in New York Area 


NEW YORK. — The appoint- 
ment of six Renault dealers in 
the metropolitan New York area 
has been announced. 

They are Ace Pontiac, Inc., 
Bronx; Davis & Pally, Inc., 
Greenvale; Irwin Motors Corp., 
Great Neck; Raymond Foreign 
Sales Corp., Islip; Rodier-Rooney 
Motors, Inc., White Plains, all 
of New York, and Sayreville Mo- 
tors, Inc., South Amboy, N. J. 











le 
to a financial institution about 
financial contract. a 
* * * 
IS salesmen are on cut 
H dealership from 9 a.1n. oat the 4 
six days a week and his Servigg | 
department is open from 8 to 
5 p.m. Monday through Friday and 
a half-day on Saturday. ; 

In addition, Ricart said he orl 
any member of his company will 
go anywhere day or night to help : 
a customer whose auto hag broken ; 
down. “And this doesn’t cover jug | 
50 miles,” Ricart said. “I'll go then | 
one better and make it 100 miles» 

Ricart also keeps from fiyg to 
15 “loaner cars” on hand at alj 
times for customers who | 
their cars for service. In ad 
he offers free pickup and deli 
service to customers who want 
their cars serviced. 

“['m an automobile merchap. 
diser,” Ricart said, “and I want tp 
shake the hand of every pergon 
who buys a car from me. The ayer. 
age dealer today doesn’t want ever | 
to see the customer, much legg hg. 


come acquainted with him.” 
* * * 























Persistent Salesmen 


ICART said if his sales stag 

doesn’t sell the customer the 
first time around, they always fo). 
low up. “If people go to the trouble 
to come in here, then we must try 
just as hard to sell them,” he ex. 
plained. 

Ricart, however, said he depends 
mostly on word-of-mouth advertis. 
ing to set up his prospects. He gets 
much mileage from the loaning of 
cars to schools for driver training, 
to the Future Farmers organiza. 
tions in the county, sponsorship of 
four bowling teams, and th 
civic and church activities. 

Proof that he doesn’t wheel and 
deal, Ricart said, lies in the fast 
that approximately 50 percent of 
his deals are repeats. And thig is 
further proof, he claims, that his 
customer complaints per units 
are among the lowest in the d 
trict. £ 

He said his success can be 
keyed to a good, aggressive sales 
staff, with a good balance be 

tween his general manager, f- 

nance experts and salesmen. 

As an afterthought, Ricart asked; 
“Why don’t these donkeys in town 
join me instead of fighting me? 
Sell together and we’ll sell more 
for Ford Motor Co.” 

But regardless of how the prob 
lem is resolved, Ricart is intent on 
staying right where he is now, ~ 

A story is told of how one com- 
petitor made an offer to buy Ricart 
out through a Ford district go 
between. 

The competitor had offered (| 
buy Ricart’s dealership and then 
give Ricart a job in the buyers 
company. Ricart’s reply, the story 
goes, was: ; 

“Tell him I'll buy his deal and 


he can go to work for me.” 
oe oF * 
































































Biggest in Canada— 


The biggest outdoor automotive sign it 
Canada flashed into action for the fin! 
time as Chrysler's line of 1962 cars Wo 
unveiled to Canadians. The sign is | 
high above the bustling Golden Mile # 
Eglinton and Victoria Park Aves. in Sear 
borough, a suburb of Toronto. A group 
Chrysler dealers gathered for the sign's 
ceremonial inauguration. Pressing the bub 
ton that brought the multicolored spectach 
lar to life is Albert Bear, left, Toronl® 
president of Canada’s Federation of Auto 
mobile Dealers Assns. He is assisted BY 
19-year-old Sally Latimer, a top contender 
in the Miss United Appeal contest. 
of the Chrysler line get mention in 
45-foot sign which has 1,500 i :candescefl 
bulbs and a half-mile of neon ‘ubing. The 
Chrysler name is spelled out in seven-fool 
letters. 
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Thoughtful 
counsel 


Through 

good times and 
bad, GMAC has 
proved its 
helpfulness to 
General Motors 
Dealers. 


GMAC 


i GENERAL MOTORS ACCEPTANCE CORPORATION | 4 


TIME PAYMENT 


PLAN 


Available to General Motors Dealers in 
CHEVROLET + PONTIAC - OLDSMOBILE 
BUICK + CADILLAC new cars and used 
cars of all makes 
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AUTOMOTIVE NEWS PLATFORM 

{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S, governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Auto Discount Houses Hurt 
The Public Interest 


AN AUTOMOBILE cannot be put on the street without 
someone accepting responsibility for it. The auto is a 
device that needs dealer preparation, maintenance and serv- 
ice. It is not a device which you can wrap up and mail back 
to the factory. 


The franchised dealer who puts it on the street is an inde- 
pendent businessman in the sense that he is risking his own 
capital. But he, as well as the manufacturer, has a respon- 
sibility to the product he sells. 


He must prepare it properly and have facilities in his 
community to maintain it and service it. In large measure, 
his future depends on how his product fares for many 
years after he puts it on the street. 


The auto dealer’s role is that of a retailer. When he vio- 
lates that role—and wholesales to discount houses or used 
car lots or anyone not directly tied up with the concept of 
responsibility for the vehicle—he is hurting not only the 
product but also the public, the manufacturer and the deal- 
ers in the area where the discount house is located. 








In our view, the dealers who are hurt by irresponsible 
selling have a right to complain to the manufacturer, and 
the manufacturer has a right to advise offending dealers 
that they are retailers, not wholesalers. 


The Federal Government is not really acting in the public 
interest when it indicts a manufacturer for endeavoring to 
see that its products are sold only by franchised dealers 
who accept their responsibility to the product. 


We believe that the Federal Government is wrong in the 
Los Angeles discount-house case. 









Events 


%& Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 








time they are used. 


Dealer Conventions 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. . 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 
Oct. 29-31 — Florida Automobile Dealers 


Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 
Nov. klahoma Automobile Dealers 


Assn., Mayo Hotel, Tulsa. 
Nov. 5-6—Texas Independent Auto Dealers 
., Western Hills Hotel, Fort Worth. 
. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 17 — North Carolina Automobile 
Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Sait Lake City. 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 


March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 


March 25-27—Ohio Automobile Dealers 
Assn... Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 


Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montaomery, Ala. 

% April 22-29— 6th Annual International 
Auto Show, New York. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

_ 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, III, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


°. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
%& June 3-5—Georgia Automobile Dealers' 
—. Wanderer Motel, Jekyll Is- 
and, Ga. 











"A smooth, quiet engine with muscles, covered 
with beauty and glamour .. ." 






Letterbox 


used if you so request. 







‘It Pays to Shop” 


A series of letters sparked by 
Kohn (July 31 issue) has indicated 


‘$500 on a Phone Call . . 2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the 
Address Editor, Automotive News, Detroit 7, Mich, 
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assurance that it will not be 










to the same dealer who offered 
average wholesale again against 
full list. 

I suggested that he visit at 


to me that many dealers are con- 
cerned by “shoppers.” In fact, 
“shopper” has almost become syn- 










least one other dealer, and lo and 
behold he was offered $500 more 
than average wholesale for his 





June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 
June 14-17—Michigan Automobile Dealers 











Assn., Grand Hotel, Mackinac Island 
he ' ‘ |onymous with a dirty name. (See 
= ‘2 @ Letterbox, Aug. 14). For example,| ™ ee aint ee 
Auto Shows Farcht says: “There exists no de-| Pre 7 a 
has now become a “shopper” and 
Oct. 18-28—London Auto Show, London, = = — = “a of —— wh ” hag also changed dealers. 
England. sell clothing, furniture, etc .. . The automobile dealers of Amer- 





%& Oct. 26-29 — Automotive Trade Fair, 
Princess Anne Plaza, Virginia Beach. 
Oct. 26-28—Tampa Automobile Show, 
downtown business district, Tampa, Fla. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 


geles. 
Oct. 28-Nov. 5—Southern Automobile Ex- 
osition, Merchandise Mart, Charlotte, 


Oct. 28-Nov.8—Turin Auto Show, Turin, 


Italy. 
Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland 


Apparently Farcht leaves all of 
his shopping to his wife, or he 
wouldn’t make such a statement. 
Department stores are much 
more shop ping-conscious than 
are automobile dealers. He should 
visit department stores on sale 
days. In fact, department stores 
shop hell out of each other. For 
example, an item that can be 
bought for $49.50 at Macy’s can 


ica are violently competitive when 
they have to be. However, many 
dealers still treat customers as 
“marks” to extract from him the 
highest possible price. But custom- 
ers talk to one another and an 
experience of this sort can make 
shoppers out of all of us. If a $500 
difference can be found in one 
afternoon, who can afford not to 
be a “shopper.” 


operated more economically by using charcoal gas instead of gaso- 


line . 
Mexico and 1,000,000 acres in Liberia and announced plans to produce 


ordered a 50 percent down payment on automobile purchases, with 








Nov. |1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. |1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 





be bought at $49.50 at Gimbels. 

A new-car buyer who trades in 
less than four years is spending 
about as much money per year on 
his car as on his home. Ask any 
real estate broker how much shop- 
ping goes into the purchase of a 
home. 

It is obvious to me that “shop- 
pers” are going to exist as long 
as there are widespread differences 
between the price Dealer A and 
Dealer B charges for the same 
deal. 

My wife’s father had bought a 
Cadillac in 1952 for full list price 
(no trade); a 1957 Cadillac in 1957, 
trading in a 1952 for average 
wholesale against full list price. 
This spring (March) he went back 


If dealers want the confidence of 
the customer, then the practice of 
fleecing the “nice guy” and giving 
all the price advantage to the 
“hard-to-sell shopper” should stop. 
—New Jersey SHOPPER. 

es * * 


Tribute to a Dealer 


I was wondering if there are 
many preachers who would write 
of an automobile dealer the way 
Wagner wrote of Kline. 

If you do not think so, print it 
and if it is of no news value, re 
turn it.—Carrm BeErryMan, secre 
tary to Irving Kline, Kline Sales 
Corp. (Chevrolet), Monticello Ave, 
Norfolk 10, Va. 

Eprror’s Note: Here’s the poem 
written by R. Rowland Wagner, 
pastor emeritus of Central Bap- 
tist Church, Norfolk, to Irving 
Kline, of Kline Sales: 

Whenever I’ve heard from 

Irving Kline, 

In the form of friendly gifts; 
All that’s best within, inclines 
Me to use responsive lips. 














1962 
Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 
Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Feb. 21-25—Nationa] Autorama, Connecti- 
cut State Armory, Hartford, 
April 22-29—éth Annual International Auto 
Show, New York. 
(See CALENDAR, Page 46, Col, 1) 


The Big Stories 


36 Years Ago—1925 


Tests in France were reported to have shown that trucks can be 
















. . Firestone Tire and Rubber Co. leased 35,000 acres of land in 






To tell of my deep-seated thanks, 
For remembrance from such 
as he: 
More valued these than loans 
from banks 
Or attendance at little pink-teas. 





its own rubber. 





20 Years Ago—1941 


The government announced January car output would be limited 
to 204,848 units, 51 percent below the previous January . . . Canada 








one year to pay the balance on amounts less than $500 and 18 months 
on balances over that amount, 





Many years have passed demanding 





tolls, 
10 Years Ago—1I 951 Many standards, like streets, 
A Chevrolet official proposed to a conference of the American Assn. changed 





But he’s kept faith with 
friendship’s goals 
While business has, up and 
down, ranged. 
(Continued on Page 46, Col. 2) 


of Motor Vehicle Administrators that auto license plates be stand- 
ardized throughout the nation. He said auto designers were getting 
tired of trying to work around plates that come in 34 different lengths 
and 15 different heights. 
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Almost two million Dauphines ago, in 1956, we 
introduced the first Dauphine. This month our 
1962 Dauphine goes on sale. And although there 
have been a few changes in the 1962 model, the 
changes are strictly European Plan: Change a 
thing to make it better; but don’t change just to 
make it look different. (So we don’t spend millions 
re-tooling but pass the saving on to you with prices 
now about $200 less than last January.) 

Take our 1962 Dauphine Deluxe. Appears to be 
practically unchanged. Yet it does have some im- 
portant improvements. For one, the Dauphine 
Deluxe has all-new, all-vinyl interiors, more 
comfortable foam-rubber seats, new dip-paint 
exteriors. Another change? Synchronized first 
gear. This lets you shift into first without stop- 


RENAULT 








ping; better in heavy traffic than former Dauphines. 

But when you stop to think about it, how are you 
going to change things like: up to 40 mpg gas 
economy, 4 doors for easy in and out, and an 
engine designed to be practically ageless? And 
looks—well, we conscientiously work at keeping 
our lilies giltless. 

Finally, because we like to give you your money’s 
worth, we warrant every 1962 Renault car (the 
Dauphine, the Dauphine Deluxe, the more power- 
ful Dauphine Gordini, and the Caravelle converti- 
ble) for 12 months or 12,000 miles. If our Gallic 
common sense is the sort that appeals to you, 
come take a look at our new-ish cars. Chances 
are that they will appeal to you, too. So will the 
suggested P.O.E. prices—starting from $1395. 








DEALERS: A few select Renault franchises are currently available. For information, write General Sales Manager, Renault, Inc., 750 Third Avenue, New York 17, N. Y. 


- Year’s most significant tire statement? 
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MAKERS OF 
U.S-ROYAL ‘TIRES 
MAKE. — 
THIS PLEDGE 
LO 
THE DRIVING 
OP IRiS 





RAS AL La TES SO IRE RES. 
The new U.S. Royal Safety-800 


is the best tire we have ever offered 
for original equipment or 
general replacement 


EEE LL EE ean 
HERE IS OUR PROMISE: 


The claim above is a bold one. It is also 
prudent. For this new tire was proved and 
proved again, thousands of times in hundreds 
of ways, before it went into production. 
The materials in it are superlative. An 
unusually large number of quality controls— 
some standard, some new and unique—guar- 
antees a uniformity never before attained. 


HERE IS OUR TIRE: 


Brand-new, better in every way, the U.S. Royal Safety-800 offers 
these exclusive features: @ 22% more mileage than competitive 
tires @ All-new “anchored tread” for extra safety @ Superior 
skid resistance (thanks to deeper grooves) @ Exclusive “Low 
Profile” construction for a cooler, quieter ride @ All-new, high- 
strength bonded cords for increased dependability. No other tire 
in its field offers this extraordinary combination of advantages 


and improvements. Only the U.S. Royal Safety-800. 


1 out of 4 new cars rides on 


And so we say: dollar for dollar, grade for 
grade, by every known standard of measure- 
ment, the new U.S. Royal Safety-800 is today 
the best tire we have ever offered for original 
equipment and general replacement. It offers 
total reliability. 

We pledge to maintain its high quality. 
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U.S.ROYAL Safety-800 


LOW PROFILE TIRES 


**Low Profile’’ is United States Rubber Company’s trademark for its lower, wider shape tire. 


United States Rubber 


enter, New York 20, N.Y. 
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rrespondent George L. Glaser Writes .. . 





Auto Letter from Europe 


the use of integral cylinder bores 
have increased life over wet cylin- 
der liners. The engine’s rear oil 
seal has been improved, and the 
cooling system also has been 
brought up te the increased re- 


quirements of this engine. 
* * i 


Fiat Has New Entry 


| pres’ of Turin, Italy, is enjoying 
splendid acceptance of the new 
four-door sedan which can be had 
with either the 1,300 or the 1,500 cc. 
engine. Another car for the fash- 
ionable set has come to the market 
in two engine versions, the new 
sports coupe 2300 and 2300 S. 
* * * 


By George L. Glaser 
European Correspondent 
ree Germany. — Rover 
has announced a new diesel en- 
gine for the Land-Rover, a Jeep- 
like four-wheel-drive vehicle. 
Rover’s former diesel found ac- 
ceptance, but Rover felt an in- 
crease in power would be desir- 
able and stepped up the engine’s 
displacement from two liter to 
2% liter, from about 122 cubic 
inches to about 129.62, Horsepow- 
er rating was boosted by 21 per- 
cent to 62 horsepower. 

The vehicle also has a new stiffer 
crankshaft, new camshaft and a 
new combustion chamber along the 
design of the Ricardo Comet V. 


Rover reportedly has found that Ferguson Plans New Car 
* * * 


ROF. NALLINGER, Daimler- 

Benz design chief, and Director 
W. Boensch, BMW, have been 
joined by Harry Ferguson jr. of 
England, boss of Ferguson Re- 
search Co., in the field of constant 
wheel adhesion for safety. 

Ferguson has concentrated his 
efforts on a four-wheel-drive car. 

Two bad features are said to 

have been eliminated in this com- 

ing car: Wheel spin by using a 

center differential which hag new 

features, and wheel lock by using 

Dunlop’s “maxaret” unit which 
prevents overbraking any given 
wheel. 

The engine will be a four-cylin- 
der watercooled boxer located in 
front of the front axle. A Ferguson 
“Termala” torque converter is said 
to eliminate the need for any gear- 
ing. All four wheels are independ- 
ently suspended, front and rear 
disk brakes are inboard and all 
four wheels are driven. 

While there are many further 
details making this car unusual, 
the body styling has been done in 
Italy with a four-door station 
wagon being the first type to be 
built, when production gets under- 
way. 





Skoda Leaf Spring— 


The leaf spring in the rear of the 
Czechoslovakian Skoda runs across the 
car. Up front Skoda no longer uses a leaf 
spring, but regular upper and lower sus- 
pension arms. 


* * * 


New from Austin 


- eTIN shows a 1962 crop of 
new or improved models. The 
A-40, the one-liter-engine car with 
the Farina designed body, comes 
now as the Mark II version. 

More power, now 37 horsepower, 
has been achieved by using a new 
single SU carburetor and a newly 
designed intake manifold. The air 
cleaner is a Cooper paper-element 
type. Fuel is moved to the carbure-. 
tor by a new electric SU fuel pump 
and the gas tank was enlarged. 

The suspension has also been 
improved by adding a sway bar 
to the front and, in the rear, the 

* * * 





Up Front— 


This is the engine and right-side sus- 
pension with wheel drive line used on the 
new car developed by Harry Ferguson jr., 
Ferguson Research Co., England. The car 
has four-wheel-drive. | 





Fiat's New Sports Car— 


Fiat's new sports coupe 2300 and 2300-S is available with two engine versions. The 
company said the car was designed primarily for the ‘fashionable set." 
* * . * 





Ferguson Four-Wheel Drive Car— 


Harry Ferguson jr., Ferguson Research Co., England, has developed this four-wheel- 
drive car. A center differential with new features is said to eliminate wheel spin. 
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New Models at Paris Auto Show 






















lever-type shocks have been re- 
placed by telescopic ones. The 
wheelbase was extended by 43/16 
inches in order to get more leg- 
room for the rear seat passen- 
gers. 5 

The Austin A-60 has more power 
from an engine of 1.6 liters and 61 
horsepower. This power increase 
also will be beneficial when the car 
is optional equipped with Borg- 
Warner’s new automatic transmis- 
sion, This three-speed unit offers 
all the advantages of American au- 
tomatics plus being in small pack- 
ages. 













































* * 


A-99 Is Replaced 


os Austin A-99 has been replac- 
ed by the A-110 Westminster. 
While the car looks basically as be- 
fore except for the grille, headlamp 
and sidelamp mountings, the me- 
chanical and interior body changes 
are quite numerous. 

The BMC engine Type C of 
three-liter, six-cylinder size now 
offers 120 horsepower at 4,850.00 
revolutions per minute. There are 
two exhaust systems, each cou- 
pled with three cylinders and 
each having its own muffler. 

The wheelbase was increased by 
two inches and new rear springs 
with softer rate are used. The 
three-speed Borg-Warner transmis- 
sion with BW overdrive or the BW 
automatic transmission are avail- 
able. 


* 









Citroen Instrument Panel— 
One of the new features on the Citroen for '62 is the instrument panel. The DS-19 
also has a new ventilator which pumps air into the passenger compartment even whe 


the car is standing still. ’ 
a TE... : 

















* * 


New Floor Stick 


A™ that has been stated of the 
Austin Westminster sedan can 
also be said of the new Princess 
Mark II. For the hand-shifted 
transmission which comes with 
BW overdrive and has thus five 
forward speeds, a new floor stick 
has been provided. 

The steering effort has been re- 
duced. From the outside, the 
British do not easily change very 
much, The two inches added to 
wheelbase, nobody will immedi- 
ately recognize. ; 

However, inside space has been 
increased, genuine hide, polished 
woodwork and carpeting give this 


car the flair of luxury. 
* * * 






Rolling Off the Line— 

Simca 1000s arrive at the end of the assembly line in the French maker's ploni 
at Poissy. The rear-engine vehicle is designed to compete with the Renault Dauphine 
and Volkswagen. 










Compacts Blamed . . . 


Why the U. C. Shortage 






that this trend is gaining momen- 
tum and intensifying the scarcity 
of clean ’60 and ’59 standard-size 
cars available for sale, O’Donnel] 
says. 

“What we find here is a develop- |) 
ing trend that may hold far-reach- | 
ing implications for the automobile / 
industry,” he observes, “It certain- 
ly substantiates what industry lead- 
ers have said in the past about the 
untapped potential of the two-car- 
family market. 

“Many of today’s ‘compact 
buyers who have just achieved 
two-car status would never have 
thought of owning two cars if 
they had clung to their old habit 
of buying a new standard-siz 
car every two years or so.” 
There is strong justification for |) 

the belief that sales to the two-car | 
family market may increase sub- | 
stantially this year,” O’Donnell 
says. 

“Despite pockets of unemploy- 
ment, personal income of the aver- 
age American family is rising,” he 
points out. “Consumer confidence is © 
starting to pick up. There are many [ 
one-car -families that could easily 
afford a second car and would 
readily buy if the advantages of 
two-car ownership were explained 
to them.” 


Calif. Sales Tax Lien 


Names Korich Buick Deal 

ROSEVILLE, Calif, — The state 
board of equalization has filed 4 
lien against P. J. Korich and C 
Roseville Buick dealer, accusing the 
firm of owing the state back sales 
taxes amounting to $12,373. When 
the deputy sheriff arrived to post 
the lien, he found the company 
office at 623 Vernon St. already 
closed, 

Equalization board members in- 
dicated the firm had been forced to 
close by the General Motors Ac 
ceptance Corp., which handles f- 
nancing of cars for the company. 


Kilburn-Rambler Opens 


SYRACUSE.—A three-day “Sell- 
A-Bration” marked the grand open 
ing of Bob Kilburn Rambler, 266 
James St. Irv Perl is sales managel. | 










NEW YORK.—The current short- 
age of late-model used cars on deal- 
ers’ lots “is due in no small part 
to the large number of families 
moving into the ‘two-car’ class via 
the purchase of a compact,” a fi- 
nance executive says. 

“The compact car appears to 
have revolutionized the tradition- 
al buying habits of many Ameri- 
can motorists,” says Charles R. 
O’Donnell, sales vice-president of 
Universal CIT Credit Corp. 

“There are thousands of people 
owning good, clean standard-size 
cars of recent vintage who would 
normally trade in their present cars 
around this time for brand new 
standard-size models,” he com- 
ments. “Instead, they are hanging 
on to their present cars and buying 
‘compacts’ as second cars. They are 
joining the ranks of the nation’s 
two-car families — an eventuality 
many of them would not even have 
considered a year or two ago.” 

Universal CIT field men report 





















Hardy-Spicer Orders Up 


ARDY-SPICER, of Britain, has 

received more orders for the 
constant velocity universal joints 
called Birfield joints. Lancia dou- 
bled the order for the new Flavia 
ear. Plant capacity of Hardy-Spicer 
will be doubled, too. 

- * * 


And from Italy... 


eas is getting ready to add a 
larger six-cylinder model—the 
2300—to its program. 

It will have disc brakes all 
around and four headlamps. 

A revised 1800—the 1800-B—is 
also said to be in the works. It, too, 
will have disc brakes on all four 
wheels. 

Alfa-Romeo may again enter 
grand prix auto racing with a new, 
rear-engined car. 


535 Exhibitors Assigned 


Space for 43rd Turin Show 


TURIN, Italy.—A total of 535 ex- 
hibitors from 12 nations will dis- 
play their products at the 43rd 
International Motor Show here Oct. 
28-Nov. 8. 

Motor vehicles from the follow- 
ing nations will be exhibited: i 
Czechoslovakia—Skoda; France— 
Citroen, Facel, Panhard, Peugeot, |; 
Renault, Simca; Germany — Auto|> 
Union-DKW, BMW, Daimler-Benz, |@ 
Ford, Isar, NSU, Opel, Porsche, 
Volkswagen; Holland—DAF. : 
Italy—Alfa Romeo, Autobianchi, 
Fiat, Innocenti, Lancia, Maserati, 
Moretti, Osca, Ferrari; England— 
Aston Martin, Austin, Austin- 
Healey, Bentley, Daimler, Fair- 
thorpe, Ford, Hillman, Humber, 
Jaguar, Lagonda, MG, Morris, 
Riley, Rolls-Royce, Rover, Singer, 
Standard, Sunbeam, Triumph, 
Vauxhall, Warwick and Wolseley. 
United States— Buick, Cadillac, 
Chevrolet, Chrysler, Comet, Dodge, 
Falcon, Ford, Imperial, Lancer, 
Lincoln, Mercury, Oldsmobile, 
Plymouth, Pontiac, Studebaker 

and Valiant. 

































Simea 1000 Bows— 


One of the stars at the annual Paris 
Auto Show was the Simca 1000, designed 
to compete with the Renault Dauphine 
and the regular Volkswagen. It has a 
liquid-cooled rear engine, and wide doors 
which lead to a passenger compartment 
that is larger than those in most compact 
cars. 























TOUGH STEEL WHEELS 
SOAK UP THE ROUGHEST ROAD SHOCKS 


STRONG STEEL BODIES SURROUND YOU WwW 
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RUGGED STEEL BUMPERS PROTECT 
YOUR CAR FRONT AND BACK 
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only one 
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than steel 
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INTRODUCING ALL THE NEW MODELS TO READERS 
IN MILLIONS OF CAR-OWNING HOUSEHOLDS 

















...and that’s you! 


: This mark tells you a product is made of modern, dependable Steel. 





There are over 160 different steels in today’s fine ca 
of these steels makes possible the values you have to | 
and style. It will pay you to point out the many advar 


Plymouth Studebaker Rambler 
Valiant Hawk Classic 
ae Buick ted States Steel 
American 
Dodge Lancer 
Rambler Oldsmobile 
Ambassador F-85 
Lincoln Dodge Dart 
Continental Thunderbird 


rs. Each is selected to do a particular job best. The use 
sel/— performance, reliability, economy, safety, comfort, 
tages which modern steels provide in the cars you sell. 
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STRONG ON STEEL 
ALL} THE "62 CARS 


SEE YOUR LOCAL DEALER NOW 











BOLD IN THE TOP 25 AUTOMOBILE MARKETS... 


: L [ a 0 A R D a DIRECTING PROSPECTS TO YOUR SHOWROOM. 
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ON Uj ? S. 22 MILLION VIEWERS PER SHOW 


STEEL HOUR 
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ALL THIS TODAY’S CARS ARE BETTER BUYS THAN EVER BECAUSE OF MODERN STEEL. 


This campaign is timed to break with the introduction of the 1962 models for maximum impact, and 
is intended to get new car buyers—your customers—into your showroom and behind the wheel of a 
new car. It is part of U.S. Steel’s continuing automotive program — showing millions of potential 
car buyers how and why steel makes new cars better—to help make your selling job easier. 


United States Steel 


98425 


TRADEMARK 
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TURNINGS .. . 


Chesebrough Challenge: 
Quality Control 


By Joseph M. Callahan 
Engineering Editor 
ARRY E. CHESEBROUGH, former general manager of 
H lymouth-Valiant Division, appreciates a challenge 
that reason he asked for the job of vice-president 
Oo 7OOO OO 


the 


and 
of quality control for Chrys- 
jer Corp. when the Plymouth- 
Valiant and Chrysler-Imperial di- 
visions were merged. 
This can be a 
challenging, vital 
and _ rewarding 
field as was prov- 
en by John Dyk- 
stra who rose to 
become president 
of Ford Motor Co. 
largely on his 
reputation 
for quality manu- 
facturing and low 
é warranty costs. 
J. M. Callahan To learn how 
he is meeting this challenge, a 
visit was made to the office of 
Chesebrough, now the industry’s 
highest ranking official concerned 
exclusively with quality control. 
Although he has been on his 
new job only a couple of months 
and while admitting that he 
doesn’t have all the answers, 
Chesebrough was willing to talk. 


“T asked for this job,” he said, 
“because I feel it’s extremely im- 
portant. We’re in a climate now 
in which things that are important 
to the customer are becoming more 
numerous. Also, the pace is quick- 
ening competition-wise and quality 
is getting more consideration in all 
products. 

“My background (which includes 
29 years at Chrysler Corp.) in en- 








Overseas Cars 
Losing I mpact on 


Canadian Sales 


TORONTO.—Compact cars have 
enabled Canadian makers to main- 
tain their share of domestic sales 
this year, Financial Counsel re- 
ports. 

Cars of Canadian make, together 
with imports from the United 
States, had been taking a progres- 
sively smaller share of the market. 
They declined from 94.4 percent in 
1955 to 72.6 percent in 1960. 

In the first seven months of this 
year, however, their share was 77.2 
percent. 

Sales of all cars in Canada to the 
end of July this year totalled 275,- 
874 units, a drop of 5 percent from 
the alltime peak for seven months 
of 290,465 units in 1960. However, 
the decrease was the result of drop 
of 21.2 percent in sales of overseas 
cars in the first seven months this 
year, to 62,766 units from 78,656 
units. 

Sales of Canadian-made units, in- 
cluding U. S. imports, made a gain 
of 1.1 percent to 213,108 units from 
210,809. 


Big Rise Noted 


In Snow-Tire Use 


AKRON.—More than 18 million 
motorists—a three-fold increase in 
the past eight years—will use win- 
ter tires this season, according to 
O. E. Miles, vice-president, Good- 
year Tire & Rubber Co. 

The rapid trend to the use of 
winter tires can be traced to rea- 
sonable prices, increasing effective- 
ness On snow and ice and the dis- 
ake of many persons for chains, he 
said. 

He emphasized that motorists 
this winter have the advantage of 
a new synthetic rubber in Subur- 
banite tires which provides up to 
16 percent improved traction on ice 
and 7 percent on snow. 








England-Cook Milestone 
LANSING, — England-Cook has 
observed its 40th anniversary as a 
Chevrolet dealership. The firm is 
headed by Fred England jr. and 
Howard J. Cook. 





























































gineering, research and manufac- 
turing and my recent exposure on 
the sales side has given me an in- 
sight into the relative importance 
of things.” 

He said his basic approach will 
be to let the workers know what 
is important to the customers. 

* * OK 

| igre geet en explained, “The 

biggest problem in quality con- 
trol is communications, in the broad 
sense. This includes getting across 
the importance of his job to the 
worker, training the worker and 
giving him an awareness of the 
performance required of him. 

“Communication is also needed 
between the engineer and the 
manufacturing guy so that the 
quality level will be better initi- 
ally. The public may put more 
emphasis on one aspect of your 
product and communications are 
needed to get this information 
back to the designer if you are 
to avoid a continuation of the 
dissatisfaction.” 

Asserting that communications 
goes beyond the sheer mechanics of 
quality control, he said that varia- 
tions have to be expected and that 
it’s the job of quality control to 
keep abreast of these variations 
through inspection, gauging and 
other methods. 

“There was a lot of talk after 
the war that the American worker 
doesn’t care about his work,” Chese- 
brough continued. “I believe that 
fundamentally they do care, es- 
pecially if they’re made to under- 
stand, It’s important to show people 
the importance of what they’re 
doing. 

“Human nature is such that if 
you’re assigned to do the same task 
all the time and you have no need 
to exercise your judgment, you be- 
gin to feel your job isn’t important. 
So, the workers become unconscious 
in their looking. It’s just like driv- 
ing a car. 

“So, we have to keep changing 
our approach. We must keep 
searching for new ways to empha- 
size the importance of the workers’ 
jobs. You have to keep in mind 
you’re dealing with peop1e—not 
machines, Fundamentally, I believe 
that people have integrity and want 
to do the right thing.” 


* * * 


Chesebrough’s Job 


EN asked how he has been 

operating, Chesebrough ex- 
plained that it’s not his job to 
run the daily quality control pro- 
grams. This is done by the various 
plant managements. 


Broadly speaking, he said that 
his corporate position is to direct 
a corporation staff of about 80 
people whose function is to deter- 
mine how well the quality control 
programs at various plants are 
working. 

Established in 1955, the corpora- 
tion quality control department 
consists of four groups which (1) 
develop plant training programs, 


(2) assist the manufacturing people |} 


in solving specific problems, (3) 
audit a small sampling of each 
plant’s output and (4) compile in- 
formation that determines the nu- 
merical level of the quality at each 
plant. 

This information is largely glean- 
ed from warranty costs. He said 
the warranty claims are the best 
possible indication of the quality 
level being achieved, beginning 
about two months after the cars 
are introduced. This has become 
increasingly important since the 
12-month warranty was instituted. 

Oo” cK * 


HESEBROUGH’S auditors make 
two kinds of checks. One is a 
“customer acceptance check” which 
is concerned with things the cus- 
tomer can see and experience initi- 
ally. The other is a “specification 


check” which is aimed at detecting 
things that a good, thorough me- 
chanic would observe or experience, 
such as the tightness of bolts and 
installation details. 

Chesebrough also maintains a 
close liaison between the engi- 
neering and manufacturing peo- 
ple to eliminate such things as 
designs that are sensitive. Often, 
his group finds things that have 
to be explained to the field serv- 
ice and sales people about cer- 
tain components, 

Discussing the quality contro] at 
the plant level, he said the plants 
are now sending people right into 
vendors’ factories to clear up quali- 
ty problems at their source. 

Asked about the difference be- 
tween quality control and reliabil- 
ity, he said it was largely a matter 
of semantics because a good engi- 
neer pays as much attention to 
reliability as to anything else. 

“The techniques of quality con- 
trol are reasonably well developed,” 
he asserted. “Our problem is to 


Chrysler Leakage Test-—— 

Harry Chesebrough, center, Chrysler Corp.'s quality control vice-president, looks on 
adapt these techniques to the as a technician operates a vacuum check machine which determines how tight a body 
changing cars, markets and other is by measuring the air leakage from a car whose doors are taped shut. Left: Murray 


conditions.” Middleditch of customer acceptance control. 








Is It Incidental? ... 





Finance Income Is Hot Subject 


Senate was considering the Truth- 
in-Lending bill last summer. 
oa * ok 
UESTIONS about the role of 
finance and insurance income 
go back to a fairly standard pro- 
cedure in accounting. 

It is traditional to deduct the cost 
of goods sold plus expenses from 
total sales. The remainder is the 
profit of the business. 

Incidental income is then added 
to this profit and unusual expenses 
are deducted to compute the final 
profit figure. However, no expenses 
are charged directly against inci- 
dental income. 

Many in the auto industry have 
considered finance and insurance 
income ag incidental income for 
the dealer. Since this income ap- 
pears at the bottom of the profit 
and loss statement, there have 
been those who chose to make 
observations about finance and 
insurance income compared to 
the profit figure. 

There are those who feel that 
anything connected with credit is 
slightly immoral. Therefore, it is 
not surprising that some of the 
remarks about finance income have 
been digs at auto dealers. 

* * oe 

HE financial statement forms 

used by General Motors and 
American Motors dealers follow the 
traditional procedure by stating 
finance income as a miscellaneous 
addition to the operating profit. 

The forms used by Chrysler Corp. 
and Ford Motor Co. dealers have 
one section where finance income 
is treated more or less as an addi- 
tion to the sales total. The cost of 
goods sold and expenses are de- 
ducted from total sales and finance 


By Kenneth C. Kelley Jr. 
Staff Writer 


“ A auto dealers would be oper- 
ating in the red if it weren't 
for finance income.” 

That statement, or something 
like it, is often 
thrown at auto 
dealers. It is true 
and half true. It 
can be a mean- 
ingful statement 
and it can be 
nonsense. There 
are those who feel the statement 
reflects the facts and there are 
those who are strongly opposed to 
such observations. 

It is true that there are times 
when finance and insurance income 
spells the difference between red 
ink and black for the average 
dealer. However, it is questionable 
thinking when any one part of a 
dealer’s operation is considered to 
be the sole source of profit. Actu- 
ally, the profit or loss is made by 
the entire operation. 

Observations about finance and 
insurance income can be mean- 
ingful when they are used to 
point out the importance of that 
income to the success of the deal- 
ership. However, these observa- 
tions sometimes give the impres- 
sion that the dealer is getting a 
“kickback” or something slightly 
illegal when he gets a payment 
from his finance reserve account 
at the finance company. 

Disputes about the role of finance 
and insurance income often flare up 
in consumer publications and at 
governmental hearings. There was 
a wrangle of this nature when the 


Managing 
the 


Business 





At Mercedes-Benz Sales Meeting— 


Members of Mercedes-Benz Sales, Inc., sales management met in South Bend to 
discuss plans for the coming year. High on the agenda were marketing plans for 
the new Mercedes-Benz models as well as introduction of newly developed Daimler- 
Benz features such as automatic transmission and air suspension. Seated around con- 
ference table, from left, are Walter Swarm, coach and bus sales manager; Donald K. 
Mann, Washington zone manager; J. Gordon Miller, South Bend zone manager; F. L. 
Armstrong, administrative vice-president; J. Bruce McWilliams, sales vice-president; 
L. A. Fleener, president, Mercedes-Benz Sales; L. W. Wheeler, Jacksonville zone man- 
ager; Frank J. Urquart, Kansas City zone manager; Hans Von Wasmer, Los Angeles 
zone manager; Blaine Dorsett, San Francisco zone manager; Hans Von Brockhusen, 
Western regional representative for Daimer-Benz of North America, and Jack L. Reese, 
New York zone manager. Seated at extreme left are B. D. Wood, field parts and 
service manager; Ben L. Williams, quality dealer program manager; Don Turgeon, 
business manager, and R. L. Towner, assistant to sales vice-president. 


income and the result is the oper- 
ating profit. 

Under this system, finance in- 
come is stated in such a way 
that it draws little attention. 
However, both the Ford and 
Chrysler forms have a section 
where finance income is consid- 
ered as a separate factor. 

The Studebaker-Packard form 
considers finance income only as 
an addition to sales, When the Na- 
tional Automobile Dealers Assn. re- 
ports on dealer profit, it supplies 
one figure on the profit per new 
unit sold and has another figure 
on finance income per new unit 
sold. These are the figures which 
normally draw the most comment. 

* 3K co 
1 who go along with stat- 
ing finance income as an inci- 
dental addition to profit are not 
very vocal. They are following tra- 
ditional accounting procedure and 
feel they have a sound position. 

They can point out that the 
dealer is not primarily in busi- 
ness to sell financing and insur- 
ance. Therefore, anything the 
dealer can make in these fields 
should be his as incidental in- 
come. 

Those who are opposed to con- 
sidering finance income as _ inci- 
dental point out that without ve- 
hicle sales there would be no 
finance income. 

They feel that the dealer gets so 
much for the car, so much for op- 
tional equipment and so much in 
finance and insurance income. The 
expenses of paying for the car and 
running the dealership should be 
deducted from this total income 
and not part of it. 

eS * * 
UMPING all income and deduct- 
ing all expenses from this total 
would not allow any one part of 
the income to get the credit for 
supplying all the profit. 

As long as finance income is 
considered incidental income, no 
expenses are charged against it. 
There are those who would 
charge some of the expenses re- 
lated to financing to the finance 
income and then report the re- 
duced total as incidental income. 


It is true that an accounting sys- 
tem could be set up which listed 
income from sales of optional 
equipment as an incidental addi- 
tion to profit. If none of the dealer- 
ship’s operating expenses or over- 
head were charged against this in- 
come, it would look as though sales 
of options produced more profit 
than sales of cars and trucks. 


Used-Car Incentive Plan 


Announced by Hertz 


NEW YORK.—Hertz Corp. is of- 
fering a gift with the purchase of 
used cars from Hertz Car Lease 
Division. 

Typical gifts are a setting of sil- 
ver flatware or golfer jacket with 
one car, transistor radio or keg 
bar with three cars, portable type- 
writer or wristwatch with six cars, 
and movie camera or stereo record 
player with 12 cars. 





American Motors abandon: 









antifreeze in favor of 
DOWGARD FULL-FILL Coolant 


in its 1962 models! 


DETROIT--Rambler has adopted a new principle in factory-installed engine 
protection with the use of DOWGARD* FULL-FILL* Coolant in its 62 line instead 


of regular antifreeze. 


DOWGARD Engine Coolant is a totally new concept. It stops the formation 
of rust and corrosion in the cooling system. Nothing’s added to DowGaRD, 
no water, no worries. Two full years of carefree driving with better per- 


formance, longer engine life and less gasoline expense. 


Only DOWGARD does so much! 


DOWGARD ete Dow cnemicat comPANY <> 





YEAR ‘ROUND 
COOLING SYSTEM 
FLUID 





PROFIT BY SELLING DOWGARD NOW! SEE YOUR JOBBER SALESMAN! 
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NEW YORK’S 


BEST! 


The steady, healthy climb of World-Telegram circula- 
tion continues. Our average Monday-through-Friday 
sale totaled 463,241 for the six months’ period ended 
September 30, 1961—a gain of 14,413 copies compared 
with the same period in 1960. It is a select and growing 
audience—successful New York families attracted by a 
dynamic product. And it is this team-up of a quality 
newspaper and an audience of responsive men and 
women that keeps producing greater profits for adver- 
tisers. It is the big reason why the World-Telegram is 
singled out year after year for advertising leadership 
among New York evening newspapers! 


New YorkWorld-Ielegram 


The Sun 


New York’s QUALITY Evening Newspaper 
Scripps-Howard General Advertising Offices: 230 Park Avenue, New York City 
Chicago* San Francisco+ Detroit» Cincinnati + Philadelphiae Dallas* Los Angeles 





BEARFOOT AUTOMOTIVE NEWS 


SAVE UP TO $30 LIST PER 
CAR WITH PORT-A-WALL* 


Convert Blackwall Tires 
To The New O.E.M. Narrow Look 


then adding the new Port- 
up to $30 list per car. 


The stylish TOPPER is only one-fourth the ¢ost 
of factory delivered whitewalls and guaranteed 
to stay white for the life of the tire. 


P.S. Reduceg inventory problems too! 


BEARFOOT AIRWAY 
CORPORATION 
fraoswor Division 


ADSWORTH, QHIO 
| 












Import Notes... 
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Overseas Deliveries 
Seen Rising Sharply 


1B gpmemncoed sales of imported cars 
through overseas delivery plans 
are due for a substantial rise, Sid- 
ney Friedman, Rootes Motors over- 
seas sales manager, said after in- 
terviews with travel industry lead- 
ers attending the convention of the 
American Society of Travel Agents 
in Cannes, France. 
“Agents feel that the expected 
upturn in travel to Europe will 
result in a marked rise in over- 
seas delivery sales, with the total 
rising to 25,000 units a year be- 
fore long,’ Friedman reported. 
Friedman said some agents be- 
lieve the rise will be very sharp at 


Wiper-Blade Suit 
Examines How 
Slits Were Cut 


BUFFALO. — Anderson Co, con- 
tinued its attack in Federal Court 
on an engineer’s description of how 
he made a flexible windshield wiper 
blade 20 years ago. 

It did so with the aid of magnify- 
ing glasses, special lighting and a 
projector and screen, 

End cuts, notches, burns and 
scratches on the controversial Zai- 
ger blade were the principal sub- 
jects of examination. 

On trial before Federal Judge 
John O. Henderson, is Anderson’s 
patent infringement suit against 
Trico Products Corp. 

Among its defenses, Trico has 
contended the Anderson patent is 
invalid since Zaiger preceded it 
with a blade for curved windshields. 

Special interest was paid to the 
description by Israel Nesson, the 
design engineer, of how he cut 
notches in the blade channel that 
holds the wiper—notches to make it 
more flexible to bend along the 
curve of the windshield. 

Nesson said he made the blade, 
along with about three dozen oth- 
ers, by cutting the notches in a flat 
strip of metal before it was folded 
lengthwise to form the channel for 
one wiper. 

Anderson attorneys, by their de- 
tailed line of questioning indicate 
they will contend that the notches 
match so perfectly that they could 
have been cut only after the strip 
was folded. 


U.S. to Auction 
Surplus Vehicles 


NORFOLK, Va.—Surplus military 
equipment and supplies worth more 
than $4 million, including trucks, 
truck tractors, trailers, buses and 
engines, will be sold at public auc- 
tion here Nov, 16. 

The auction sale will be held in 
the ballroom of a new downtown 
hotel. Projected color slides will 
help the buyer make his choice. All 
items will be available for inspec- 
tion 21 days in advance of the sale 
date at various military installa- 
tions in Southern Virginia, North 
Carolina and West Virginia. 

Free catalogs detailing every ar- 
ticle to be sold are available upon 
request from Officer in Charge, 
United States Navy Consolidated 
Surplus Sales Office, Department 
T-2, Building 224, Naval Supply 
Center, Norfolk, Va. 





One in Five Vehicles 


Fails Minnesota Check 


ST. PAUL.—The Minnesota 
Highway Department reported 
that one in five Minnesota ve- 
hicles submitted for voluntary 
checks in recent months was 
found to be in unsafe condition. 

During the 1961 safety check 
program, a total of 32,493 ve- 
hicles received a 10-point check 
and 5,921 were found to be me- 
chanically deficient. For the 
seventh straight year, rear lights 
headed the list of items needing 
attention. Next in order were 
front lights, brakes, exhaust sys- 
tems and tires. 





the onset because of the backlog of 
tourists who called off travel plans 
because of the recent recession, the 
antitravel sympathy that grew out 
of the gold-flow situation and the 
unsettled world conditions. 

He continued: 

“Jerome J. Pastene, Travel Trust 
Tours, Natick, Mass., author of the 
book, European Touring by Car, 
and one of the most active car sales 
travel agents, stated that in spite 
of American compact cars, the 
average American travelling by car 
in Europe still wants a small Eu- 
ropean car for European travel, 

“He further stated that the travel 
industry is the last to recover from 
a recession and that the present 
recovery will reach the travel in- 
dustry early next year, and looks 
forward to a record travel season 
in 1962.” 

* * * 
— reason agents think 
more cars will be sold is that 
they themselves are becoming more 
interested in the commission possi- 
bilities this business opens up, 
Friedman related. 

“Harry Barclay, Exportair, New 
York, said that a year or two ago 
his counter personnel were hard- 
ly even aware of the car market. 
Now, because of increased efforts 
of a number of manufacturers 
plus ASTA itself, his people are 
now pushing car sales along with 
tour plans and tickets, and is 
looking forward to a greatly in- 
creased volume of car sales next 
year.” 

A number of agents said they 
would rather work through car 
dealers than on a direct basis, 
Friedman said, and most agents 
interviewed claimed that the ad- 
vantages of working through deal- 
ers is that such sales are covered 
by warranty plans and this keeps 
the agent free of tourist complaints. 

There was general] agreement 
among most agents that should 
there be a decrease in the air fare 
to Europe, overseas sales of auto- 
mobiles could go as high as 25,000 


a year, Friedman said. 
es ee 


Toyopet 
OYOTA MOTOR SALES, U.S.A., 
Inc., and Toyota Motor Distrib- 
utors, Inc., have moved to new of- 
fices at 6032 Hollywood Blvd., Los 
Angeles 28, Calif. 
oo tee ae 


Mercedes-Benz 


ERCEDES-BENZ SALES, INC., 
announced the opening of a re- 
tail branch in Jacksonville, Fla., 
which will be exclusive headquar- 
ters for retail sales and service for 
Mercedes-Benz and Auto Union- 
DKW automobiles. 
This is the first such exclusive 
outlet opened by the company, 

The branch will be managed by 
Walter T. Swink, most recently 
Jacksonville zone manager for 
the company. Assistant manager 
will be Frank Gossett. 

Mercedes-Benz Sales last year se- 








— 


lected Jacksonville as headquarters 

for its Southeastern marketing zone 

which includes Florida, Georgia, 

Alabama, Louisiana, Mississippi, 

Arkansas, Tennessee, South Caro. 

lina and parts of North Carolina, 
* * * 


Volvo 


A VOLVO sedan, operating with 
a broken clutch for the fina] 
five hours, took first place in the 
fifth annual eight-hour “Little Le 
Mans” endurance race at Lime 
Rock, Conn. 

It was the third time a Volvo 
won the annual test for compact 
domestic and imported cars priced 
below $3,000, Volvos placed first, 
second and third in 1957 and swept 
the first five places in 1958, 

Of the 19 starters this year, only 
10 cars finished, two of them 
Volvos. Entrants included Volvo, 
Saab, BMW, Volkswagen, Re- 
nault, Fiat and Chevrolet Corvair, 
First five places went to Volvo, 
Saab, BMW, Volvo and Saab, in 
that order. 

Winning Volvo team was Art 
Riley and Bill Rutan, who also 
chalked up the previous two Volvo 
victories. 

* * ok 
OLVO WESTERN DISTRIB- 
UTING, INC., has promoted 
Stellan Linton to sales adminis- 
tration manager and appointed 
T. W. Atwood as sales promotion 
manager. 
i ae 
Jaguar 

AGUAR CARS, LTD., has com- 

pleted work on its new engineer- 
ing building in Coventry, England. 

Engineering now is a self-con- 
tained division, providing for all 
engineering administration, design, 
research, test and development, 

* * ES 


Saab 


AAB MOTORS, INC., importer 

of the Swedish-built car, has 
signed a 10-year lease on the New 
Haven (Conn.) Terminal Building 
and will consolidate their operations 
now being carried on in Hingham, 
Mass., and Carteret, N. J. 

Under present plans, a Saab Mo- 
tors spokesman said, about 5,000 
cars will be shipped annually into 
the Port of New Haven in lots of 
approximately 450 a month. 

* * * 
Renault 


es ultimate sales goal 
in the import market in the 
United States is 20 percent, Vincent 
Grob, executive vice-president, Re- 
nault, Inc., said recently at a press 
conference in Monroe, Mich. 
Renault now has 12 percent of 
the import market, and the next 
goal is 15 percent, he added. 
“About 10,000 cars will be shipped 
into Monroe and processed here 
during 1962,” Grob said. “Roughly 
two-thirds of these cars will arrive 
via the St. Lawrence Seaway. 
“The remainder will be trans- 
shipped by rail from Baltimore or 
some other Atlantic port to Monroe 
for processing prior to delivery to 
dealers in the nine-state Renault 
Great Lakes territory,” he said. 
Grob said he thought that the 
U. S. import would hold steady at 
400,000 units for the next few years. 
The new R4 and other new mod- 
els will be introduced in the Amer- 
ican market some time next year, 
he added. 
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Renault Signs New Orleans Outlet— 


New Renault tool chart is featured at O. E. Haring, Inc., New Orleans. On hand 
to announce Renault's affiliation with the dealership are, from left, Gordon 8. 
mings, general manager, Renault Southwest, Inc., Dallas; Vincent Grob, generac! man- 
ager, Renault, Inc., New York; Hubert Bechet de Balan, general sales 
Renault, Inc., New York; O. E. Haring, dealership president, and J. A. Pierson 
parts and service manager, Renault Southwest, Inc. Haring has spent his entire 


business career in the automotive industry. 
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| How They're Pushing Sales... 


Dealer Ad Ideas 


Free Car to First Buyer 
= PULL Saturday traffic, Mid- 
west Auto Sales, 812 W. Weath- 
erford, Fort Worth used-car dealer- 
ship, gave a 1950 Dodge sedan to 
the first person who bought a car 
from the firm that day. There were 
no other conditions. 

An ad in the Saturday morning 
newspaper announced the offer and 
listed numerous vehicles the firm 
had for sale. ee 


Cracker Barrel Auction 


A “CRACKER barrel silent auc- 
tion” was held by Leo A, Cava- 
naugh, Inc. (Chrysler-Plymouth- 
Imperial), which has been at the 
same location in Manchester, N. H., 
for more than 31 years. 

Featuring a selection of more 
than 50 used cars, the establish- 
ment gave prospective customers 
an opportunity to fill in a blank on 
any numbered car which appealed 
to them, with the amount they were 
willing to pay for that particular 
vehicle. 

“If we feel the price is within 
reason and the highest offer,” Cav- 
anaugh promised, “we will call you 
and the car is yours at the silent 
price auction.” 

eo +7 aa 


Bring ’Em In Alive 


A RECORD crowd was drawn by 
Ballentine Motors, Inc., Augus- 
ta, Ga., when the dealership pre- 

sented “Miller Bros. Circurama.” 
Newspaper ads mentioned “20 
cages of wild animals—live, per- 
forming elephants — clowns and 
other acts—pony rides—monkeys— 
diving dogs.” 
ck 


* * 


It Rains Dollar Bills 


USS BRAMBLET FORD, Atlan- 

ta, had a showroom full of peo- 
ple on its two opening days, keep- 
ing the salesroom open until mid- 
night. 

A novel promotion on the second 
morning was the release of 100 bal- 
loons with a dollar bill attached to 
each. This giveaway had been ad- 
vertised on several radio stations. 
The large crowd gathered early, 
then took off in the many direc- 


tions for the balloons. 
* * * 


Big Names Sign to Sing 


WO of America’s better known 

female singers, Margaret Whit- 
ing and Connee Boswell, have re- 
corded singing commercials for 
Boyd Mullen Chevrolet in Pasa- 
dena, Tex. 

General Manager John C. Davis 
announced that the dealership plans 
to continue signing big-name tal- 
ent to record the commercials. 
Davis explained that the advertis- 
ing policy is to keep commercials 
entertaining as well as informative 
and in good taste. 

Miss Whiting was flown to this 
area from the West Coast to re- 
cord the 60, 30 and 20-second com- 
mercials, and to pose for photo- 
graphs which will be used through- 
out the dealership’s 1962 advertis- 
ing campaign. Media to be used 
include newspaper, broadcasting 
and outdoor. 

Miss Boswell was appearing at a 
nightclub in Houston when she was 
signed to cut singing commercials. 

a ea * 


Weighty Promotion 
A HUGE boulder is on prominent 
“4% display at Ben Griffin Auto Co. 
(Ford), Dallas, which is conducting 
a promotion with the theme, “Solid 
as a rock for 43 years.” 

Customers are invited to guess 
the weight of the rock, Closest 


guesses will win cash prizes. 
x ok Bd 


Merchants Tie in with Lark 


“@'HOP Downtown Mishawaka for 

a Lark!” igs the promotional 
slogan being used by 46 downtown 
retail stores in Mishawaka, Ind., 
for October in a month-long 
“Salute to Industry.” 

A white 1962 Studebaker Lark 
will be given away Oct. 28, During 
the month the downtown stores are 
presenting window displays of the 
products and operations of indus- 
tries in Mishawaka and the Misha- 
waka-South Bend area. Special 
merchandise promotions wil] be 


tied in with these displays by the 
various stores. 
* * * 


Dealer Presents Plaque 


A PLAQUE and the original 
painting of the Motor Hotel 
Lafayette Gun Room, which ap- 
peared in the Ford-Times in 1951, 
were presented to the hotel’s S. 
Durward Hoag by Harold W. Beck- 
er, president, Becker Motors, Inc. 
(Ford-Lincoln-Mercury), Marietta, 
oO. 


Becker made the presentation to 


the Marietta hotelman on behalf 
of Ford Motor Co. and its dealers. 

The picture and article on the 
Gun Room also appeared in Vol- 
ume 2 of the Ford Treasury of Fa- 
vorite Recipes from Famous Eat- 
ing Places in the United States. 

The plaque shows the actual page 
featuring the Gun Room and one 
of its recipes. 

* ok * 


‘We Are Excited’ 


OBSON (Pontiac-Cadillac), 25 

Court St., Peru, Ind., permitted 
12 local men to see the 1962 Pon- 
tiac before it was shown to the 
public. 

Individual pictures of these men, 
with brief comment by each about 
the new car, were presented in a 
newspaper ad under the caption, 
“We Are Excited,” and followed 


by “And you will be too! When 
you see how Pontiac ’62 pours it 
on.” 

* ed + 


Double Image 


yo may think they’re see- 
ing double when they receive a 
post card mailed by McKean Chev- 
rolet, Philadelphia. The card fea- 
tures a Corvair 95 delivery van 
with the dealership’s name and ad- 
dress. A Corvair coupe is painted 
on the side of the van. At first 
glance, it appears that there are 
two vehicles in the picture. 


* + * 
Church Message Sponsored 
INNARD BROS. MOTOR CoO., 
a Fort Worth independent, is 
cooperating with a number of de- 
partment stores and other retailers 
to defray the cost of publishing a 


27 


series of weekly messages of the 

city’s churches. 

It is a phase of Kinnard’s insti- 
tutional advertising program. The 
article appears on Saturday after- 
noon and sponsors are named at 
the end of the feature, 

* * * 

Wait for Buick, Public Urged 
RELL BUICK, INC., Pasadena, 
Calif. which cleaned up its 

stock of ’61 models before the in- 
troduction of the ’62, advised the 
public in an ad that “we have 
nothing to sell but service and 
courtesy.” 

The ad called attention to “tre- 
mendous changes coming,” and 
added: “Unless you are in dire 
need of a new car immediately, we 
urge you to wait for these beautiful 
and advanced 1962 Buicks.”’ 


THE ALT Gor LINE 


..sYOur Guarantee 


Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 
parts? All parts in the McQuay- 
Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 
for uniform performance and 


of 


PERT EGT 


MATCHED-PERFORMANCE 


_.. McQUAY. 


all 


line. Use 


longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
over the country who have 
experienced the satisfaction of 
working with the McQuay-Norris 


them on your next job. 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS > TORONTO 


© 1961 MCQUAY-NORRIS MANUFACTURING CO. 





Sales Conditions in Various Areas... 


Auto Market Reports 


Cleveland 


September sales of 3,909 new cars 
in the Cleveland area represented 
one of the lowest monthly totals of 
the year and compared with 5,339 
in September a year ago. 

Ford outsold Chevrolet, 651 to 
638, for the first time this year. 
Other registrations were: 

Falcon, 392; Oldsmobile, 279; 
Pontiac, 275; Comet, 263; Ram- 
bler, 246; Buick, 231; Corvair, 
130; Dodge, 118; Cadillac, 103; 
Plymouth, 91; Mercury, 89; Volks- 
wagen, 88; Valiant, 82; Chrysler, 
45; Studebaker, 41; Renault, 26; 
Lincoln, 24; Triumph, 13; Austin, 
10; Fiat, 8; Mercedes-Benz, 7; 
Volvo, 7; Checker, 6; Imperial, 6; 
Metropolitan, 6; MG, 5; Alfa- 
Romeo, 3; Hillman, 3; Morris, 3; 
Peugeot, 3; Porsche, 3; DKW, 2; 
Saab, 2; Simca, 2, and miscellane- 
ous, 8. 

Used-car sales in September were 
20,871, compared with 22,547 in 
September, 1960. 

New-truck registrations number- 
ed 323, compared with 296 a year 
ago, while used-truck sales were up 
to 876 from 856, 

By makes, the new-truck count 
was: Ford, 106; Chevrolet, 47; In- 
ternational, 35; Flxible, 29; White, 
23; Willys, 21; Corvair, 18; GMC, 
16; Dodge, 11; Volkswagen, 9; 
Divco, 4; Falcon, 2; Diamond T, 1, 
and Mack, 1. 


What do they 


have in common? 
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—SANFORD MARKEY 
eS * * 


Washington, D. C. 


New-car registrations in the Na- 
tional Capital area numbered 1,393 
in September, compared with 1,900 
in August and 1,587 in September, 
1960. 

By makes, registrations were: 
Chevrolet, 225; Ford, 161; Falcon, 
158; Rambler, 82; Valiant, 69; Olds- 
mobile, 62; Pontiac, 59; Volkswag- 
en, 56; Plymouth, 54; Comet, 46; 
Corvair, 44; Tempest, 36; Buick, 34; 
Cadillac, 31; Mercury, 31; Dodge, 
28; Lancer, 22; Studebaker, 22, and 
Lincoln, 21. 

Chrysler, 19; Renault, 18; Buick 
Special, 15; Volvo, 12; F-85, 11; 
Mercedes-Benz, 10; Triumph, 8; 
Metropolitan, 7; Sunbeam, 7; Fiat, 
6; Hillman, 5; Saab, 5; Alfa- 
Romeo, 4; English Ford, 4; Peu- 
geot, 4; Austin-Healey, 3; Jaguar, 
3; Simca, 3; Porsche, 2; Rover, 2, 
and miscellaneous, 5. 

New-truck registrations fell to 
133 in September from 167 the pre- 
vious month, In September, 1960, 
the total was 108, 

By makes, they were: Ford, 57; 
Chevrolet, 23; International, 16; 
Divco, 10; GMC, 9; Dodge, 7; Mack, 
4; Willys, 2; White, 1, and miscel- 
laneous, 4. 


Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s, HEAD is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


* * 


Toledo 


New-car sales in Toledo and 
Lucas County totalled 938 in Sep- 
tember, compared with 1,363 a year 
earlier. For the first nine months, 
the count was 11,966, compared with 
15,845 in the 1960 period. 
September sales by makes 
were: Ford, 215; Chevrolet, 175; 
Pontiac, 94; Oldsmobile, 75; 
Plymouth, 74; Comet, 45; Ram- 
bler, 45; Buick, 42; Mercury, 32; 
Cadillac, 31; Dodge, 27; Volks- 
wagen, 27; Studebaker, 17; Re- 
nault, 16; Chrysler, 5; Imperial, 
1; Lincoln, 1, and miscellaneous, 
14. 
New-truck sales numbered 100 in 
September and 1,128 for the first 
nine months, compared with 129 
and 1,256 in corresponding 1960 pe- 
riods. 


US a 
SPECIALIZED INSURANCE MARKET 
FOR CONSUMER CREDIT... 


Coverages bvatlatle 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 


cs 


* * * 


Miami 

Ford products outsold the entire 
General Motors lines, 864 to 707, 
in Miami during September, the 
first time this has happened. 
Even more startling are figures 
showing Falcon ahead of Corvair, 
415 to 53. 

However, there is a reason for 
this disparity in volume. Chev- 
rolet dealers worked their way 
up to ’62 presentations with prac- 
tically no ’61 standards left over 
and not a single compact. Ford 


theft and collision) 


CREDIT LIFE, DISABILITY 


for full details: 
Write, Wire or Call 
JAckson 2-6277 


RESOLUTE INSURANCE COMPANIES 


Hartford 3, Connecticut 
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dealers had a substantial number 
of leftovers and were permitted 
to deliver 62 Falcons during 
most of the month. 

Total registrations in September 
numbered 2,386, compared with 
2,875 in August. 

By makes, registrations were: 
Falcon, 415; Ford, 309; Chevrolet, 
279; Volkswagen, 220; Rambler, 177; 
Pontiac, 90; Valiant, 90; Comet, 79; 
Oldsmobile, 77; Dodge, 74; Buick, 
68; Tempest, 55; Corvair, 53; Cadil- 
lac, 47; Plymouth, 39; Lancer, 37; 
Lincoln, 35; Simca, 30; Mercury, 26; 
F-85, 21; Chrysler, 18, and Buick 
Special, 17. 

Renault, 13; MG, 12; Stude- 
baker, 12; Austin, 11; Fiat, 8; 
English Ford, 7; Hillman, 6; 
Metropolitan, 6; Morris, 6; Sun- 
beam, 6; Volvo, 6; Imperial, 5; 
Mercedes-Benz, 5; Checker, 4; 
Porsche, 4; Datsun, 3; DKW, 2; 
Jaguar, 2; Lancia, 2; Singer, 2; 
Triumph, 2; Vespa, 2, and miscel- 
laneous, 4. 

New-truck registrations totalled 
234 in September, compared with 
339 a month earlier. By makes: 
Ford, 86; Chevrolet, 75; Interna- 
tional, 34; GMC, 12; Volkswagen, 
11; Dodge, 10; White, 4; Diamond 
T, 1, and Mack, 1. 

—Trescot GoopE 
* * * 


Houston 


September new-car sales totalled 
2,841 in Houston, compared with 
4,313 a month earlier. 

Registrations by makes were: 
Chevrolet, 598; Ford, 363; Falcon, 
324; Rambler, 178; Oldsmobile, 
154; Pontiac, 144; Volkswagen, 
136; Comet, 110; Buick, 86; Cor- 
vair, 83; Valiant, 74; Plymouth, 
62; Tempest, 59; Dodge, 50; Cad- 
illac, 50; Chrysler, 42; F-85, 41; 
Lancer, 34; Studebaker, 33; Buick 
Special, 32; Lincoln, 30; Mercury, 
29; Renault, 20; Metropolitan, 12; 
Triumph, 12; Volvo, 12; MG, 11; 
Willys, 11; NSU, 8; Austin-Hea- 
ley, 7; Datsun, 5; Imperial, 5; 
Jaguar, 5; Morris, 5; Peugeot, 5; 
Mercedes-Benz, 3; Alfa-Romeo, 2; 
Hillman, 2, and miscellaneous, 4. 
New-truck registrations amount- 

ed to 779, compared with 786 a 
month earlier. By makes: Chevro- 
let, 273; Ford, 264; GMC, 136; In- 
ternational, 59; Dodge, 9; White, 9; 
Willys, 8; Volkswagen, 7; Diamond 
T, 4; FWD, 5; Mack, 2, and mis- 
cellaneous, 3. 


—Rusy FENOGLIO 
oe: @ 


Youngstown, O. 


New-car registrations in Youngs- 
town and Mahoning County, O., to- 
talled 576 in September, compared 








Queen of Auto Show— 


Dixie Attley, 21, model and former pro- 
fessional ice skater, was chosen to reign 
as queen of the 39th Los Angeles Interna- 
tional Auto Show Oct. 27-Nov. 5 at Pan 











Pacific Auditorium. Selected by auto edi- 
tors of Los Angeles newspapers, Miss At- 
tley is crowned by W. H. Albertson, presi- 
dent, Los Angeles Motor Car Dealers Assn., 
sponsors of the show. The queen will pre- 
side at all functions in connection with the 
10-day show whose theme this year is 
A Night in Paris. 








with 818 a month earlier and 955 a 
year earlier. 

By makes, they were: Ford, 94. 
Chevrolet, 90; Pontiac, 65; Olds. 
mobile, 50; Falcon, 46; Dodge, 49; 
Rambler, 34; Buick, 27; Cadi 
27; Volkswagen, 17; Corvair, 14: 
Comet, 13; Plymouth, 13; Valj 4 
12; Mercury, 9; Chrysler, 8; Sty. 
debaker, 7; Willys, 1, and miscg]. 
laneous, 9. 

Used-car transactions t otalleg 
1,292, compared with 1,607 a month 
earlier and 1,491 a year earlier, 

New-truck registrations number. 
ed 67, compared with 88 the preyj. 
ous month. By makes, they were: 
Ford, 20; Chevrolet, 15; GM&, 7% 
Dodge, 6; International, 6; White 
4; Willys, 3; Autocar, 2; Mack, 1; 
Studebaker, 1; Volkswagen, 1, and 


miscellaneous, 1. 
+ * * 


Minneapolis 
New-car deliveries in Hennepin 
County (Minneapolis) totalled 254 
in September, according to Finance 
and Commerce, business news 
paper. A year ago, the September 
count was 2,721. 

By makes, registrations were: 
Chevrolet, 468; Ford, 336; Oldg- 
mobile, 185; Falcon, 150; Pontias, 
132; Rambler, 125; Dodge, 111; 
Volkswagen, 106; Valiant, 101; 
Corvair, 89; Plymouth, 86; Comet, 
78; Buick, 71; Cadillac, 66; Chrys- 
ler, 58; Triumph, 52; Morris, 39; 
Renault, 38; Tempest, 37; Mer. 
cury, 36; Studebaker, 35; Buick 
Special, 27; F-85, 23; Lancer, 15; 
Volvo, 13; Fiat, 12; Lincoln, 23; 
Austin-Healey, 8; Mercedes-Benz, 
8; Imperial, 6; MG, 4, and mis- 
cellaneous, 13, 

New-truck registrations totalled 
188 in September, compared with 
218 a year ago. By makes: Chey 
rolet, 58; Ford, 56; International, 
29; Dodge, 12; GMC, 7; White, 5; 
Willys, 4; Studebaker, 3; Volks 
wagen, 2; Mack, 1, and miscellane 
ous, 11. 


—DOoNna.p M. Lyons 
* * * 


Albuquerque 


New-car registrations for Sep- 
tember in Bernalillo County (AF 
buquerque), N. M., totalled 523. 

By makes they were: Chevro- 
let, 90; Ford, 87; Rambler, 16; 
Falcon, 45; Dodge, 21; Plymouth, 
19; Oldsmobile, 16; Comet, 14} 
Mercury, 14; Cadillac, 13; Val- 
iant, 13; Studebaker, 9; Corvair, 
8; Chrysler, 7; Buick, 6; Buick 
Special, 6; Studebaker, 6; Tem- 
pest, 5; F-85, 4; Lincoln, 4; Pon- 
tiac, 3; Willys, 3, and miscellane 
ous, 50. 

New-truck registrations totalled 
101. 

By makes they were: Ford, 43} 
Chevrolet, 24; International, 15; 
Dodge, 8; GMC, 5; Falcon, 3; Stude 
baker, 2, and Corvair, 1. 


—VeEpbA N. ConNER 
* * * 


Detroit 
New-car registrations in Wayne 
County (Detroit) during Septem 
ber totalled 5,853, compared with 
9,326 in August and 8,078 in Sep 
tember a year ago. 
It was the lowest monthly total 
since September, 1958. 
By makes, registrations were: 

Ford, 1,184; Chevrolet, 971; Fal 
con, 620; Comet, 353; Pontiac, 328} 
Rambler, 265; Oldsmobile, 257; 
Mercury, 205; Cadillac, 196 
Plymouth, 172; Buick, 159; Volks- 
wagen, 154; Corvair, 146; Valiant, 
142; Renault, 133; Tempest, 116; 
Dodge, 101; Lancer, 69; Chrysler, 
58; Lincoln, 57; Buick Special, 36; 
F-85, 22; Simca, 19; Studebaker, 
17; Triumph, 17; Metropolitan, 
14; Fiat, 8; Volvo, 6; English 
Ford, 5; Mercedes-Benz, 5} 
Willys, 5; Imperial, 4; Austin- 
Healey, 3; Sunbeam, 3; Jaguar, 2} 
Peugeot, 2, and miscellaneous, 9 

New-truck sales numbered 488 if 
September, compared with 507 poth 
a month earlier and a year earliel 

By makes, they were: Ford, 239 
Chevrolet, 99; Dodge, 31; Intern@ 
tional, 31; GMC, 20; Corvair, 18 
Falcon, 7; White, 7; Diamond T, 5 
Willys, 5; Mack, 2; Autocar, lj 
Studebaker, 1, and miscellaneous, 
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The Man Behind the Wheel .. . 





Sales Testing ‘62 Ford Galaxie 500 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of ’62 American 
cars. 

a * * 
By L. H. Houck 
Travelling Correspondent 

 tebee often wondered whether the 

man in the street, the guy who’s 
driving in front of you or the driv- 
er who passes in the left lane, are 
new-car conscious, whether we're 
losing our zest for new models and 
the carnival spirit at new-model 
time. 

I found out the day the new 
Fords were announced. The Au- 
tomotive News test car was de- 
livered early on announcement 
day in Kansas City. It was a 
black air-conditioned Galaxie 500, 
with the 390-cubic-inch, 300 horse- 
power Thunderbird engine. I was 
cruising slowly when a large car 
drove up alongside and interrupt- 
ed my study of the dials. 

“First new Ford I’ve seen,” a man 
in the right front seat shouted, 
“and it’s sure a beauty.” 

I was still hugging the right lane 
at a moderate speed when I noticed 
a motorcycle policeman in the 
northbound lane, but that’s not un- 
usual. However, I was startled 
when the same policeman soon ap- 
peared at my left riding along with 
me. He soon put me at ease: 

“Got a good look at the front 
going down, thought I'd look it over 
from the back. It’s a ’62 Galaxie, 
isn’t it? Today’s the day. Sure looks 
sharp.” 

* eo * 


Wide Interest Noted 


HAT’S the way it went through- 
out the next week, with dozens 
* * * 


Car Tested: 
"62 GALAXIE 500 


Model: Four-door town sedan, 
Galaxie 500. 

Engine: 390-cubic-inch Thun- 
derbird with four-barrel carbu- 
retor, 300 horsepower. Compres- 
sion ratio, 9.6-to-1, torque 427 at 
2,800 revolutions per minute. 
This engine has new heads with 
improved combustion chamber 
for improved breathing. Bore 
and stroke, 4.05 x 3.78. 

Transmission: Cruise-O-Matic, 
top Ford automatic, with two 
forward cruising speeds, with 
the preferred speed marked with 
@ green dot on the quadrant 
under the steering wheel. It also 
has a low gear. 

This well-known transmission 
has been improved with a new 
vacuum control throttle valve 
which provides smoother and 
more precise shifting and elimi- 
nates need for periodic adjust- 
ment. 

Quantities and dimensions: 
Gas tank, 20 gallons; crankcase, 
five quarts; overall length, 209.3 
inches; overall height loaded, 
54.8; wheelbase, 119; tread front 
and rear, 61 and 60; curb weight, 
3,851 pounds. 





Easy to Handle— 


The location of the Ford Galaxie 500's 
brake cylinder, upper right, assures easy 
inspection and filling. Even with air con- 
jitioning, the engine parts are placed so 
hat a mechanic will have little trouble 
setting at them. 


fuel filters are rated at 30,000 miles. 
You change oil every 6,000 miles, or 
about twice a year after the first 
1,000 miles. 

As every car owner knows, these 
self-service features can add up to 
important money savings. When 
you add the extra-long life of the 
durable aluminized muffler, under- 
body parts specially processed 
against rust and corrosion, self-ad- 
justing brakes, it becomes a good 
economy package, For busy people 
and “high-milers,” it is even more 
important because of the time 
saved. 


of people, from unknowns to deal- 
ers, examining and praising the car. 
It proved that almost everyone is 
interested in new models and that 
interest is high throughout the 
country during announcement days. 


The Galaxie 500 is a new car in 
the Galaxie series, and its Thun- 
derbird styling is evident 
throughout. It was added to the 
line for ’62 as the result of more 
than a million sales of Galaxies 
since the model was introduced 
three years ago. The makers tag 
it a “low-priced luxury automo- 
bile.” And while visiting Ford 
dealers on a 1,000-mile trip, we 
discovered that apparently this is 
the car most popular with the 
dealers. 

The test car had luxurious seats, 
carpeting, air conditioning, electric 
windows and seat, radio, Cruise-O- 
Matic automatic transmission, foot 
parking brake with release knob 
on dash, windshield washers, two- 
speed electric wipers, outside and 
inside rear-view mirrors, power 
brakes and power steering. 

Always noted for roadability, the 
Galaxie 500 seemed especially pro- 
ficient in that department, and we 
ran a few tests at high speeds to 
prove it’s balanced and easy riding. 
This was to be expected, but the 
low noise level is something to 
wonder about. Engine and road 
contact noises seemed almost non- 
existent. 

We found that the passenger 
compartment of all ’62 Galaxies has 
been surrounded with new sound- 
deadening insulation so that pas- 
sengers ride in sealed-in silence. 












* * * 





Engine Markings Noted 


|e at the engine, we found 
better marking and instruc- 
tions, such as the wording on the 
oil-filler cap, not to drain before 
6,000 miles, another on the air 
cleaner, the Thunderbird label on 
the valve covers. 

Speaking of valve covers, they 
have extra-wide flanges and 
heavy hold-down studs to guard 
against oil leaks. While you’re 
looking at that, note the beefy 
exhaust manifold and bolts. In 
this age of shave everything thin- 
ner to save weight, nothing has 
been shaved from parts that need 
the bulk to insure sturdiness and 
long life. 

Especially cheering is the loca- 
tion of the brake cylinder—in the 
open in front of the power-brake 
mechanism—for easy filling with a 
cover that can be unscrewed by 
hand. The filler cover for the pow- 
er-steering pump is easily reached 
in the right front, even with air 































eee ae conditioning. 
one we get into the mechan- So in spite of a full engine com- 
ical improvements, the new] partment, there is the bonus of 





easy servicing. So Ford not only has 
made most servicing farther apart, 
but easier and faster for the me- 
chanic as well. 


emblem with crossed flags and 
Thunderbird motif on the Galaxie 
500 is placed on the lower portion 
of each front fender and on the 
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lower right corner of the trunk lid. 


Under the hood the valve cov- 
ers are stamped “Thunderbird.” 
This is all to the good, identifying 
to others just what the engine 
setup is and what position the car 
occupies in the Ford line. If you 
buy a top car and a top engine, 
certainly you don’t want to make 
it a secret. 


One of the major features of the 
line is the fact that the average 
owner need go only twice a year to 
the dealer for servicing. Wheel 
bearings are lubricated for 30,000 
miles, which is three years for a 
lot of owners; a factory-installed 
radiator coolant is good for 30,000 
miles and 35 degrees below zero; 


St. Louis Lender 
Wins $417,000 in 
O’Neal Judgments 


LITTLE ROCK, Ark. — Two 
Chancery Court judgments totaling 


$417,008 have been awarded to the 
Securities Investment Co., St. Louis, 
against D. H. (Dutch) 
well-known Pulaski County busi- 
nesman and former car dealer in 


the foreclosure on two promissory 


notes. 
Chancellor Murry O. Reed said 


i| Sept. 21 the judgments were to be 
paid by O’Neal within 45 days or 


the property that O’Neal put up as 
security on the notes would be 
Sold at public auction. 


The St. Louis firm filed in Nov., 


1960, one suit in connection with 
each note. Judge Reed entered de- 
creeg in both cases. 


One decree for a judgment of 


$216,216 pertained to a note on|! 
which O’Neal offered as security 


about 375 acres of his Royal Acres 
farm about a mile west of Galloway 
on the Memphis highway. 


The other decree, awarding a 
judgment of $200,470 on the note 
plus $276 to reimburse the invest- 
ment company for insurance pre- 
miums it had taken out on the 
property, pertained to a note on 
which O’Neal offered as security 
4% lots and improvements in the 
200 block on W. Broadway in North 
Little Rock, where he formerly op- 
erated his auto business. 





O’Neal, a 





You might wonder how a chassis 
can go 30,000 miles without lubrica- 
tion. This is possible because of the 
development of special lifetime 
seals on each Galaxie joint and 
bearing, and these are packed with 
a metallic solid lubricant of recent 
development, called molybdenum 
disulphite grease. 

* a oe 


T= grease has the characteris- 
tic of making metal slippery, 
and once applied it can never be 
wiped off. The grease fittings have 
been replaced by solid metal plugs. 
At 30,000 miles, the Ford dealer’s 
service department removes these 
metal plugs and recharges the 
bearings with another shot of slip- 
pery grease and it’s good for an- 
other 30,000 miles, 

Bear in mind that this cannot 
be done with regular grease. It’s 
got to be the new kind and there 
must be some provision to make 
it stay in place. This same grease 
is used on wheel bearings. 

The 6,000-mile full-flow oil filter 
is possible because the filtering area 
has been increased four times 
greater than old filters, costs more 
to make but filters longer. It saves 
the owner a couple of filters and a 
lot of time. 

































































Up Front— 

The Ford Galaxie 500 test car was 
equipped with air conditioning, electric 
windows and seat, power steering and 
brakes. The parking brake is released by 
the left-most knob on the instrument panel. 









Galaxie 500 with T-Bird Styling— 






This is the Ford Galaxie 500 sales-tested by L. H. Houck, Automotive News travelling 
correspondent. On a 1,000-mile trip, he reported that he found that this apparently 
is the most popular Ford with dealers. Thunderbird styling is evident throughout, 


he said. 


Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 
+ igen deel a higher court held 
a police department liable for 
negligent conversion of an automo- 
bile. 

For illustration, in Michalowski 
v. Frederick J. 
Ey, 163 N. E. (2d) 
863, the testimony 
showed that one 
Michalowski pur- 
chased a Cadillac 
from a man nam- 
ed Gallo. Shortly 
thereafter, the 
police, finding 
Michalowski in 
possession of the 
car, “impounded” 
it, telling him 
that they “believed the car was 
stolen” and that Gallo was “wanted 
for parole violation.” 

Michalowski subsequently pro- 
duced a “certificate of title” ex- 
ecuted by Gallo and a New York 
registration certificate, but the 
police still refused to return the 
car. 

After delaying seven years Mich- 
alowski sued the county police de- 
partment for damages. 

The lower court held that Mich- 
alowski was entitled to recover 
from the county $3,800, the full de- 
preciation of the automobile. 

Michalowski was delayed in fil- 
ing the suit for seven years because 
he was in prison during this period 
of time. 





Leo T. Parker 


* * * 


Repairman Holds Keys 


ACCORDING to a late higher 
court decision if an automobile 
dealer holds ignition keys to a cus- 
tomer’s automobile, the dealer al- 
ways is liable for negligent theft 
of the automobile, or parts there- 
from. This is so irrespective of ap- 
parent but not actual negligence 
of the customer. 

For example, in Forsythe Co. v. 
Bradshaw, 348 Pac. (2d) 851, the 
testimony showed facts, as fol- 
lows: One Bradshaw owned a 
new Chevrolet automobile and 
orally contracted with Forsythe 
Co, for repair work. 

Thereafter Forsythe informed 
Bradshaw that two wheels, tires 
and tubes had been stolen from the 
automobile. Bradshaw then de- 
manded that Forsythe buy new 
wheels, fully equipped, to replace 
the stolen articles. Forsythe failed 
and refused to do so, and Bradshaw 
immediately sued to recover the 
full value of the stolen wheels, 
tires and tubes. 

During the trial testimony show- 
ed that at the time Bradshaw 
brought his automobile into For- 
sythe’s service shop an official of 
Forsythe told Bradshaw that there 
was not room for the automobile 
in the small place of business and 
that Bradshaw agreed to leave the 
automobile on the street in front 
of Forsythe’s place of business, 
stating there was nothing anyone 
could take from the automobile. 

The lower court held Forsythe 


liable to Bradshaw for $239.50, 


Ky. ‘Profits Day’ 
LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. will spon- 
sor a “rally day for profits” session 
Nov. 30 in the Sheraton Hotel. Har- 
old D. Draper will speak. 





the full value of the wheels, tires 
and tubes, notwithstanding the 
above testimony and also that 
Forsythe displayed in its service 
shop a large sign, invalid and un- 
enforceable, which Bradshaw had 
read: “Not responsible for fire or 
theft.” 

Forsythe appealed to the higher 
court which, however, approved the 
lower court’s verdict, saying: 

“In the present case the automo- 
bile was brought to the place of 
business of the defendant (For- 
sythe Co.) and at direction was 
parked adjacent thereto and the 
keys were delivered to Forsythe Co. 
These facts establish a relinquish- 
ment of possession by plaintiff 
(Bradshaw) and a delivery of: pos- 
session to the defendant (Forsythe 
Co.). We find and hold that there 
is competent evidence to sustain 
the judgment.” 


Electric Autolite 


Alters Structure 


TOLEDO. — Robert H. Davies, 
president of Electric Autolite Co., 
announced that the company’s 
Electrical Products Division has 
been placed under his direct con- 
trol. This announcement follows 
the resignation of S. A. Keller, who 
was vice-president and group ex- 
ecutive of the division. 

Davies appointed E. R. Koppel, 
assistant to the president, to coor- 
dinate activities of the division 
which includes manufacturing 
plants at Toledo, Syracuse, Bay 
City, Mich., and Decatur, Ala. 

Koppel, who most recently has 
assisted Davies on special assign- 
ments and has been responsible for 
the company’s Foundry Division at 
Fostoria, O., has been associated 
with the company in various man- 
agement positions since 1954. 


Woman Dealer Honored— 


The honor of being the first woman 
dealer to win a Chrysler-Plymouth Quality- 
Dealer Award went to Mrs. Maurice Per- 
kins, president, Perkins Motors, Louisville. 
Mrs. Perkins assumed management of the 
largest Chrysler-Plymouth dealership in 
Kentucky 2% years ago, following the 
death of her husband. Going over daily 
operating reports with Mrs. Perkins are, 
from left, Art Moser, vice-president; Bill 
Collins, sales manager, and Maynard 
Powell, general manager. 
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...a continuing program to aid our 
dealers in selling Ford-built products 


ACTOR AND IMPLEMENT 


‘ 


“OUR POTENTIAL UPPED 20%" —Page 3 


For many years now, Ford Motor Company dealer and consumer 
publications have helped our dealers hold old friends and win new cus- 
tomers for Ford-built products. 


Each of the publications in the program performs a particular function. 
On the consumer list there are publications that inform and entertain, 
such as “Ford Times”. There are also publications that relay new 
techniques of management and business such as “Ford Farming” mag- 
azine. However, all the consumer publications are basically designed to 


NG QUESTIONS = “Si=ssh SES ey create goodwill for Ford Motor Company and its dealers and promote 
oa See ah caer cant Ford-built products. This is important since all the readers of these 


5 carn ure te the feats and steretury Trane 


Seat aes oe aaa publications are your potential customers. 


Dealer publications, too, do an important job. Each one in this group 
is tailored to a specific need. These publications are packed full of 
practical, dealer-tested ideas to help obtain repeat business, greater 
profits and new customers. The 14 publications in this group are not 
only an excellent company-dealer relations media, but they are unique 
in that they act as a channel for our dealers across the nation to com- 
municate with each other. Editorially, they contain case histories which 
keep dealers up-to-date on current management and sales promotion 
techniques and plans as well as policies of the Company. 


The enthusiastic endorsement by dealers across the country of Ford 
Motor Company’s publication program is proof enough of its practical 
value in building owner loyalty and winning new customers for Ford- 
built products. 


Another reason why it’s great to be a dealer in the Ford Family of . 

Fine Cars. . si a 

*The newest Ford Motor Company publications designed to help : , ————————— 
our dealers condition, convince and hold customers. Ais 


Gord 


MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 
Ford: Falcon, Galaxie; Thunderbird « Mercury: Comet, Monterey; Lincoln Continental e English Ford Line « 
Ford Trucks « Industrial Engines « Farrna and Industrial Tractors and Equipment Special Military Vehicles « 

Autolite Spark Plugs, Batteries and ignition Parts « Aeronutronic—Products for the Space Age « 
The American Road insurance Company « Ford Motor Credit Company 
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Gimma Previews Chrysler, Imperial— 


John P. Gimma, Gimma Chrysler, went allout to put on a preview of the 1962 
Chrysler and Imperial in New Orleans. The event featured a Dixieland band, cocktail 
party and an orchid on the windshield of every car on display. Factory officials on 
hand for the preview were, from left, R. L. Ryder, district manager; John Cooper, 
regional manager, Gimma, and O. S. Cooper, Imperial regional sales promotion 
manager. 





sales go up in one of America’s “growingest” markets—MILWAUKEE 
7th in automotive sales per family 


All around them, Milwaukee’s young- 
sters find exciting evidence of 
growth-market opportunities. Cur- 
rently spending #360 million on ex- 
pressways alone, Milwaukee constant- 
ly builds to handle its exploding mul- 
titude of people and cars —the flow 
of trucks, too, which move a good 
share of Milwaukee industry’s 83-1/2- 


billion annual output. 


THE 


Financial 





Sales and earnings were the 
highest ever attained during a third 
quarter period and the first nine 
months of the current fiscal year 
were the second best in the history 
of Firestone Tire & Rubber Co. 

Firestone reported sales of $851,- 
605,368 and estimated earnings of 
$44,808,343 for the nine months 
ended July 31. These compare with 
records of $883,639,399 in sales and 
net income of $46,096,273 during the 
like period last year. 

This year’s figures include sales of 
$306,733,078 and earnings of $16,- 
665,519 during the third quarter. 

* * * 


3M Reports Higher Sales, 


Earning in Second Quarter 


Second-quarter sales of $151,034,- 
000 and earnings of $17,826,047 have 
been announced by Minnesota Min- 
ing & Mfg. Co. For the like period 
last year, 3M sales were $134,343,- 
955, with earnings of $16,148,091. 

For the first six months, 3M re- 
ported sales of $290,714,358, with 
earnings of $34,315,129, compared 





Interchange between three major Milwaukee expressways nears completion 


And Milwaukee can afford this 
kind of spending; it’s a market of 
growing families and they’re 6th 
in the nation in incomes over $7,000 


--.-a top-ten market of over a million 


metro-area people. 


The Journal can advertisers buy 9- 
out-of-10 family coverage —at one low 
cost — to deliver the goods in million- 
market Milwaukee. 


MILWAUKEE JOURNAL 


Member of Million Market Newspapers, Inc. 


NEW YORK + CHICAGO + DETROIT 


* LOS ANGELES - 


SAN FRANCISCO 


And only in 
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common stock to be offered for 

public sale through underwriters. 

Price and terms are to be sup- 
plied by amendment. 
* * cd 


American Enka Reports 


Gains in Sales and Profits 


American Enka Corp. reported a 
substantial increase in earnings 
and sales for the first 36 weeks of 
this year. 

Net sales amounted to $73,491,264, 
compared with $66,219,552 for the 
Same period in 1960. Net income 
increased to $3,137,394, compared 
with $482,596 for the corresponding 
period in 1960. 

* 


Front 









with sales of $263,013,173, and earn- 
ings of $32,366,002 for the like pe- 
riod last year. 

* * * 


Sales Break Record 


At' Collins & Aikman 


Net sales of Collings & Aikman 
Corp. reached a record high of 
$22,466,509 in the second fiscal quar- 
ter, ended August 26, compared 
with $16,900,802 in the correspond- 
ing 1960 period. Net income 
amounted to $723,773, against $240,- 
801 a year ago. 

Sales for the first six months of 
the fiscal year were also a record 
and totalled $39,482,461, compared 
with $30,699,602 in the prior period. 
Net income was $1,112,396, against 


$451,904 in the 1960 six months. 
* * * 


* * 
Leece-Neville Reports 


Higher Net on Lower Sales 


Leece-Neville Co. has announced 
increased earnings for the fiscal 
year ended July 31. 

P. H. Neville, president, said net 
profits after taxes increased to 
$236,164, compared with $196,143 one 
year ago, even though sales dipped 
slightly from $14,372,366 in fiscal 
1960 to $14,085,084. 


Market Changes 
Seen Upping Need 
For Flexibility 


DETROIT.—Shifting patterns in 
auto markets are posing flexibility 
problems in manufacturing, accord- 
ing to a Ford Motor Co. executive. 

Speaking before the Detroit 
chapter of the American Foundry- 
men’s Society, C. H. Patterson, 
Ford basic manufacturing group 
vice-president, said auto manufac- 
turers never have been absolutely 
sure how their products would fare 
in the market, and now face great- 
er uncertainties because of radical 
changes in markets. 

“Now that there are more prod- 
ucts, both our own and competi- 
tors’, it is more necessary than 
ever to minimize the effects of a 
wrong estimate and to take full 
advantage of a product that is well 
accepted,” he said. “Hence, our 
goal is to be able to make all our 
products in the volume that their 
acceptance in the marketplace re- 
quires.” 

Patterson said the easy answer 
to flexibility problems is excess ca- 
pacity, but that in the current com- 
petitive struggle, “no one can af- 
ford the luxury of much excess 
capacity.” He added: 

“The challenge .. . is to provide 
the kind of flexibility that will meet 
changing market conditions rapid- 
ly, with a minimum investment and 
at the lowest possible cost.” 

One route to improved flexibility 
is a reduction in the nonessential 
differences between different car 
lines, he said. Another is to make 
machine tools as adaptable to 
change as possible. 

Patterson said Ford is investing 
substantial sums to redesign ma- 
chines and facilities that were ca- 
pable of producing or assembling a 
single product only. He cited Ford’s 
assembly plants as an example, 
saying they are being tooled so that 
more than one kind of car can be 
assembled on a single production 
line. 


Ala. Assn. Slates 
4 Sales Meetings 


MONTGOMERY, Ala.—The Au- 
tomobile Dealers Assn. of Alabama 
has scheduled four meetings at 
which Vince Baker, Pueblo (Colo.) 
sales authority, will address dealers 
and their sales personnel. 

The first session will be held Nov. 
7 in the Tutwiler Hotel, Birming- 
ham, The others are Nov. 8 in the 
Admiral Semmes Hotel], Mobile; 
Nov. 9 in the Whitley Hotel, Mont- 
gomery, and Nov. 10 in the De- 
catur High School Auditorium, 
Decatur. 


Fram Seeks Registration 


Of 50,000 Common Shares 


Fram Corp. has filed a registra- 
tion statement with the Securities 
& Exchange Commission seeking 
registration of 50,000 shares of 





Sports-Car Racer Bases 


Novel on His Experiences 

NEW YORK.—John Bentley, a 
veteran sports-car race driver, has 
written a novel on the sport, The 
Perilous Path, which will be pub- 
lished Nov. 20 by G. P. Putnam’s 
Sons. 

The climax of the novel is a be- 
hind-the-wheel description of the 
Targo Florio, Italy’s toughest road 
race. Bentley has driven in many 
club races and in the Sebring (Fla.) 
12-hour Grand Prix. 
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What's New... 
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In Parts and Accessory Distribution 





TORONTO.—A wholesaler here 
has carved out a $1,125,000 niche in 
the auto parts business by rounding 
up 105 dealers in small Ontario 
towns. 

Most of them are former new-car 
dealers. About 20 still hold a new 
car franchise. 

The move to small towns is the 
reverse of most new business ven- 
tures of this scale. The usual pat- 
tern is to launch a wholesale busi- 
ness in Toronto or to test the mar- 
ket in a big-spending city such as 
Kitchener. 

Martin Winter, who first jobbed 
auto parts 13 years ago, plans three 
Toronto locations for his Motorcade 
stores by next spring. Winter says 
he can save his dealers money by 
eliminating one of the traditional 
auto trades middlemen. 

“It’s customary for a manufac- 
turer to sell to a distributor, who 
sells to a jobber, who sells to deal- 
ers. We buy direct and sell direct.” 

Most Motorcade dealers have 
been in business for years, but 
haven’t been making big enough 
profits from car sales alone, he said. 

Winter sees a potential of $3 
million in three years. His prin- 
cipal competition includes Canadi- 
an Tire, Western Auto Supply, 
Firestone and Goodyear stores. 

* + 


Tuneup Manual 
Is Prepared by 
Ignition Group 


MUNCIE, Ind, — An illustrated, 
comprehensive tuneup manual has 
been prepared for distribution by 
members of the Ignition Manufac- 
turers Institute, according to Ira 
Saks, executive director. 

Prime distribution of the manual 
will be from the member manufac- 
turers of the IMI to automotive 
jobbers. They, in turn, will make 
the manual available to service sta- 
tions, vehicle dealers, independent 
repair shops, car and truck fleets, 
ignition specialty shops and similar 
retail outlets. 

Secondary distribution will in- 
clude trade and vocational schools. 

Saks said purpose of this manual 
is twofold: First, it contains valu- 
able technical and upgrading in- 
formation for the working me- 
chanic, and second, it will serve 
to encourage more able young men 
to seek careers in the Automotive 
Service Industry by helping to 
make the trade more professional 
and lucrative. 


MEMA Elects 
4. New Directors 


NEW YORK.—Four executives 
have been elected to three-year 
terms as directors of the Motor & 
Equipment Manufacturers Assn. 

They are H. F. Davis, Champion 
Spark Plug, Toledo; J. B. Doll, Fed- 
eral-Mogul-Bower Bearings, De- 
troit; T. A. Kreuser, Bendix Auto- 
motive Service, South Bend, and 
S. S. Orben, Ingersoll-Rand, New 
York. 

Carryover directors are R. D. 
Adams, El Monte, Calif.; C. A. Ben- 
oit, Huntington Station, N. Y.; J. B. 
Dempsey, Aurora, Ill.; G. H. Goeh- 
rig, Milwaukee; J. W. Howell, Can- 
ton, O.; R. W. Lackner, Cleveland; 
W. A. Raftery, Brooklyn, and R. D. 
Williams, Chicago. 

* eo = 
Distributors to Market 


Ford Transmission Kits 


DEARBORN.—Motorcraft trans- 
mission repair parts and kits, prod- 
ucts of Autolite Division of Ford 
Motor Co., will be available through 
wholesale distributors, according to 
E. R. Stroh, Autolite general sales 
manager. 

Autolite-trained instructors are 
training garage and fleet mechan- 
ics in the use of these kits, which 


Cobbledick Adds Olds 


ASHTABULA, O. — Cobbledick 
Buick has added Oldsmobile to its 
line of cars, according to Dorn Cob- 
bledick, president. The firm will be 
known as Cobbledick Buick-Olds- 
mobile, Inc. 


First Convention Is Held 


By Arkansas Wholesalers 


LITTLE ROCK. — Automotive} cent higher than those of $117,150 
Wholesalers of Arkansas, recently|in the first quarter of 1960, Presi- 
organized association of auto parts| dent Morris Abrams reported. 
wholesalers, held its first conven-| Quarterly sales increased to $2,434,- 
tion recently in Hot Springs. 

Earl Rogers, Conway, is presi-| $2,086,920 in the 1960 fiscal first 
K. V. Brown, Little Rock,| quarter. 
vice-president; William G. Tucker, 
Malvern, secretary, and Ed Smith- Slip-On Corp. Completes 
erman, Hot Springs, treasurer. 


Curtis Industries Reports 


Record Sales and Earnings 

EASTLAKE, O. — All quarterly} ™ajor expansion program with the 
records for sales and earnings were 
broken in its fiscal first quarter by 
Curtis Industries, Inc., the company 
reported. Curtis Industries is a 
major distributor of automotive re- 


are for use on all Ford automatic| placement parts, hardware special- 
transmissions from 1951 on. 
* co 


ties and fasteners, and is one of the 
* largest manufacturers of keys and 
key equipment. 

For the three months ended Aug. 
31, earnings of $146,500 were 24 per- 


500 or 17 percent more than the 


* * * 


Expansion Program 
CLEVELAND. — Slip-On Corp., 

manufacturer of automotive re- 

placement panels, has completed a 


* * * 


addition of a new general sales of- 
fice and main warehouse here and 
a new manufacturing plant in Can- 
ada. 


The new general sales office and 


warehouse building is located in a 
Cleveland suburb at 19900 Ingersoll 
Drive, Rocky River, and has 12,000 
square feet of floor space. It will 
handle all sales and shipping op- 
erations, The new Canadian plant 
is a 30,000-square-foot building at 
Brampton, Ont. Operated under the 
name Slip-On Corp. of Canada, 
Ltd., the plant will provide auto- 
motive panels for the rapidly grow- 
ing Canadian market. President of 
the Canadian facility is Donald 
Swift. 
* * * 


Old Portland Firm 


Sold to Chanclor & Lyon 


PORTLAND.—Cronin Co., for the 
past 84 years a Portland carriage 
and automobile parts firm, has sold 
its auto parts business to Chanclor 
& Lyon Co., San Francisco, for 
more than $100,000. 

The Cronin name will be con- 
tinued and will continue as an 
Oregon corporation, and be oper- 
ated by C & L at 404 10th Ave., 
N. W. 

* * 


* 
Canada’s Auto Electric 


Acquires Three Firms 
MONTREAL, — Auto Electric 

Service Co., Ltd., which operates 

across Canada, has acquired three 


33 


existing auto parts distributors in 
Peterborough, Barrie and North 
Bay, Ont. 

The extra volume is expected to 
pull this year’s sales of the company 
up to last year, although margin 
of profit on the new business will 
be less than normal due to some 
duplication of facilities, an official 
said. 

* * + 


Gatke Appoints Murray 


SEATTLE. — Murray Sales Co., 
1110 E. Pike St., hag been appointed 
a warehouse area distributor for 
Gatke Corp., manufacturer of 
brake lining products and brake 
shoe exchange. 

* * * 


Straus-Frank Purchases 


Two Distributing Concerns 


HOUSTON, — Straus-Frank Co. 
has announced the purchase of 
Moore Brothers Distributing Co., 
Houston, and Connor-Mathes Co., 
Plainview. 

Robert D. Straus, Straus-Frank 
executive vice-president, said Moore 
Brothers would be liquidated and 
a majority of its organization ab- 
sorbed by Straus-Frank’s Houston 
Division. Connor-Mathers will con- 
tinue to operate under its present 
name, he added. 





Quaker State VCC improves engine 
performance... builds profits for you! 


Ordinary tune-up oils just weren’t designed 
to combat extra-heavy engine deposits 
caused by today’s type of stop-and-start 
urban driving, and the new “anti-smog” 
crankcase ventilators. That’s why Quaker 
State has developed VCC! This new valve 
and cylinder cleaner banishes the toughest 
dirt and gum deposits from carburetors 


Quaker State Oil Refining Corporation, Oil City, Pennsylvania 





and manifolds . . . removes gum and coke 
deposits from valve stems, heads and faces 
... loosens and burns out ‘‘carbon”’ deposits 
from pistons and cylinder heads. Suggest 
Quaker State VCC to your customers 
several times a year for better performance 
from all cars. Build more customer satis- 
faction .. . while you build more profits! 
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HE y, VOLKS/ 


Polland’s HEAT-SWEEP De-Icer 
Heats Swipe, Melts Snow and Ice 


Here's a hot idea for ''Volksmasters’’. . . or 
owners of any little car with a flat windshield. 
Snap on a HEAT-SWEEP De-Icer. It heats the 
blade to melt away snow, sleet or freezing rain 
for safe, clear seeing. Prevents build-up of slush 
and ice so the wiper blade remains free to 

work efficiently . . . adds blade life. Ideal for 
Volkswagen cars, vans, and panels, With 
easy-to-follow instructions, anyone can install 
the HEAT-SWEEP De-Icer in 15 minutes. 
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15805 S.E. 24th St., Bellevue, Washington * SHerwood 6-2306 
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GREY IRON CASTINGS 
ONE OF THE NATION'S 
LARGEST AND: MOST MODERN 
PRODUCTION FOUNDRIES 
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DIVISION OF GORDON STREET, INC, 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 








Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 


Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California © Philadelphia 45, Pa. 

















Capsule Reports .. . 


WASHINGTON. — Ourisman 
Chevrolet here reported a record- 
breaking sales volume of $6,360,978 
for the first half of 1961. 

Sales of 3,759 cars and trucks 
represented a 17-percent increase 
over the corresponding 1960 period, 
said owners Mandell and Florenz 
Ourisman. 

Bi ae se 


Peptone Electronics Sold 


To Miniature Instruments 


MINNEAPOLIS. — Miniature In- 
struments, Inc., has acquired Pep- 
tone Electronics, Inc., an electron- 
ics firm whose major product—a 
universal car radio—fits 85 percent 
of the autos on the market, accord- 
ing to Malby Blanchard, Miniature 
Instruments president. 

Peptone Electronics, headed by 
George M. Peploe as president and 
general manager, becomes a wholly 
owned subsidiary of Miniature In- 
struments, and will operate from 
the parent company’s new plant in 
New Hope, Minn. 

* * * 


Expansion Doubles Capacity 


Of Wellmann Divisions 


BEDFORD, O.—Completion of an 
expansion program which doubles 
productive capacity of its metallic 
clutch plates, facings and brake- 
block divisions has been announced 
by S. K. Wellman Co. 

Robert W. Biggs, president, said 
the firm is taking steps to increase 
substantially its output of Velve- 
touch Metalik all-metal brake lin- 
ings for passenger cars. The latter 
were introduced four months ago 
in a test campaign in Los Angeles. 

os * * 


Houston Chemical Begins 


Tetraethyl Lead Output 


NEW YORK.—Houston Chemical 
Corp. announced its first shipment 
of tetraethyl lead. 
The Philadelphia & Reading 
Corp. affiliate thus becomes the 
third major contender in the $270- 
million market for anti-knock ad- 
ditives. The others are duPont and 
Ethyl Corp. H: D. McGowan, presi- 
dent of Houston Chemical, said his 
firm’s 1962 sales goal is 15 percent 
of the market. 
* * ok 


Welding Business to Double 


By 1970, Society Told 


DALLAS. Welding is a “fast- 
growing business which should 
double its present sales within this 
decade,” Alfred F. Chouinard, di- 
rector of research for the National 
Cylinder Gas Division, Chemetron 
Corp., told the American Welding 
Society’s fall meeting here, 
“It’s a good bet,” he said, “that 
welding will be a $2-billion indus- 
try by 1970.” 

* * * 
Service Station ‘Warnings’ 


Urged for Home Buyers 
TORONTO. — All service station 
sites should be identified with signs 
So that prospective homeowners 
don’t “move blindly” next to them, 
Scarboro Council’s Executive Com- 
mittee was told. 
Deputy-Reeve George Mason 
said: “Owners of al] vacant lots 
planning to put service stations on 
them should have to put up signs 
to give people fair warning of what 
is in store.” The committee took 
no action on his suggestion. 

* * * 


Electric Autolite Licenses 


French Firm for Alternators 
TOLEDO.—Ducellier de La So- 
ciete Anonyme, D.B.A., French 
manufacturer of automotive elec- 
trical equipment, has been licensed 
by Electric Autolite Co. to produce 
the new Prestolite alternators. 
Production of the alternator in 
France is slated to begin in 1962. 
* * * 
New Owners Reorganize 


Perkins Battery Co. 

YORK, Pa.—Perkins Battery Co., 
York and New Oxford, Pa., is un- 
dergoing a reorganization follow- 
ing the purchase of operating con- 
trol by Henry M. Haase & Associ- 
ates. 

Haase, former vice-president of 
Borg-Warner and president of its 








Auto News in Brief 


York Division is board chairman 
of the 37-year-old battery manufac- 
turing firm. Among what Haase 
terms “first moves” will be the ex- 
pansion of national marketing ac- 
tivities, greater penetration of ex- 
isting markets and a_ systematic 
program designed to gain entrance 
into the commercial and industrial 
fields not now being served by 
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Perkins. 
* * * 


Battery Firm to Expand 
Factory in Georgia 


TAMPA, Fla.— Contract Battery 
Mfg. Co., of Tampa; Florence, Miss., 
and Columbus, Ga., announced ex- 
pansion of its Columbus plant to 
increase production of Yocam and 
Diamond batteries for the South- 


eastern market. 


The new Columbus plant, on an 
eight-acre industrial tract, is being 


of $200,000. 


erected at a cost 
* * * 


Utica Tool & Drop Forge 
Acquires Herbrand Tool 


FREMONT, O.—Sale of Her- 
Division, Bingham- 
Herbrand Corp., to the Utica Tool 
& Drop Forge Division, Kelsey- 


brand Tool 


Hayes Co., has been announced. 


The Amforge Division, American 
Brake Shoe Co. purchased Her- 
brand’s heavy forgings business 


and equipment last July. 
* * * 


Religious Service Conducted 
In Dealership for Salesmen 


MEMPHIS—A brief religious 
service is held during the weekly 
sales meeting of personnel of Hull- 
Dobbs East Ford. The service is 
not compulsory, but it has received 
full acceptance, the company said. 
said the 
idea came from similar service con- 
ducted by the Railroad YMCA for 
rail workers. The nondenomina- 
tional service usually is conducted 


Jim Street, manager, 


by a clergyman, Street said. 
* * ®@ 


5 Million Cars with Phones 
Predicted Within 10 Years 


MILWAUKEE.—Within 10 years 
autos with private telephones will 
be commonplace, Arthur J. Runft, 
director of commercial electronics 


engineering for AC Spark Plug, 


said at a meeting of the Society of 


Automotive Engineers here. 


He said 18,000 cars now are 
equipped with phones, and that by 


1970 the total will soar to five 


million. 
* * * 


Tire Service Catalog 
Goes to Quarter-Million 


NEW YORK.—More than a quar- 


ter-million copies of A. Schrader’s 


Son’s tire service catalogs have 





A Helping Hand— 


Ford and Chevrolet got together when 
Boyd Mullen, right, president, Boyd Mullen 
Chevrolet, Pasadena, Tex., cut the ribbon 
to kick off the opening day festivities of 
Osborne-Apple Ford in Pasadena. Bud 
Osborne, center, and John Apple, left, 


were delighted. The explanation is simple: 


Mullen. also is president of the Pasadena 
Chamber of Commerce. 





been distributed to dealers and re- 
pair establishments. 

The 32-page catalog details com- 
ponents and equipment specifica- 
tions on tire valves, cores, caps, tire 
inflating accessories, tools and re- 
pair materials for tube and tubeless 
tires. 

a * * 


GMAC Opens New Branch 


In Morristown, N. J. 


MORRISTOWN, N. J.—General 
Motors Acceptance Corp. has open- 
ed a branch here at 20 Park Place. 

The Morristown branch will pro- 
vide financing service for General 
Motors dealers in Morris and War- 
ren Counties and portions of Hunt- 
erdon, Somerset and Sussex Coun- 
ties. This territory previously was 
served principally by the Newark 
branch. John J. Gallagher, who 
has been credit manager of the 
Newark branch, has been named 
manager of the new branch, 

* * * 


Weatherhead Acts to Expand 


Imported-Parts Operation 


TORONTO. —A United Kingdom 
subsidiary has been formed by 
Weatherhead Co., Cleveland, which 
has a Canadian division at St. 
Thomas, Ont. Weatherhead special- 
izes in manufacturing automotive 
original equipment and replacement 
parts. 

The new British subsidiary was 
established to expand the distribu- 
tion of parts for imported cars. 
Idea is to set up a distributive 
network, through jobbers and ga- 
rages, for a complete line of re- 
placement parts for foreign cars in 
Canada and the United States. Of- 
fices and warehouse are being built 
at Manchester, England, for the 
new operation. 

* ok * 


Shore-Calnevar Adds Belts 


LOS ANGELES. Shore-Cal- 
nevar, Inc., manufacturer of auto- 
mobile wheel discs, has entered the 
safety belt market with a line of 
belts known as “Safeti-Craft.” 

ca aa * 


Vancouver’s Kuziks Move 


To $300,000 Building 


VANCOUVER, B. C.—Setting a 
sales record of 175 new and 350 
used cars during their first year in 
business as Studebaker dealers in 
1949, Joe and Mike Kuzik have 
never dropped below this level de- 
spite slumps in the trade at Van- 
couver. 

Now the firm has opened a $300,- 
000 establishment under the name 
of Rotary Motors at Broadway and 
Manitoba and moved from their 
former location at Sixteenth and 
McDonald. They believe that serv- 
ice has been the major factor in 
building sales volume. They started 
a garage in Vancouver in 1944. 

* * * 


250 More Jeep Pickups 


To Be Used in Indonesia 


TOLEDO. — Another 250 Jeep 
pickup trucks will be going to Indo- 
nesia soon to aid in malaria con- 
trol work. 

James H. Drum, director of gov- 
ernment sales for Willys Motors, 
Inc., said the International Co- 
operation Administration in Wash- 
ington ordered the vehicles as. ad- 
ditions to 138 units obtained for 
the same type of work in Indonesia 
last year. The new contract 
amounts to $524,475. 

es * 


* 
Clark Factory Branch 


Opened in Cleveland 


CLEVELAND. — Clark Equip- 
ment Co.’s Industrial Truck Divi- 
sion has opened a factory branch 
here at 9601 Granger Rd. 

It replaces the old Clark branch 
at 3471 W. 140th St. J. D. Goodson 
is branch manager. 

* = * 


British Engine Builder 


To Import Outboards 


CHICAGO.—A new line of British 
outboard motors was_ introduced 
into the United States market at 
the Marine Trades Exhibit and 
Conference here. 

The new entry is the product of 
F. Perkins, Ltd., Peterborough, Eng- 
land. The new 40-horsepower motor 
has a sealed-off power head sus- 
pended on rubber mountings to 
prevent vibration and noise. The 
smallest motor in the Perkins line 
is a 4%-horsepower outboard with 
a built-in rewind starter. 
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ANOTHER FOR YOU IN CHICAGO'S To 


One dollar’s worth of advertising buys 843 auto owners in 
the Chicago Sun-Times/Daily News combination. Buys 
828 in the second-best combination. Difference: you get 
15 more auto owners for your dollar in the “Top Two” 
combination. 


You could chase Chicago’s car owners with one news- 
paper. But even the biggest daily in town misses 3 out of 5. 
That’s why it takes two newspapers to do the job. And 
in every major buying category, the Top Two for the 





money are the Sun-Times and Daily News.““Chicago Now,” 
a market study compiled in consultation with A.R.F., has 
the facts. Ask for them. 


CHICAGO: 401 N. Wabash Avenue, WHitehall 3-3000 ATLANTA 
NEW YORK: Time and Life Bidg., Room 1708, LOS ANGELES 


Circle 6-1919 SAN FRANCISCO 
DETROIT: Buhl Bidg., Room 1026, WOodward 3-0930 Sawyer-Ferguson- 


MIAMI BEACH: Hal Winter Co. Walker Co. 


Copyright, 1961, Field Enterprises, Inc. 








Official 
Wholesale 
Values 


Every 
15 Days! 













By Martin L. Whitmyer 
Staff Writer 

The Oct. 30 issue of AUTOMOTIVE 
News will carry the largest single 
advertisement ever run in this 
publication. The advertisement, 
placed by Look magazine, consists 
of three full pages, plus a 24-page 
four-color roundup booklet giving 
a complete preview of the 1962 cars. 
This roundup will appear the fol- 
lowing week ag an editorial fea- 
ture in Look. 

The roundup booklet measures 
6% by 10% inches, and is detach- 

able for ready reference by con- 
sumers, dealers and automotive 
executives. When it is published 
in the Nov. 21 issue of Look (out 
Nov. 7), it will constitute the 
most complete guide to new 
model cars to appear in any con- 
sumer magazine this year—or in 
any past year, it is said. 

The advertisement in AUTOMOTIVE 
News will claim that Look devotes 
more editorial space year after 
year to cars, carries more articles 
on cars, runs more pictures on cars 
and provides more information 
about cars and car products and 
services than any other magazine 
in its field. 

The 1962 car roundup, as it will 
appear both in Automotive NEws 
and as an editorial feature in Look, 
will be an example of a new print- 
ing technique, “L.ook-Kromatic,” 
developed by the magazine. 

Through Look’s editorial pages, 
this consumer guide for the car- 
buying public will achieve a cir- 
culation of more than 7,000,000. 

In publishing the guide to new 
cars, Dan Mich, editorial director 
of Look said: “The automotive in- 
dustry is one of the most impor- 
tant keys to our industrial prog- 
ress. With the 1962 models, the in- 
dustry presents the widest choice 
of cars ever offered and gives 
promise of leading the American 
economy into. further recovery.” 


Award for Rockwell-Standard 


Rockwell-Standard Corp., Cora- 
opolis, Pa. has been selected to re- 
ceive the first-place award for “the 
best advertisement of any manu- 
facturer covering its 1960 Annual 
Report” published in 1961. 

The award was made by the 
board of judges of the Twenty- 
First Annual Report Survey spon- 
sored by Financial World, national 
weekly magazine. 
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All 
Domestic Cars 
Past 7 Years 


Now dealers, salesmen can carry in their shirt pockets 
CURRENT, local used-car market wholesale values of all 











passenger cars up to 7 years old. 






Since 1911, Red Book has supplied the automotive indus- 
try with vital facts . . . Now this New MARKET VALUES 
24 times yearly puts wanted wholesale values 


*15.00 


YEARLY 






service... 
at your finger tips. 






One year subscription (sold on 30-day trial 





offer) 


Used Car Valuation 


Retail, wholesale, 
Finance Valuations 







Used Trucks 


All production 
make trucks (past 
7 years). Factory 
prices, capacities, 
G.V.W., W.B., H.P. 
ratings, valuations 
of optional equip- 
ment, etc. One 
year subscription 
| (Issued Semi-An- 
nually) 


National, Manket Cr Ine, 


900 South Wabash Avenue « Chicago 5 
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Autolite Program 

Sponsorship of “Straightaway,” a 
new television series, and partici- 
pating sponsorship of American 
Football League games play an im- 
portant part in Autolite’s fourth- 
quarter advertising plans, accord- 
ing to Harry L. Swan, advertising 
manager for Autolite Division of 
Ford Motor Co. 

“The automotive flavor of 
Straightaway lends itself to our 
product and gives us a good base 
for sales promotion tieins with 
the co-stars of the show, Swan 
said. 

Autolite will have commercials in 
11 different NFL games. Both 
“Straightaway” and the football 
sponsorship are in keeping with 
the division’s interest in attracting 
the attention of a male audience 
at the consumer, retailer, jobber 
and distributor level, Swan said. 

In addition to the television pro- 

motions, Autolite will use both 
consumer and trade magazines in 
the fourth quarter. A point-of-sales 
premium program also will be used 
to encourage car owners to visit 
their service stations and garages 
for an “Autolite Performance 
Checkup.” 

The incentive will be a model 
race-car kit which the customer 
can obtain by redeeming a certifi- 
cate given him when his car has 


been checked. 
ae 


Record Gross for Look 

Gross advertising in Look maga- 
zine during the first nine months 
of this year totalled $43,135,000, an 
alltime high for any comparable 
period in the magazine’s history, 
according to Don Perkins, advertis- 
ing director. 

The gross advertising figure for 
the January-September period of 
this year represents a gain of ap- 
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Norick 
Accounting 


Formas... 
they are designed and 


APPROVED 


for your use 


A complete line of Norick 
Business Forms is designed 
specifically for GM dealers 


Norick BROTHERS, Inc. 


3909 N. W. 36th @© “OKLAHOMA CITY, OKLAHOMA 
Branch Stores :n Chicago San Francisco 
Representatives in Major 
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Biggest Ad for Automotive News... 





Auto Advertising 


proximately $3,300,000 over the like 
period of 1960, Perkins said. 
* * * 


No Rate Hike for Post 


There will be no increase in ad- 
vertising rates of the Saturday 
Evening Post until September, 1962, 
the first anniversary of the “new” 
Post, it was announced last week 
by Peter E. Schruth, advertising 
director. 

“This decision,” Schruth said, 
“will enable advertisers and agen- 
cies to hold down advertising costs 
and increase advertising effective- 
ness.” 

* * 


New Plan for Life 


Effective Jan. 5, 1962, Life mag- 
azine will launch a flexible regional 
program affording advertisers a 
choice of 29 major marketing areas, 
James J. Dunn, advertising sales 
director, announced. 

According to Dunn, each of the 
29 areas includes at least one 
major metropolitan-suburban mar- 
ket where Life’s readership is most 
heavily concentrated. The areas are 
patterned after Nielsen Test Mar- 
kets, chain store distribution terri- 
tories and major advertisers’ sales 
areas. 


* * 


New-Car Salute Month 


For the third consecutive year, 
WXYZ Radio, Detroit, has set 
aside air time to pay special trib- 
ute to automobile manufacturers by 
designating October as “New-Car 
Salute Month.” 

The station prepared a series of 
interviews with auto company rep- 
resentatives to salute all of the new 
cars as they were viewed by the 
people of Detroit. 

* 


* * 


Chevrolet Saturates Boston 
Chevrolet is currently running 
a saturation advertising cam- 
paign for its 1962 Chevrolet cars 
and trucks on 50,000 watt WNAC 
Radio, Boston. 
ck * 


°62 Auto Promotion Data 


Multi-Ad Services, Inc., Peoria, 
Ill, is shipping to newspapers 
throughout the United States its 
third annual Ad-Builder auto pro- 
motion kit. 

The kit contains mats for two- 
color and black and white repro- 


* 


duction in several sizes, copy sug- 
gestions, and layouts showing the 
most effective use of the material, 
according to Maury Tyler, Multi- 
Ad sales manager. 
Represented in the kit are Buick, 
Oldsmobile, Pontiac, Chrysler, Lin- 
coln, Mercury, Rambler and Stude- 


baker. 


New Campaign for Ford 

A series of automobile ads—un- 
usual in that they won’t show a 
single car—have been launched by 
Ford Motor Co. 

Instead of showing Ford’s 1962 
automobiles, each illustration will 
deal with a single quality feature 
and show how it contributes to 
quality. 

Specific features to be illustrated 
in the series of four-color-bleed, 
single-page advertisements include 
Ford’s 30,000-mile lubrication inter- 
val, 6,000-mile oil change, self- 
adjusting brakes, galvanized under- 
body components, aluminized muf- 
flers and life-of-the-car transmis- 
sion and axle fluid. 

The 16-ad campaign, prepared by 
Kenyon & Eckhardt, Inc., will run 
in 14 mass-circulation and selected 
magazines. Regular automobile ads 
by the company’s Ford and Lin- 
coln-Mercury Divisions will run 
separately. 

* 


Personnel Changes 


George L. Staudt from Cramer- 
Kasselt Co., Milwaukee advertising 
agency, to account service director 
in the SCI Division of Communica- 
tions Affiliates, Inc., Detroit ... 
Ray Connors from general man- 
ager of Philip Lesly Co.’s Los An- 
geles office to manager of the newly 
organized public relations depart- 
ment at the Los Angeles office of 
MacManus, John & Adams... 
J. R. Conroy from Western public 
relations representative for the 
Plymouth-Valiant news bureau in 
the Hollywood office of N. W. Ayer 
& Sons, Inc., to regional account 
executive and supervisor of the 
Plymouth Dealer Assn. account in 
the Los Angeles region. 

Richard D. Kudner from senior 
account executive with Batten, 
Barton, Durstine & Osborn, New 
York, to advertising manager of 
Champion Spark Plug Co., Toledo 
. . . Two executive changes at 
Maloney, Regan & Schmitt, news- 
paper representatives: Herbert W. 
Moloney from president to board 
chairman and chief executive offi- 
cer, and Herbert W. Moloney jr. 
from vice-president and general 
manager to president and chief op- 
erating officer. 


* * 





300 Dealers Are Backing 
N. Y. Advertising Code 


NEW YORK. — Some 300 auto 
dealers in the New York area have 
signed pledges to support the Bet- 
ter Business Bureau’s code on ethi- 




















Checking Color Ad— 


When Chevrolet ran the first newspaper 


color advertising to announce its 1962 
models, Dick O'Connor, left, account ex- 
ecutive, Campbell Ewald Co., visited the 
pressroom of Chicago Tribune to check 
fidelity of color reproduction. Tribune per- 
sonnel who helped O'Connor with his 
check include, from left, Fred Harris, gen- 
eral advertising department; L. M. Gossett, 
production manager, and Joseph Reid, 
pressroom superintendent. 


cal advertising since the code was 
adopted July 17. 

The bureau said that it now has 
about 300 auto dealer-members, 
112 of whom have joined since 
the code went into effect. Compli- 
ance and support for the code 
was termed good by the bureau 
in a report to auto dealers. 

The report said that 124 dealer 
advertising cases have been inves- 
tigated in the last three months. In 

82 cases, the objectionable material 
was changed or the ad was dropped 
by the dealer. Investigations in 12 
other cases are in their early stages 
with no final outcome available. 

The advertising code objects to 
incomplete ads and those which 
may give the consumer a false im- 
pression. 

The bureau said that practices 
which have been generally aban- 
doned include ads which do not 
state the model and series of the 
car being offered, improperly ex- 
pressed claims of savings, under- 
selling and price equalling claims 
and used-car mileage statements. 

Four practices which the BBB 
said still require considerable 
work include claims that no one’s 
credit will be turned down, ads 
on financing which do not ‘state 
how long the contract will run, 
claims of no downpayment when 
one is required or few can qual- 
ity and bait advertising. 

The bureau urged dealers to re- 
port questionable advertising by 
their competitors, saying that BBB 
efforts to correct questionable ad- 
vertising are in the best interests 
of reputable businessmen. 
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OF DELAWARE VALLEY’S 
AUTOMOTIVE SALES 
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The Philadelphia Mnquirer delivers your advertising to 27% more 


suburban men readers than does any other Philadelphia newspaper. 


Sources: Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 70,000 interviews, 1957-60. (Summary of 1960 study available on request.) 
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TUNE-UP STAND—Latest model added 
to the line of Hanson Testers is a mobile 
tune-up center designed to display, ad- 
vertise and improve tune-up service. Ac- 
cording to the manufacturer, Harvey E. 
Hanson Co., Lake Blvd. and Commercial 
St., Paw Paw, Mich., the metal stand af- 
fords a handy place for seven Hanson 
testers: Model 2 vacuum-fuel pump tester, 
Model 14 compression tester, Model 24 


deluxe power timing light, Model 26 tach- 

ometer, Model 27 dwell-angle tester, 

Model 28 amp-volt generator-regulator 

and Model 29 ignition tester. 
ee 





RETRACTING SEAT BELT — Working 
mechanism of seat belt design with auto- 
matic retraction is shown in this view of 
unit developed by Robinson Technical 
Products, Inc., Teterboro, N, J. Mechanism 
automatically pulls the main portion of the 
belt back under the seat when the buckle 
is unfastened. One end of constant ten- 


sion spring, at right,-hooks under the-seat | - 


to the upholstery framing. Seat belt goes 
between roller and spring, left. Action 
keeps the buckles out of the way yet 
easily reached, it is said. Spring tension 
required for retracting action is so light 
there is no strain on the person wearing 


the fastened belt, it is claimed. 
see 





HOSE CLAMP TOOL — Borroughs Tool 
& Equipment Corp., 2429 N. Burdick St., 
Kalamazoo, Mich., has announced a pock- 
et-size tool for removing a hose held in 
place by a spring clamp. Called the Bor- 
roughs hose clamp tool, BT-68-10, this de- 
vice consists of a small steel tube 234 


inches long and ¥% inches in diameter, 
with an open slot through one wall 24% 
inches long. One end of the tube is 
threaded on the inside up to the slot. Into 
this threaded end of the tube fits a screw 
with the outer end forming a little crank 
handle. In use, the slot is placed so as to 
enclose the two ears of the spring type 
hose clamp, and the crank is turned with 
the fingers so that the end of the screw 
moves one ear against the other ear, 
which is held against the end of the slot, 
thus releasing the spring's grip around 


the hose. 
* * * 


Line of Luggage Designed 


To Convert to Furniture 
“lLug-a-ture,” a line of luggage 
which can be stacked in combina- 
tions to form bedroom chests, 
dressers, tables, desks or night 
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NEW PRODUCTS 


stands, has been introduced by Ma- 
tralin Co., Inc., 701 N. State St., 
Elgin, Ill. 

The company says it is ideal for 
travelling salesmen who would 
rather stack than unpack. 





ALTERNATOR PROTECTOR—An add-on 
alternator protector for battery chargers 
now in use has been announced by Allen 
Electric and Equipment Co., 2101 Pitcher 
St., Kalamazoo, Mich. Known as the Model 
40-120, it is designed for all makes of 
battery chargers, it is said. The protector 
will prevent costly damage to alternators 
when charging batteries, according to 
Allen, It prevents accidentally charging 
the battery in wrong polarity. A signal 
light indicates reverse connections, open 


or shorted circuit. 
* * * 





Chemical Line Expanded 


Newly developed starting fluid 
and windshield de-icer have been 
added to the automotive chemical 
line of Park Chemical Co., 8074 
Military Ave., Detroit 4, Mich. 

* * * 


Penetrating Oil 
Kendall Refining Co., Bradford, 
Pa., is marketing a new product 
called CML-260, which is said to 
act as a penetrant, lubricant and 
corrosion guard. 


American Sealants Co., Hartford 


11, Conn. 

The firm said that any nut or 
bolt locked with Loctite can be 
later removed with ordinary tools. 





. 





WIPER MOTOR—Everhot Products Co., 
2001 W. Carroll, Chicago, Ill., has added 
17 six and 12-volt electric windshield 
wiper motors to its automotive small mo- 
tors line. The Everhot motors provide Ford, 
Chrysler and Studebaker cars, plus Inter- 
national trucks, with exact duplicates of 
original equipment motors, it is said. The 
motors are available in single-speed, two- 
speed and variable speed, and are both 


heat and weather resistant, it is claimed. 
S55 ete 





FORD HEADERS—Headers for 1958-61 
Fords. with 352 to 390 cubic-inch engines, 
and for 1958-60 Thunderbirds have been 
announced by Hedman Muffler & Mfg. 
Co., 5743 Marilyn Place, Culver City, Calif. 
The units feature dual tubes which at- 
tach to cast iron exhaust flanges. The 
tubes come with reducers to hook up to 
stock exhaust systems. Tests are said to 
show a 10 percent, or more, horsepower 
increase at the wheels. 

ee 








SIGNAL LIGHTS—Auto Lamp Mfg. Co., 
2909 -S. Indiana Ave., Chicago 16, Ill., has 
announced the addition of a_ surface- 
mounted combination stop-tail-directional 
signal light with Class A Reflex reflector 
to its Pathfinder line of safety equipment. 
The No. 575 has one two-filament bulb, 
and was designed primarily for use on 
trucks, trailers, buses and other heavy- 
duty vehicles. The unit measures 7-1/16 
inches and 134 inches in depth, Special 
gaskets make the unit waterproof and 
dustproof, it is said. 





GAS INDICATOR TESTER — Hinckley 
Myers» Co., 28501 Mound Rd., Warren, 
Mich., has developed an instrument to 
provide quick diagnosis of gas and heat 
indicator systems for over 95 percent of 
the cars on the road. Called Fastestor, 
this gauge pinpoints faulty gas gauges, 
gas tank sending units, wiring harnesses, 
temperature gauges and engine heat 
sending units, it is said. 








* * * 


% | 


j 








SHIFT KIT—Ansen Automotive, 6317 S. 
Normandie Ave., Los Angeles, Calif., has 
introduced the Posi-Shift Jr., a kit for 
moving the shifting from the column to 
the floor. The straight-line, H-Pattern Posi- 
Shift Jr. is said to feature the shortest 
shift pattern obtainable. Designed to fit 
all cars, the assembled unit is double 
spring-loaded. 





CLEARANCE LAMP — Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago 16, Ill., 
has introduced a single-lamp, armored- 
guard clearance light to its Pathfinder line 
of safety equipment. The unit, No. 477 
flush mounts with two bolts; it wires 
through a socket requiring a %-inch hole. 
Special gaskets between lens and housing 
make the unit waterproof and dustproof. 
The lens is secured by two screws, and is 
available in red and amber. Units meas- 
ure 2% by 5% by 1% inches high, and 
are available for both six and 12-volt 
systems. 





ENGINE HEATER—A Chromalox Type 
KH electric engine heater, for prewarming 
trucks, buses and automobile engines in 
freezing weather, has been announced by 
Edwin L. Wiegand Co., 7500 Thomas Blvd., 
Pittsburgh 8, Pa. The heater connects into 


the cooling system of any gasoline or 
diesel engine, forcing warm water through 
the engine. This warming allows quick 
starting, immediate windshield defrosting 
and cab or interior warm-up and prolongs 
battery life, it is said. The heater consists 
of an aluminum heating chamber, com- 
plete with three-foot cord and plug. A 
check valve prevents interference with 
normal cooling circulation if engine is 
running, it is said. A variety of models 
are offered from 750 to 4,000 watts, and 


120 and 240 volts. 
a ie Ea 


Anti-Corrosion Coating 


A corrosion-resistant coating for 
auto springs has been developed by 
Surface Research Corp., 2901 E. 
Fourth Ave., Columbus, O. 


* * * 


Ignition Cable 


A new type of ignition cable, de- 
signed to reduce the radiation noise 
generated by spark plugs, hag been 
announced by Belden Mfg. Co., 
Chicago 80, Ill. 

* ok o* 





American Sealants Offers 
Liquid Locking Compound 


A liquid locking compound, called 
Loctite, has been introduced by 


* * * 


Windshield De-Icer 
A windshield de-icer, Kleer, is of- 
fered by Warner-Patterson Co., 600 


S. Michigan Ave., Chicago 5, IIl. 
* * * 


Driver Reminder 


Kee-See is a reminder tag that 
fits over the ignition lock and must 
be lifted before the key can be in- 
serted. The tag can bear a safety 
reminder, copy an oil change or 


|other message. G. H. Carton Co., 


8171 Chaz Place, LaMesa, Calif. 


* * * 





COVER FOR PICKUPS—A cover that con- 
verts a pickup into a panel truck has been 
developed by Midway Sales Corp., Grape- 
vine, Tex. The cover has a rear door that 
lifts so that the bed area of the pickup 
is available for many purposes. The cover 
can be locked, and provides protection 
from rain. Made of aluminum, the cover 
has a 12-volt light inside that comes as 
standard equipment. Windows are station- 
ary on the front and rear, but side win- 
dows roll out. 


FLUSHING ADAPTER —A radiator ang 
motor block flushing adapter is available 
for Hydro-Air pressure washers manutae. 
tured by D & M Products, Inc., 26 N, Roy. 
mond Ave., Pasadena, Calif. This rubber 
attachment enables the washer to be used 
for direct or reverse ‘‘pressure"’ flushing 
of radiators and motor blocks, it is said, 
Used on the trigger model washer, the 
Operator can run a normal flow of water 
through the radiator or motor block and 
by squeezing the trigger can interject gir 
which quickly blasts out loosened rust and 
corrosion. The manufacturer states, it gives 
excellent results when used with Cooling 
system cleaning compounds, it is said, 

ccm ce 





ENGINE-HEAD HOLDER—A six-position 
engine-head holder, designed to speed 
valve work, seat grinding, carbon scraping 
and other work on heads, has been mar 
keted by Clark-Feather Co., 110 Railroad 
Ave., Ft. Morgan, Colo. The unit is com- 
posed of two parts. Base part is bench 
mounted and comprises a_ tubular-steel 
holder with a six-sided, rear-holding end, 
together with the mounting base. Second 
part is a hexagon-shaped unit with ad- 
justable bracket arms and two bolts. With 
arms adjusted to head-bolt holes, the two 
holding bolts are inserted and secured 
with nuts; the six-sided unit slipped inlo 
the bench-mounted base holder and the 
engine positioned as desired for the type 
of work to be done. Position of the head 
is changed by moving the head and 
holder forward approximately two inches, 
repositioning the head and returning to 
the holding position, it is said. 





BATTERY-STARTER TESTER—A _ battery 
starter tester and battery merchandist 
has been added to its Auto-Equip aul 
motive testing equipment by Allen Electr 
& Equipment, 2101 N. Pitcher St., Kale 
mazoo, Mich. This tester is designed fo 
testing of six and 12-volt batteries, crank 
ing motors, cables, switches, connections 
and other voltage tests, it is claimed, 
has voltmeter scales of 0-3, 0-15 and a 
ammeter scale of 0-500. 

ee 


All-Purpose Adhesive 


A new adhesive described as the 
first all-purpose cement for mend 
ing plastic items, in addition 
leather, wood, china, metal, glass, 
and paper, has been announced by 
the specialties section of the Fab 
rics and Finishes Department, dt 
Pont Co., Wilmington 98, Del. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of 61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


ALBANY 


spach Auto Auction, Sale every 

tay. Prices are for sale of Oct, 9. 
While the general run of price changes was 
small, some sales touched the old time high 

res. The present Ford walkout seemed 
to strengthen the later Ford models, The 
overall picture of the market showed very 
little change from last week except a high- 
er percentage Of sales. Sold 78 cars from 
101 consignments. 
BUICK—’61 LeSabre conv., $2,800* (ps). 

760 LeSabre 4-dr., $1,925* (ps). 


CHEVROLET—’60 Impala (8) sport coupe, 
$1,810* (ps), $1,710* (ps); conv., $1,- 


720* (ps), $1,660* (ps); sport sedan, 
$1,710*; Bel Air (8) 4-dr., $1,480* 
(ps), $1,440*, $1,440* (ps), $1,410*, 


$1,405*, $1,390*, $1,345* (ps); Bel Air 
(6) 2-dr., $1,475*, $1,390*; 4-dr., $1,- 
430*, $1,425*, 2 at $1,405*, $1,375*, 
$1,350, $1,340, $1,340* (ps), $1,310, 
$1,305, $1,290, $1,285, $1,260* (ps); 
Brookwood (6) 4-dr., $1,260; 2-dr., 
$1,245; Corvair (6) 4-dr., $1,200*, $1,- 
190*, $1,090, $1,020, $985. 

*59 Impala (6) sport sedan, $1,350* (ps); 


Impala (8) conv., $1,320* (ps), $1,- 
290* (ps); Parkwood (6) 4-dr., $1,- 
175*, $1,045; Bel Air (6) 4-dr., $1,- 


005; 2-dr., $950, 2 at $920, $880, $845. 
58 Impala (8) sport coupe, $905* (ps); 
Brookwood (6) 4-dr., $860*, $680, 
$490* (ps); Nomad (8) 4-dr., $825*. 
"57 Bel Air (8) sport sedan, $730* (ps), 
$635*; Two-ten (6) 4-dr., $670; station 


station wagon 2-dr., $550. 

56 One-fifty (6) station wagon 4-dr., 
$510; Bel Air (8) sport sedan, 
(ps), $335* (ps). 

CHRYSLER—’59 Saratoga 4-dr. 
$1,515* (ps). 

’57 NY 4-dr., $830* (ps); Windsor 4-dr. 
hardtop, $635* (ps). 


hardtop, 


DeSOTO—’57 Fireflite 4-dr, hardtop, $520* 


(ps). 

’55 Fireflite 2-dr. hardtop, $285* (ps), 
$275* (ps). 

DODGE—’60 Phoenix (8) 

$1,475* (ps). 

’58 Royal (8) 4-dr. hardtop, $600* (ps). 

57 Custom Royal (8) 2-dr. hardtop, 
$655* (ps). 


4-dr. hardtop, 


’56 Custom Royal (8) 4-dr., $335* (ps), | IMPERIAL—’57 Imperial 


$225*. 
FORD—’61 Thunderbird (8) 2-dr, hardtop, 
$3,200* (ps). 
*60 Country Sedan (8) 4-dr., 
(ps); Fairlane 500 (8) 4-dr., 


$1,350* 
$1,180", 


$425* 


@ 1961, by Automotive News 


090; Custom (8) 4-dr., $1,140*. 

59 Galaxie (8) conv., $1,040* (ps), 
$960* (ps); Country Sedan (6) 2-dr., 
$1,015*; Fairlane (8) 2-dr., $930*; 4- 
dr., $840*; Custom 300 (8) 2-dr., 
$655*. 

’58 Fairlane 500 (8) 2-dr., $755*; 4-dr. 
Victoria, $650* (ps); Country Squire 
(8) 4-dr., $700* (ps), $560* (ps); 
Country Sedan (8) 4-dr., $600*; Fair- 
lane (8) 2-dr, Victoria, $555* (ps). 

’57 Country Sedan (8) 4-dr., $560; Fair- 
lane (8) 4-dr., $365*; Fairlane 500 (6) 
2-dr. Victoria, $290*; Custom (6) 2- 
dr., $190*. 

56 Fairlane (8) conv., $260*%; 2-dr., 
$255* (ps); Main (6) 4-dr., $145*. 


2-dr. hardtop, 
LINCOLN — $1,920* 
). 


(ps 
’56 Premiere 2-dr, hardtop, $355* (ps). 
MERCURY—’59 Monterey 2-dr. hardtop, 


$950* (ps). 
‘59 Premiere 4-dr., 


39 


’58 Montclair 4-dr. hardtop, $775* (ps); 
Monterey 2-dr. hardtop, $655*. 

’57 Montclair 4-dr., $560° (ps); Mon- 
terey 4-dr., $525* (ps); 2-dr., $450°; 
Commuter 4-dr., $170* (ps). 


'56 Monterey conv., $295* (ps); 4-dr. 
hardtop, $295* (ps). 
OLDSMOBILE—’'61 (98) convy., $2,575* 


(ps). 

60 (88) 4-dr., $1,555* (ps); (88) Super 
2-dr. Holiday, $1,565*. 

"59 (98) 4-dr. Holiday, $1,475* (ps). 

"5S (98) 4-dr. Holiday, $1,000* (ps); (88) 
4-dr. Holiday, $1,055* (ps); (88) Super 
4-dr. Holiday, $940* (ps). 

57 (98) 4-dr., $785* (ps); 4-dr. Holiday, 
$585* (ps). 

’56 (88) 2-dr. Holiday, $350*, $200* (ps). 
PACKARD—'56 4-dr., $185* (ps). 
PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 

$1,490* (ps); 2-dr. hardtop, $1,360* 
(ps); Valiant (6) Suburban 4-dr., $1,- 
095*; 4-dr., $1,050*, $960. 

‘59 Suburban (8) 4-dr., $1,010* (ps), 
$630* (ps); Belvedere (8) 4-dr., $1,- 
000*; Savoy (8) 4-dr., §$775*. 

’58 Savoy (8) 2-dr. hardtop, $410*; 2- 
dr., $375*, 

’57 Belvedere (8) 4-dr., $575*; Belvedere 
(6) 4-dr., $155* (ps); Plaza (8) 4-dr., 
$375; 2-dr., $220*, 

’56 Suburban (8) 4-dr., $310*; Belvedere 
(8) 2-dr. hardtop, $225*; Savoy (8) 2- 


dr., $180. 
PONTIAC—’60 Bonneville conv., $2,150* 
(ps); Catalina (8) 2-dr., $1,300*. 
’59 Bonneville sport coupe, $1,790* (ps). 
'58 Chieftain 2-dr. Catalina, $885*. 
°57 Chieftain 2-dr. Catalina, $500* (ps). 
RAMBLER—’60 Rebel (8) station wagon 
4-dr., $1,375* (ps). 
’58 Super (6) station wagon 4-dr., $850*. 
’55 (6) station wagon 4-dr., $105*. 
MISCELLANEOUS—’58 Dodge (8) %-ton 
panel, $280*. 
’57 Chevrolet (6) delivery sedan, $210. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Oct. 10. 

BUICK—’59 Electra 4-dr. hardtop, $1,785* 
(ps); LeSabre 2-dr, hardtop, $1,710*, 
$1,535* (ps). 

’58 Special 2-dr. Riviera, $1,000* 

Century 2-dr, Riviera, $785* (ps) 
’57 Century 2-dr. Riviera, $765* (ps); 
Special 4-dr. Riviera, $640*; 4-dr., 
$455*; Super 4-dr. Riviera, $570* (ps). 
’56 Century Estate Wagon, $585* (ps); 
2-dr. Riviera, $535* (ps); Special 
conv., $545* (ps); RM 2-dr. Riviera, 
$495* (ps); Super 4-dr., $380* (ps). 

*55 Century 2-dr. Riviera, $505*, $400*; 

Special 4-dr. Riviera, $410* (ps), $300* 
(ps); Super 2-dr, Riviera, $390* (ps), 
$290* (ps). 


(ps) ; 


FJ Mea Ske geek” (ee); 4-00 wagon 4-dr., $550* (ps): Two-ten (8) $1,070*; Falcon (6) 4-dr., $1,160*, $1,- $1,285* (ps). (Continued on Page 42, Col. 1) 
$650*, $630* (ps); Super 4-dr. Riviera, 
$500* (ps). 


56 Super 2-dr. Riviera, $450* (ps). 
'55 Special 2-dr., $250. 
CADILLAC—’58 (62) 4-dr. 

450* (ps). 

'57 (62) conv., $1,135* (ps). 
CHEVROLET—’'61 Impala (8) sport coupe, 
$2,240; Bel Air (8) sport coupe, §$2,- 
030*; Bel Air (6) 2-dr., $1,710; Cor- 
vair (6) 2-dr., $1,890*; 4-dr., $1,325*. 

60 Bel Air (8) 4-dr., $1,525*, $1,500* 
(ps), $1,485*, $1,400* (ps); Bel Air 
(6) 4-dr., $1,325*; Corvair (6) 4-dr., 
$1,080. 

59 Parkwood (8) 4-dr., $1,350* 
Biscayne (8) 4-dr., $1,040*, 

’58 Nomad (8) 4-dr., $1,050* (ps); Yeo- 
man (8) 2-dr., $790*; Bel Air (8) 4- 
dr., $700* (ps); Biscayne (8) 2-dr., 
$675*; Delray (6) 2-dr., $650. 

‘57 Two-ten (6) station wagon 4-dr., 
$775*; 4-dr., $765*; 2-dr., $700; Two- 
ten (8) station wagon 4-dr., $480*; 
One-fifty (6) station wagon 2-dr., 
$765*. 

56 Two-ten (8) station wagon 2-dr., 
$485*; Two-ten (6) 4-dr., $420, $385*, 
$220; Bel Air (8) 2-dr., $430*. 


hardtop, $1,- 


(ps); 





ALABAMA MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 


NEW JERSEY NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








JOHNSON AUTO 


Minutes from New York City 
AUCTIONS 
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——~s Windsor 4-dr., $1,100* Huntsville, Ala.—Friday eres «i TER AKRON—A-1 Auto Auction, U.S. 224, 
ot. reeer t-te, 91,000 i 100% Insured—Neo Registration Fee PL 3-6643, Titles, Checks guaran- 
, oya -dr., ° : 
) EDSEL—'58 Villager 4-dr.. $440* (ps), Aptco teed. Ea. week, Tues., Thurs., 12:30. 
PORE Ta or Coaches Ore 
. Ps); oun edan -ar., 
(ps); Custom 300 (8) 4-dr., COLORADO DETROIT'S PENNSYLVANIA 


$1,170* 
86 





Oldest, Largest and Very Best 
Colorado Auto Auction Wednesday at Noon 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i A tco 
SALE EVERY TUESDAY 19241 Dix—Toledo Highway—Route 25 
11:00 A.M. Just / mile from Detroit City Limits 
George A. Lamb Norman Early MELVINDALE, MICHIGAN 


t 
Seen 5 Soe PHONE: DUnkirk 3-0150 


MILL NACE, General Manager 


0. 

"58 Fairlane 500 (8) 4-dr., $830* (ps); 
Fairlane (8) 2-dr., $750*; Country Se- 
dan (8) 4-dr., $675; Country Squire 
(8) 4-dr, (9 pass.), $650*; Custom (6) 
2-dr., $625. 

57 Fairlane 500 (8) 4-dr., $650*; Coun- 
try Sedan (6) 4-dr., $530. 

56 Country Squire (8) 4-dr. (9 pass.), 
$325*; Fairlane (8) 2-dr., $225*; 2-dr. 
Victoria, $160*. 

MERCURY—’57 Monterey 2-dr. hardtop, 
$610*; 2-dr., $420; Montclair 2-dr. 
hardtop, $500*, 

OLDSMOBILE—’58 (88) 4-dr., $710*. 

57 (88) 4-dr., $550* (ps). 

56 (88) 2-dr. Holiday, $225*. 

PLYMOUTH—’58 Suburban (8) Custom 2- 
dr., $450*. 

"57 Belvedere (8) 2-dr. hardtop, $620*; 
Plaza (8) 2-dr., $435; Savoy (8) 4-dr., 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
insured By 
INSURANCE AGENCY, 
Ingham, Alabama 


ALLENTOWN, PA. (in Kuhnsville) 
EVERY MONDAY AT NOON 





Dealers Only 
Write for FREE Market Reports. 








AUCTION 
Birmi 





iit : CONNECTICUT NEW JERSEY EVERY TUESDAY AT NOON! 
hey urban (8) Custom 4-dr., $320 ON ROUTE 46 


CALDWELL TOWNSHIP, N. J. 
CApito!l 8-0100 for Reservations 


NEW ENGLAND'S OLDEST 


AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 


DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


55 Plaza (6) Suburban 4-dr., $135, 
PONTIAC—’'60 Catalina 4-dr, Vista, $1,- 
725* (ps). 
58 Chieftain 2-dr., $850* (ps). 
55 Star Chief 2-dr. Catalina, $180*. 
RAMBLER—'61 American Custom (6) 
conv., $1,790 (ps). 
STUDEBAKER—’59 Regal Lark (6) 4-dr., 


N-A-D-E 


Te at 








$690. Southern Auto Sales, Inc. OVER NEW YORK 
MISCELLANEOUS—'47 Ford %4-ton pick- Warehouse Point, Conn. 
up, $145, " ZiT 1) rw AY THERE'S A PENALTY FOR 
C a erode NEW YORK STATE'S OLDEST BEING BIG! 
‘ALDWELL, N. J. FLORIDA EVERY WEEK tad NATIONALLY KNOWN , 
! Skyline Auto Auction. Sale every Tues- DAYTONA BEACH — Florida Auto Junction of Penna. and N J Turnpikes ‘TIM ANSPACH INC. People seem to expect more from a 


day. Prices are for sale of Oct. 10. Market 


ay. Route 206 South 
sliding on late model cars, ’59 and older 


Exit 7, N. J. Turnpike 


: : 2 COCCI La ae : 
Auction. City Airport. Tues., 10 age mda et pashhe ‘eae teil big man. 





oe See rene Gamand, Sela 301 A.M. Dealer-owned. Dealers only. Albany 5, N. Y. The aes is. ee + egg 
' BNO 60 eee. : Every Monday — I! O'Clock + . . and we're the largest in the 
600° ~~ 2-dr. hardtop, $1, 80 car sale average world. 


All Titles and Checks Guaranteed 


‘59 LeSabre 2-dr, hardtop, $1,480* (ps), Our customers have come to ex- 


— (ps); Invicta conv., $1,125* Overstocked? Inventory Unbalanced? pect four-year title guarantees, auction 

58 Century 4-dr., $1,010* (ps). checks and the finest in facilities and 

oT Super 4-dr. Riviera, $680* (ps), Top Heavy with Hard-to-Sell Items? service. 
; $420* faes ’ eRe 5) — Riviera, } Plan to attend next Friday's sale and 
. ‘86 Super 4-dr, Riviera, $410*: Special 2 LL learn, firsthand, why we've become the 
2-dr, Riviera, $380* (ps); 2-dr., $300* Need Some Creampuffs Fast? SL ae largest auto auction in the world. 
be capineag ar? 2-7. Riviera, $175°. . 

I—' 5 62) 2-dr. hardt 2, ° ® 
y oan te (ps), a ee, 5 Dealer auto auctions listed here hold the answer to your used-car problems. MANHEIM AUTO 
62) 2-dr., $2,125* : saat ; 

{ ‘ST (62) ae ee ee. Consult this page each week for the nation's top auto auctions. Insured Checks and Titles AUCTION, INC. 


56 (60) Special 4-dr., $650* (ps). EVERY WEDNESDAY at NOON Route 72 & Manheim, Pa. 


"4 (62) 4-dr., $450* (ps). 








When the nation’s motorists turn the key... 

... they'll agree. The new ’62’s act better. Look better. Feel better 
to drive than cars of any year. In fact they’re stepping out with more 
power per pound than any in history! 

If the new cars feel better, it’s largely because firms who supply parts 
to Detroit—working with Kaiser Aluminum —helped make each car 
lighter with aluminum. 

Aluminum engines dump the weight. Ten per cent of the 1961 cars 
have aluminum engines. You will see more of them in future cars. 
One reason: the first big die-cast aluminum engine blocks—result 
of a ten-year die-casting development program by a casting supplier, 
assisted by Kaiser Aluminum. 


A new feel in driving 


These aluminum engine blocks can dump out as much as 200 pounds 
overall weight and bring other advantages of durability, cool run- 
ning, and high production rate. Adding to a growing list of other 
aluminum parts—from transmission housings and brakes to hun- 
dreds of small items—aluminum engines are creating a lighthearted 
new breed of cars. 

Trim new metals. One of the major contributions for ’62 is victory 
in the search for dent-resistant aluminum for trim. The suppliers of 
trim guided development and factory tests of a new alloy—Kaisef 
Aluminum Alloy 5252. In the new cars Alloy 5252 delivers impact 
resistance and appearance comparable to more costly metals. Uses 
the same fasteners. Eliminates rust along trim edges. And knocks off 
still more dead weight. 











starts here! 


In each part where aluminum makes a debut in ’62, it brings light- 


ness, economy, performance . . . helps create a new feel in driving. 


Kaiser Aluminum is pleased to be at the heart of this trend. Our 
plant on the Ohio River, at Ravenswood, West Virginia, serves 
Detroit as the nearest fully integrated aluminum development and 
production center. 

For experienced assistance in any automotive engineering problem 
that involves aluminum, contact Kaiser Aluminum Automotive 
Industry Division, IBM Build- 
ing, Detroit 2, Michigan. Tele- KAISER 

phone TRinity 3-8000. 000 ALUMINUM 


¢. 
P 


Watch Kaiser Aluminum’s salute to lighthearted ‘“‘LOW CALORIE CARS” 


See Indianapolis winner Rodger Ward take the driver’s seat for a thundering 
television message up to 170 mph. He’ll be showing millions the advantages of 
lighter weight in beautiful “low calorie cars” —the slim, trim new 1962's! 


On “FOLLOW THE SUN” Sundays, ABC-TV (Channel 7 in Detroit) 











AUTOMOTIVE NEWS, OCTOBER 23, 1961 












































42 
as Parkwood (6) 4-dr., $2,325* or tes , tone e72 
(ps); Impala (8) conv., $2,370* (ps). ’ ) 2-dr. Holiday, 5* (ps); 
d-Car Auction Pri ‘“eateiae diac be At oar) © Model Breakdown Sidag fore ind Pie 
sport sedan, $1, ; r -dr., , ; esta 
Used-Car Auction Prices Si.si0r; Biscayne (6) 2-ar., $1.375:;| Of Auction Averages | #00 es 
, ; ~ar., ’ “ar. , * (ps), $440» 
$895. . Oct., 1961 Sept., Aug., (ps); 4-dr, Holiday, $530* (ps); 
"08 Impala (8), port coupe, $1,460°, Model To Date ao aa = (ps); (98) 2-dr. Hol! Lay, ae 
’ Ps); 4-dr., , ; arkw s 
(Continued from Page 39) (8) 4-dr., $1,335; Parkwood (6) 4-dr., — $2,2 $2,8 PLYMOUTH—’60 Belvedere (6) 2-4 
F $1,230, $950, $825*; Bel Air (6) 4-dr., 1,721 1,829 1,797 top, $1,140* (ps); Valiant (en 
OCADILLAC—’60 Eldorado conv., $4,150° "54 Monterey 2-dr. hardtop, $225*, $1,250*; 2-dr., $1,095, $1,040*; Bel Air 1,382 1,417 1,423 $1,040. “i . (6) 4-dr,, 
(ps); de Ville 2-dr. hardtop, $4,150 53 Monterey conv., $195° (ps). (8) 2-dr., $1,235*; Biscayne (8) 4-dr., 910 956 984 '59 Fury (8) 2-dr, hardtop, $1,2809¢ , 
(ps), $3,875* (ps); 4-dr. hardtop, $3,- OLDSMOBILE — 60 (88) 4-dr. Holiday, $1,205*; Biscayne (6) 2-dr., $1,000; 614 612 641 4-dr. hardtop, $1,000* (ps): Bel Ds); 
700* (ps); (62) conv., $3,935" (ps),| | $2,235* (ps). - Brookwood (6) 4-dr., $1,130, (6) 4-dr., $710, $675". vedere 
$3,925* (ps), $3,835 (ps), $3,685 58 (88) Super Fiseta 4-dr., $1,400 58 Biscayne (6) 4-dr., $1,050* (ps); 399 432 421 '58 Suburban (8) Sport 4-cr., gry 
(ps); 4-dr, hardtop, $3,685 £8); (60) (ps) ; (88) 2-dr. Holiday, $1,080* (ps), Parkwood (8) 4-dr., $950, $690*; Bel 329 310 320 $675*; Belvedere (6) 2-cr , 
Special 4-dr. hardtop, $3,825* (ps). : $995°. Air (8) 4-dr., $900*; 2-dr.; $820; sport 200 220 205 $410° (ps). ‘ hardtop, 
’59 de Ville 2-dr. hardtop, $3,450* (ps), 57 (98) 2-dr. Holiday, $810* (ps); conv., sedan, $800*; Bel Air (6) 2-dr., $825*; °57 Belvedere (6) 4-dr. hardto 
$3,230* (ps), $3,200* (ps), $3,000° $635* (ps); (88) Super 4-dr. Holiday, Impala (8) conv., $675* (ps). Overall Sink Waneeee esaeee saves til . 
(ps); 4-dr. hardtop, $3,250* (ps); (60) $635° (ps); (88) 2-dr. Holiday, 2 at) +57 Two-ten (8) station wagon, $740*, Average $ 992 $1,008 $1,021 $385*; Savoy (6) 4-dr., $250. ‘tr, 
hardtop, $3,115" (ps); 90 $625*; Two-ten (6) 2-dr., $700*, $510*; PONTIAC—'61 Ventura sport coupe, g. 


Special 4-dr. 
Eldorado conv., $2,750* (ps). 

'5S (60) Special 4-dr. hardtop, $2,585* 
(ps); (62) 2-dr, hardtop, $2,200 *(ps), 
$2,100* (ps). 

'57 (62) conv., $1,490* (ps); 4-dr. hard- 
top, $1,430* (ps). 

56 (62) Sedan de Ville, $1,250* (ps), 

$1,180* (ps); 2-dr. hardtop, $910* 
(ps), $835* (ps); Eldorado Seville, $1,- 
200° (ps). 
‘VROLET—’61 Impala (8) sport coupe, 
$2,430*, $2,395* (ps), $2,200* (ps); 
conv., $2,400* (ps); sport sedan, $2,- 
335* (ps); Corvair Monza (6) 2-dr., 
$1,895; Corvair 700 (6) station wagon, 
$1,780*, $1,750*. 

*60 Corvette (8) conv., $2,600; Nomad 
(8) 4-dr., $2,235* (ps); Impala (8) 
sport coupe, $2,220* (ps), $2,010, $1,- 
950, $1,910* (ps); Parkwood (8) 4-dr., 
$1,760; Bel Air (8) 4-dr., $1,685* 
(ps); Corvair 700 (8) 4-dr., $1,425*; 
Corvair 500 (6) 4-dr., $1,000. 

’59 Impala (8) sport coupe, $1,675*; 
sport sedan, $1,510* (ps); Parkwood 
(6) 4-dr., $1,420; Bel Air (8) 2-dr., 
$1,395* (ps), $1,305* (ps); 4-dr., $1,- 
280° (ps), $1,280*; Biscayne (8) 2-dr., 
$1,275; 4-dr., $1,035*; Biscayne (6) 4- 
dr., $1,160; Brookwood (8) 4-dr., $1,- 
235; Brookwood (6) 2-dr., $1,125. 

"58 Corvette (8) conv., $1,850*, $1,825*; 
Bel Air (8) sport coupe, $1,260*; sport 
sedan, $800*; Brookwood (8) 4-dr., 
$1,160* (ps); Impala (8) sport coupe, 
$1,110*, $1,080*; Yeoman (6) 2-dr., 

; $925* (ps); Delray (8) 2-dr., $915*. 

°57 Corvette (8) conv., $1,530; Bel Air 
(8) sport coupe, $1,105*, $1,040* (ps); 
conv., $1,035* (ps); sport sedan, 
$845*; Two-ten (8) station wagon, 
$945°; 4-dr., $800*, $560*; sport coupe, 
$735* (ps); 2-dr., $725*; Two-ten (6) 
2-dr., $735. 

’56 Bel Air (8) sport coupe, $765*; conv., 
$765*; sport sedan, $560* (ps), $485*; 
Bel Air (6) 2-dr., $630*; Two-ten (8) 
station wagon, $685*, $435*; 2-dr., 
$510; Two-ten (6) 2-dr., $485; One- 
fifty (6) 2-dr., $525; utility sedan, 
$325; One-fifty (8) 4-dr., $345. 

’55 Bel Air (8) sport coupe, $820*, $610*, 
$535*; station wagon, $605*; 4-dr., 
$535, $425*, $360* (ps); 2-dr., $535*; 
Two-ten (8) Delray, $535*; 4-dr., 2 at 
$410, $290, 

°54 Bel Air station wagon, $400* (ps); 
sport coupe, $285*; Two-ten 2-dr., 
$260°*. 

’53 Bel Air sport coupe, $250* (ps). 

’52 Deluxe 4-dr., $155*. 

*50 Deluxe 4-dr., $175. 

CHRYSLER — ’60 (300F) 2-dr, hardtop, 
$3,600*, $3,280*; NY 4-dr. hardtop, 
66: 


$2,665. 
’57 NY 4-dr. hardtop, $1,075* (ps). 

56 NY 4-dr., $705* (ps). 

’54 NY 4-dr., $240* (ps). 

’52 NY 2-dr, hardtop, $175* (ps). 

DeSOTO—’59 Firesweep 2-dr. hardtop, $1,- 
270* (ps). 
’57 Fireflite 2-dr. hardtop, $870. 
DODGE—’59 Coronet (8) 2-dr., $995*. 

’58 Custom Royal (8) 4-dr., $890*. 

’57 Custom Royal (8) 4-dr, hardtop, 
$800* (ps), $700* (ps), $660* (ps); 
Coronet (8) 2-dr. hardtop, $730* (ps); 
4-dr., $535* (ps). 

’55 Royal (8) 2-dr. hardtop, $400*, $335* 


(ps). 
’53 Coronet (8) 4-dr., $170. 
EDSEL—’58 Bermuda 4-dr., $785* 
Ranger 4-dr. hardtop, $600* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,005* (ps), $3,875* (ps), $3,600* 
(ps); Galaxie (6) 2-dr., $1,700. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
950* (ps), $2,835* (ps); Galaxie (8) 
starliner, $1,840* (ps); Falcon (6) 4- 
dr., $1,330, $1,215; 2-dr., $1,300*; 
Fairlane 500 (8) 4-dr., $1,185, 

59 Thunderbird (8) conv., $2,385* (ps); 
2-dr. hardtop, $2,350* (ps); Country 
Sedan (8) 4-dr., $1,505* (ps); Galaxie 
(8) conv., $1,435* (ps); 2-dr. Victoria, 
$1,435* (ps); 2-dr., $1,400* (ps); Fair- 
lane (8) 4-dr., $1,135* (ps), $1,115* 
(ps), $1,110* (ps); Custom 300 (8) 4- 
dr., $900*, 

58 Thunderbird (8) 2-dr, hardtop, $2,- 
000* (ps), $1,790* (ps), $1,735* (ps); 
Fairlane 500 (8) conv., $1,000* (ps), 
$750* (ps); 2-dr. Victoria, $940* (ps); 
skyliner, $900* (ps); 2-dr., $810*; 
Ranch Wagon (6) 2-dr., $635*. 

‘57 Thunderbird (8) conv., $1,950*, 
750*; Country Sedan (8) 4-dr. 
Pass.), $810*; (6 pass.), $700*; 
lane 500 (8) 2-dr. Victoria, $770*, 
$710*, $595 (ps); conv, $735; 4-dr., 
$710* (ps); 2-dr., $510* (ps); Fairlane 
(8) 2-dr. Victoria, $600*; Custom 300 
(8) 2-dr., $495. 

°56 Fairlane (8) 2-dr. Victoria, $585; 4- 
dr., $495* (ps), $285*; conv., $445* 
(ps); Country Sedan (8) 4-dr, (9 
pass.), $540*, $310*; (6 pass.), $450*, 
$420*. 

"55 Fairlane (8) 2-dr. Victoria, $415, 
$390*; 4-dr., $215*; Country Sedan (8) 
4-dr., $335* (ps); Main (6) 2-dr., 
$225. 

’54 Ranch Wagon (8) 2-dr., $205; Main 
(8) 2-dr., $175, 

’53 Main (8) 4-dr., $140; Custom (8) 2- 
dr., $125*. 

IMPERIAL — ’59 LeBaron 4-dr. 
$2,490* (ps), $2,350* (ps). 
LINCOLN—’59 Continental Mark IV conv., 

$2,700* (ps). 


(ps) ; 


hardtop, 


’57 Continental 2-dr, hardtop, $3,300* 
(ps). 

’56 Premiere 2-dr, hardtop, $845* (ps), 
$735* (ps). 

’54 Capri 2-dr. hardtop, $265. 

’41 Continental 2-dr., $550. 

MEROURY—’60 Monterey 2-dr., $1,700* 

(ps). 

"58 Voyager 4-dr. (9 pass.), $1,085* 


(ps); Montclair 2-dr. hardtop, $1,085* 
(ps). 
’56 Custom station wagon, $450* (ps). 
’55 Monterey 2-dr. hardtop, $440* (ps); 
Montclair 2-dr. hardtop, $310* (ps), 
$300*, $210*, 





$590*. 

"56 (88) 4-dr. Holiday, $585* (ps). 

’55 (88) Super 4-dr. Holiday, $430* (ps); 
4-dr., $255*; (88) 4-dr. Holiday, $410*; 
2-dr, Holiday, $385*; (98) 4-dr. Holi- 
day, $410*; 2-dr. Holiday, $380* (ps). 

’54 (88) Super 4-dr., $265*. 

’52 (98) 2-dr. Holiday, $135* (ps). 


PLYMOUTH—’61 Fury (8) conv., $2,100* 


(ps). 

’60 Suburban (8) Dekixe 2-dr., $1,575*; 
Valiant 200 (6) Suburban 4-dr, (9 
pass.), $1,550*; 4-dr., $1,205; Valiant 
100 (6) 4-dr., $1,285*. 

‘58 Belvedere (8) 2-dr. hardtop, $850* 
(ps), $800* (ps), $735* (ps); Suburban 
(8) Custom 2-dr., $710*. 

‘57 Fury (8) 2-dr. hardtop, $740* (ps); 
Suburban (8) Custom 4-dr., $700* 
(ps); Belvedere (8) 2-dr. hardtop, 
$585*; 4-dr., $565*; Savoy (8) 2-dr. 
hardtop, $510*; Plaza (8) 2-dr., $410. 

’56 Fury (8) 2-dr. hardtop, $380*; Bel- 
vedere (8) 2-dr., $360; Suburban (6) 
4-dr., $350* (ps); Savoy (8) 2-dr., 
$270; Savoy (6) 2-dr., $215. 


PONTIAC—'61 Bonneville 4-dr. Vista, $3,- 
000. 


*60 Bonneville sport coupe, $2,400* (ps), 
$2,335* (ps); Catalina conv., $2,135* 
(ps); sport coupe, $2,125* (ps). 

’59 Catalina Safari 4-dr. (9 pass.), $1,- 
920* (ps); 4-dr, Vista, $1,675* (ps); 
2-dr., $1,275*. 

’58 Super Chief 4-dr. Catalina, $1,110*; 
Chieftain 2-dr. Catalina, . 

’56 Chieftain 4-dr., $330*; 2-dr. Catalina, 

*; Star Chief conv., $235* (ps). 

’55 Chieftain station wagon 4-dr., $435*; 
2-dr. Catalina, $400*, $360* (ps); Star 
Chief 4-dr., $380* (ps). 

’54 Star Chief conv., $155*. 


RAMBLER—’59 Custom (6) Cross Coun- 


try, $1,400; Super (6) Cross Country, 
$1,340*; Ambassador (8) Custom 4- 
dr., $1,310* (ps). 

'57 Custom (6) 4-dr., $695*. 


STUDEBAKER—’61 Lark (8) station wag- 


on 4-dr., $1,575. 
’59 Lark (6) station wagon 2-dr., $740*. 
’54 Commander (8) station wagon, $235. 


MISCELLANEOUS—’60 Chevrolet (8) El 


Camino, $1,820; Dodge (6) %-ton 
LWB pickup, $1,125. 

*59 Chevrolet (6) El Camino, $1,105; (6) 
¥%-ton pickup, $1,000. 

’58 Ford (6) %-ton camper, $975. 

’57 Ford (8) %-ton pickup, $685; Chev- 
rolet (8) %-ton pickup, $630; Interna- 
tional %-ton stake, $505*. 

’55 Chevrolet (8) %-ton pickup, $635; 
(6) %-ton pickup, $515*; Dodge (8) 
¥%-ton pickup, $495. 

’53 Chevrolet %-ton pickup, $260. 

"52 Willys Jeep, $400. 


FLINT 


Flint Auto Auction. Sale every Wednes- 


day Prices are for sale of Oct. 11. Sold 
198 cars from 305 consignments. 
BUICK — ’61 Electra 225 conv., 


$2,755* 
hardtop, $2,750* 
LeSabre 4-dr. 


(ps); Invicta 4-dr. 
(ps), $2,700* (ps); 
hardtop, $2,450* (ps). 

’60 Electra 225 4-dr. hardtop, $2,250* 
(ps); LeSabre conv., $2,175* (ps); 
4-dr. hardtop, $2,150* (ps); 2-dr., $2,- 
080* (ps), $2,060* (ps); 2-dr. hardtop, 
$1,970 (ps); 4-dr., $1,615*; Invicta 
2-dr. hardtop, $2,135* (ps). 

"59 LeSabre 4-dr. hardtop, $1,575*, $1,- 
430* (ps), $1,180*; 2-dr. hardtop, $1,- 
455* (ps); 4-dr., $1,440* (ps), 2 at 
$1,350*, $1,265*; 2-dr., $1,360*, $1,- 
130*; Electra 225 4-dr., $1,450* (ps). 

’58 Special 4-dr., $1,050* (ps). 

’57 Century 4-dr. Riviera, $655* (ps); 
Special 2-dr., $605*, $510*; 4-dr., 
$450*; RM 4-dr. Riviera, $585* (ps). 

’56 Century 2-dr. Riviera, $500* (ps); 
RM 2-dr. Riviera, $470* (ps); Special 
Estate Wagon, $390*. 

°55 Special 2-dr. Riviera, -$125*, $115*. 


CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
025* (ps), $4,000* (ps), $3,900* (ps). 
’59 (62) 2-dr. hardtop, $2,750* (ps); 
4-dr. hardtop, $2,600*. 
’54 (62) conv., $385* (ps). 
CHEVROLET — ’'61 Parkwood (8) 4-dr., 


SPEA Names President— 


Commencing its second year of activity 


in Detroit, the local chapter of the Sales 
Promotion Executives Assn. installed Frank 
E. Zimmerman, right, as 1961-62 president. 
Zimmerman, who is sales training director, 
Ford Motor Co., presents a “thank you” 
plaque to outgoing SPEA President R. L. 
Shugg, left, Dodge sales promotion man- 
ager. 





































Bel Air (8) 2-dr., $710*; 4-dr., $500*° 


(ps). . 
’56 One-fifty (8) station wagon, $590; 
Bel Air (8) 2-dr., $400*; sport sedan, 
$105*; Two-ten (6) station wagon, 
$365; 2-dr., $335*, $300; Two-ten (8) 
os. $200*, $155*; Two-ten (6) 2-dr., 


’52 Two-ten (8) Delray, $155*; Two-ten 
(6) 2-dr., $100. 
DeSOTO—’57 Firedome 2-dr., $465* (ps). 
ora Coronet (8) 2-dr. hardtop, 
. 
EDSEL—’58 Pacer 4-dr., $490* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hard- 
top, $3,270* (ps); Falcon (6) 4-dr., 


$1,525, 
60 Thunderbird (8) 2-dr. hardtop, $2,- 


325* (ps); Ranch Wagon (8) 2-dr., 
$1,400* (ps); Falcon (6) 4-dr., $1,- 
225*; 2-dr., $1,090, $1,070, $1,005; 


Fairlane (6) 4-dr., $1,190; 2-dr., $1,- 
140, $1,010*; Fairlane (8) 4-dr., $1,- 
170; Custom 300 (6) 2-dr., $950. 

‘59 Thunderbird (8) 2-dr. hardtop, $1,- 
880* (ps); Country Sedan (8) 4-dr., 
$1,250* (ps), $1,005, $965*; Galaxie 
(8) 4-dr., $1,200* (ps); Custom 300 
(8) 2-dr., $975*, $880*, $820*; 4-dr., 
$950; Custom 300 (6) 2-dr., $910; 4- 
dr., $900*, 

‘58 Fairlane 500 (8) 4-dr. Victoria, 
$800*; 2-dr. Victoria, $760* (ps); 
conv., $655*; Custom 300 (8) 2-dr., 
$665, $590*; Custom 300 (6) 2-dr., 
$140; Country Sedan (8) 4-dr., $550*. 

57 Country Sedan (8) 4-dr., $630*, 
$450*; Fairlane 500 (8) 2-dr., $460*; 
Fairlane 500 (6) 2-dr. Victoria, $175; 
Custom (6) 2-dr., $400; Custom (8) 
2-dr., $220; Custom 300 (8) 2-dr., 
$395. 

’56 Fairlane (8) 2-dr. Victoria, $400*; 
2-dr., $400*; 4-dr, Victoria, $165; Cus- 
tom (8) 4-dr., $280*. 

HUDSON—’56 Hornet (8) 2-dr. hardtop, 


$135*. 

LINCOLN — ’58 Premiere 4-dr., $1,250* 
(ps). 

MERCURY—’61 Comet station wagon 4- 
dr., $1,800*. 


’59 Commuter 4-dr., $1,055*, 

’57 Montclair 4-dr., $550*; 2-dr. hardtop, 
$405*; Commuter 4-dr., $515* (ps). 

’56 Monterey 2-dr. hardtop, $195*, 

OLDSMOBILE—’61 (88) 4-dr., $2,125*. 

’60 (88) Super 4-dr., $2,090*, 

"59 (98) 2-dr. Holiday, $1,615* (ps); 
(88) 2-dr. Holiday, $1,610* (ps); 4- 
=. Holiday, $1,600* (ps); 4-dr., $1,- 

. 


*58 (88) Super 4-dr. Holiday, $1,015* 
(ps); 2-dr., $910*; (98) 2-dr., $855* 


(ps). 
"57 (98) 4-dr., $760* (ps); (88) Super 


4-dr, Holiday, $475* (ps); (88) 2-dr., 
$475*. 
PLYMOUTH—’60 Valiant 100 (6) 4-dr., 
$1,215. 
’59 Suburban (8) 4-dr., $1,155* (ps); 
Belvedere (8) 2-dr., $750* (ps). 


’58 Belvedere (8) conv., $705*; 4-dr., 
0 , 


$550. 

"57 Suburban (8) 4-dr., $570* (ps); Bel- 

vedere (8) 2-dr. hardtop, $410* (ps). 

PONTIAC—’61 Bonneville sport coupe, $2,- 
705* (ps); Catalina 4-dr. Vista, $2,- 
600* (ps); 4-dr., $2,200*; Tempest 
(4) 4-dr., $1,650. 

’60 Catalina conv., $1,- 
770*, 

’59 Bonneville sport coupe, $1,750* (ps); 
4-dr. Vista, $1,690* (ps); Star Chief 
4-dr.,  $1,475*, $1,455* (ps); 4-dr. 
Vista, $1,445*; Catalina 4-dr., $1,420* 
(ps), $1,400*; 2-dr., $1,385* (ps), $1,- 


$2,000*; 4-dr., 


165* (ps). 

’58 Chieftain 4-dr. Catalina, $800*. 

’57 Star Chief conv., $910*; Chieftain 
2-dr., $510*, $395. 

’56 Star Chief 4-dr. Catalina, $350*; 
Chieftain 2-dr., $325*. 

’55 Chieftain 2-dr., $190. 

RAMBLER—’60 Super (6) station wagon, 

$1,390; 2-dr., $1,135; 4-dr., $1,050*; 
Deluxe (6) 4-dr., $1,110*; American 


(6) station wagon, $780. 
’59 Super (6) 4-dr., $1,045, 
MISCELLANEOUS — ’59 Chevrolet %4-ton 
Pickup, $1,035. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 


Thursday, Prices are for sale of Oct, 12. 
Cars galore. Sharp cars still in great de- 
mand and bringing top dollar, Sold 448 
cars from 592 consignments. 
BUICK—’61 Invicta 4-dr, hardtop, $2,800* 
(ps). 
’59 Electra 4-dr. hardtop, $1,550* (ps), 
$1,295* (ps). 


’58 Special conv., $775* (ps). 

’57 Super 4-dr. Riviera, $675* (ps); Spe- 
cial 4-dr. Riviera, $620* (ps); RM 2- 
dr. Riviera, $585* (ps). 

’56 Super 4-dr. Riviera, $385* (ps); Cen- 
tury 4-dr. Riviera, $470* (ps); Special 
2-dr. Riviera, $325* (ps). 

CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
430* (ps), $4,040* (ps); 4-dr. hardtop, 
$4,270* (ps); conv., $4,200* (ps); de 
Ville 2-dr, hardtop, $4,250* (ps). 

"60 (60) Special 4-dr, hardtop, $3,900* 
(ps); de Ville 2-dr, hardtop, $3,780* 
(ps), $3,760* (ps), $3,700* (ps), $3,- 
560* (ps), $3,150* (ps); (62) 4-dr. 
hardtop, $3,400* (ps), $3,385* (ps), 
$3,350* (ps); 2-dr. hardtop, $3,340* 

(ps). 
*59 (60) Special 4-dr, hardtop, $3,050* 
(ps); de Ville 2-dr. hardtop, $2,915* 
(ps); (62) 2-dr. hardtop, $2,750* (ps), 
$2,100* (ps); conv., $2,705* (ps); 4- 
dr. hardtop, $2,570* (ps), $2,500* (ps). 

’56 (62) Sedan de Ville, $800* (ps). 

’55 Eldorado conv., $400* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
335* (ps). sport coupe, $2,315* (ps), 
$2,200* (ps); sport sedan, $2,035* (ps), 
$1,925* (ps); Impala (6) sport coupe, 
$2,050, $2,010*, $1,725. 

"60 Impala (8) sport sedan, $1,910* 
(ps), $1,905* (ps); sport coupe, $1,- 
800* (ps), $1,690* (ps); 4-dr., $1,725* 






































(ps); Impala (6) sport sedan, $1,745*; 
sport coupe, $1,740*; conv., $1,684* 
(ps), $1,550* (ps); Bel Air (6) 4-dr., 
$1,680* (ps); 2-dr., $1,560*, $1,425°; 
Bel Air (8) sport sedan, $1,650, $1,- 
600* (ps); 4-dr., $1,615* (ps), $1,- 
610* (ps); Brookwood (6) 4-dr., $1,- 
450; Corvair 500 (6) 2-dr., $975*. 

’59 Impala (8) sport coupe, $1,525, $1,- 
350* (ps); conv., $1,150* (ps); Impala 
(6) sport coupe, $1,275; sport sedan, 
$1,275; Kingswood (6) 4-dr., $1,355; 
Bel Air (6) 4-dr., $1,155; Brookwood 
(6) 4-dr., $1,135*; Biscayne (6) 4-dr., 
$1,125; 2-dr., $1,035, $1,025*, $1,015*, 
$1,000. 

’58 Impala (8) sport coupe, $1,335* (ps), 
$1,050*, $820*; Impala (6) sport coupe, 
$715*; Brookwood (6) 4-dr., $1,100*; 
Brookwood (8) 4-dr., $1,045*; Nomad 
(8) 4-dr., $970* (ps); Bel Air (8) 4- 
dr., $920; sport sedan, $885* (ps); 
Delray (6) 2-dr., $625. 

’57 Bel Air (6) sport coupe, $650*, 
$505; Two-ten (6) 2-dr., $650°*. 

55 Bel Air (8) 2-dr., $285*, $270*. 

CHRYSLER—’60 Saratoga 2-dr. hardtop, 
$2,900* (ps); Windsor 2-dr. hardtop, 
$1,850* (ps). 

55 NY 2-dr. hardtop, $250* (ps). 

DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
245* (ps); 4-dr. hardtop, $1,105* (ps). 

DODGE—’61 Pioneer (8) station wagon, 
$2,170* (ps). 

’60 Polara (8) 2-dr. hardtop, $1,585* 
(ps); 4-dr. hardtop, $1,525* (ps); 
Pioneer (8) 4-dr., $1,405* (ps); Mata- 
dor (8) 2-dr. hardtop, $1,265. 

’59 Custom Royal (8) 2-dr, hardtop, 
$1,220* (ps); Coronet (8) 2-dr. hard- 
top, $1,100* (ps). 

’55 Coronet (8) 4-dr., $310*. 

EDSEL—’60 Ranger 4-dr., $910*. 

’58 Ranger 4-dr., $265. 

FORD—’61 Thunderbird (8) conv., $3,435* 
(ps); 2-dr. hardtop, $3,215* (ps); Gal- 
axie (8) Starliner, $2,100* (ps); Fair- 
lane (8)- 2-dr., $1,650; 4-dr., $1,465*; 
Falcon (6) 2-dr., $1,510. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
580* (ps); Galaxie (8) Starliner, $1,- 
595* (ps); conv., $1,500* (ps); 4-dr. 
Victoria, $1,425* (ps), $1,400* (ps); 
Ranch Wagon (6) 4-dr., $1,495* (ps); 
Falcon (6) 4-dr., $1,205, $1,115; sta- 
tion wagon, $1,205; 2-dr., $1,170, $1,- 
000; Custom 300 (6) 4-dr., $1,050. 

"59 Galaxie (8) 2-dr. Victoria, $1,350* 
(ps), $1,260; 4-dr., $1,150*; 4-dr. 
Victoria, $1,000* (ps); Galaxie (6) 
2-dr. Victoria, $1,250* (ps); Fairlane 
(8) 4-dr., $1,050*; Fairlane (6) 2-dr., 
$950; Ranch Wagon (8) 2-dr., $1,035; 
Custom 300 (6) 2-dr., $980*, $900*. 

’58 Fairlane 500 (8) Skyliner, $1,015* 
(ps); conv., $695* (ps), $665* (ps); 
Custom 300 (6) 4-dr., $435. 

’57 Ranch Wagon (6) 2-dr., $620*, 
$400*; Ranch Wagon (8) 2-dr., $510*; 
Custom 300 (8) 4-dr., $425; Fairlane 
500 (8) 4-dr. Victoria, $250*.. 

IMPERIAL — ’58 Imperial 4-dr. 
$1,450* (ps); 2-dr. hardtop, 
(ps). 

LINCOLN—’60 Continental Mark V 2-dr. 
hardtop, $3,185* (ps). 

’59 Premiere 2-dr, hardtop, $1,600* (ps). 

58 Premiere 4-dr. hardtop, $1,325* (ps), 
$1.285* (ps), $1,100* (ps). 

’57 Premiere conv., $655*. 

MERCURY—’60 Colony Park 4-dr., $2,- 
100* (ps), $2.070* (ps); Monterey 2- 
dr. hardtop, $1,305* (ps); conv., $1,- 
175* (ps). 

’58 Monterey 4-dr., $700* (ps). 

’57 Commuter 4-dr., $350* (ps). 

OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$2,795* (ps); 2-dr. Holiday, $2,700* 
(ps): (88) 2-dr. Holiday, $2,600* (ps). 

60 (88) conv., $2,265* (ps). 

59 (98) conv., $1,645* (ps), $1,585* 
(ps); 2-dr. Holiday, $1,625* (ps), $1,- 
575* (ps). 

’58 (88) 2-dr. Holiday, $1,275* (ps), $1,- 
055* (ps); 4-dr., $825* (ps); conv., 
$825* (ps); (88) Super 4-dr. Holiday, 
$1.090* (ps); (98) 2-dr. Holiday, $1,- 


Three Accused 
Of U.C. Fraud 
In Detroit Area 


DETROIT. — Three Detroit-area 
men have been charged with con- 
spiracy to obtain money under false 
pretenses on used-car deals. 

Named in two-count warrants 
were Michael J. Cammarata, 42, 
and Arthur Rooney, 33, both of 
suburban Lincoln Park, and Wil- 
liam M. Kawa jr., 30, a resident of 
Trenton, another Detroit suburb. 

Patrick Crilley, 27, Detroit, was 
named as a co-conspirator but not 
as a defendant. He told police the 
other three set him up in the used- 
car business. 

Police said the case involved 100 
victims and an estimated $200,000. 
Officers said this scheme was used: 

The group would buy a car on 
which the owner still owed money 
and promise to continue the pay- 
ments until it was resold. The cars 
would be sold at auctions in Indi- 
ana and the liens would not be paid 
off. 

Police said the scheme was work- 
ed from three used-car lots, two 
in Detroit and one in Lincoln Park. 


hardtop, 
$1,350* 


400; Bonneville sport coupe, $2365 
(ps), $2,290* (ps). 7 
’60 Bonneville Safari 4-dr., $2,275 (pa); 
4-dr,. Vista, $2,060* (ps); sport coupe, 
$2,050* (ps); Catalina 4-dr. . 
$1,955* (ps); 4-dr., $1,915* (ps), $1. 
840*, $1,815* (ps); Star Chief 4-¢r 
$1,770*. " 


’59 Bonneville sport coupe, $1,645* (p,) 
$1,575* (ps); Catalina Safari 4.q' 
$1,405* (ps); 2-dr., $1,280, $1,199: 


Star Chief 4-dr., $1,400*. 
’58 Bonneville sport coupe, $1,180* (p,). 
Chieftain Safari 4-dr., $715* (ps) ' 
’56 Chieftain 2-dr, Catalina, $260*, 
RAMBLER—’61 Classic (8) Super station 
wagon, $1,850*, $1,750* (ps). 
’60 Super (6) station wagon, $1,350, fl. 
300; 4-dr., $1,250. 
’59 Ambassador (8) Super 4-dr., $1,209. 
Custom (6) 4-dr., $700. ; 
’58 Ambassador (8) Super Cross Coy. 
try, $995* (ps). 
’57 Custom (8) Cross Country, $780, 
’56 Super 4-dr., $425. - 
STUDEBAKER—’60 Lark (8) 2-dr., {1. 
100, $975; Lark (6) 2-dr., $595. 
"59 Lark (6) station wagon, $735; 4-dr, 
$640*; 2-dr., $590. 
MISCELLANEOUS — ’61 Chevrolet %-ton 
pickup, $1,350. 


WAREHOUSE POINT, CONN, 


Southern Auto Sales, Inc. Sale 
Wednesday, Prices are for sale of Oct, ij, 
BUICK — ’59 Electra 225 conv., $1,525 

(ps). 

’57 Super 2-dr. Riviera, $690* (ps), $609 
(ps), $420* (ps); Special Estate Wag. 
on, $625* (ps); 2-dr. Riviera, $47) 
(ps); RM 4-dr., $550* (ps). 

’56 Special 2-dr. Riviera, $590*, $500", 

CADILLAC—'59 (62) 4-dr. hardtop, §2- 
910* (ps). 

’58 (62) 4-dr., $1,575* (ps). 

’57 (62) 4-dr. hardtop, $1,185* (ps), 

"56 (62) 4-dr., $950* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 

$2,275* (ps). 

’60 Impala (8) sport sedan, $1,850* (ps), 
$1,780* (ps), $1,740* (ps); Brookwoo 
(6) 4-dr., $1,680*; Bel Air (8) 4-dr, 
$1,565* (ps), $1,500*, $1,490*, $1,450"; 
Bel Air (6) 4-dr., $1,550*, $1,525', 
$1,450* (ps), $1,450*, $1,410, $1,400", 
$1,375, 2 at $1,300, $1,250* (ps); Cor 


vair 700 (6) 4-dr., $1,225, $11, 
$1,110. 
Air (6) sport sedan, $1,345*; 


, $1,150* (ps); Bel Air (8) 4dr, 
$1,200* (ps); Impala (6) conv., $1,340" 
(ps); Biscayne (8) 4-dr., $1,125*; Bis 
cayne (6) 4-dr., $1,070* (ps), $930; 
Brookwood (8) 4-dr., $1,120*. 

’58 Bel Air (8) sport coupe, $910* (ps); 
Yeoman (6) 2-dr., $800; Biscayne (6) 
2-dr., $780*. 

’57 Bel Air (8) 2-dr., $800*; Two-ten 
(6) station wagon, $780, $700*; One 
fifty (6) 2-dr., $630. 

756 Two-ten (6) 2-dr., $485. 

CHRYSLER—’59 Windsor Town & Country, 
$1,555* (ps). 

DeSOTO — ’57 Adventurer 4-dr. hardtop, 
$675* (ps). 

DODGE—’57 Suburban (8) 2-dr., $537*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,160* (ps). 
’60 Thunderbird (8) 2-dr. hardtop, %- 
625* (ps); Galaxie (8) 4-dr., $1,420" 


(ps), $1,330* (ps); Falcon (6) 2-it, 

$1,150; Fairlane 500 (6) 2-dr., $1,0%. 
’59 Galaxie (8) 2-dr. Victoria, $1,310°; 

Custom 300 (6) 2-dr., $850. 

*58 Custom 300 (8) 4-dr., $900* (ps), 
$735*; 2-dr., $580* (ps). 

’57 Fairlane 500 (8) 4-dr. Victoria, $800" 
(ps); Country Sedan (8) 4-dr., $450"; 
Fairlane (8) 2-dr. Victoria, $365* (ps); 
Custom 300 (8) 2-dr., $350, $300; Cus 
tom 300 (6) 4-dr., $300*. 

’56 Fairlane (8) 4-dr., $550*, $425*. 

’55 Fairlane (8) 2-dr. Victoria, $200°. 

LINCOLN—’58 Capri 2-dr. hardtop, $1,090 


(ps). 
’57 Premiere 4-dr., $885* (ps). 
MERCURY—’61 Comet 2-dr., $1,480*. 


’58 Colony Park 4-dr., $730* (ps); Mon- 
terey 2-dr., $650. : 
57 Turnpike Cruiser 4-dr. hardtop, $55! 
(ps); Monterey 4-dr., $475*. 
OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,500* (ps); (88) 4-dr., $1,390* (ps); 
4-dr. Holiday, $1,200* (ps). 
BT (88) 2-dr, Holiday, $750* (ps); (%) 
2-dr. Holiday, $525* (ps). 
’56 (88) 4-dr. Holiday, $470* (ps). 


55 (88) 4-dr., $375* (ps); (98) 4 
Holiday, $210* (ps), 2 at $195* (PS). 
PLYMOUTH—’60 Valiant 100 (6) 4:tf 
$1,050. 
’59 Savoy (8) 4-dr., $1,160*; Suburbat 
(6) Deluxe 4-dr., $775*. 


’58 Suburban (6) Deluxe 4-dr., $420. 
’5T Belvedere (8) conv., $500*. 
’56 Savoy (8) 4-dr., $240*. 7 
PONTIAC—’61 Catalina 4-dr. Vista, %- 
425* (ps). 
’59 Catalina 4-dr. Vista, $1,550* 
’58 Chieftain 2-dr., $635* (ps). : 
’56 Chieftain 4-dr. Catalina, $215* (ps) 
4-dr., $150*. ; 
’55 Chieftain 2-dr. Catalina, $150*, $108". 
RAMBLER — ’60 Ambassador (8) 44 
(police), $675. 
’58 American (6) 2-dr., $585. 
’56 Custom Cross Country, $400 


(ps 





MISCELLANEOUS—’60 International ve 
$600. ‘ 
55 Chevrolet (6) delivery sedan, $115. 


’53 Chevrolet 4-ton pickup, £160. 


WEST PALM BEACH, FLA 


West Palm Beach Auto Auction, S#l 


every Thursday. Prices are for sale 
vas 


Oct. 12. Selection of clean units 
as prices held steady. 
BUICK—'59 Invicta 2-dr, hardtop, $1,500 § 
(ps); 4-dr. hardtop, $1,200" | (am 
(ps); 


Electra 225 conv., $1,485* 
Sabre 4-dr., $1,150* (ps). 
’58 Limited 4-dr. Riviera, $1,100 


(Continued on Page 43, Col, 1) 
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ir. Riviera, $625* (ps); Spe- 





eel - Riviera, $600* (ps); 4-dr. 
tera. $560* (ps). 
‘as prec! \conv., 2 at $300* (ps), $280* 
me 435* (ps) 
»@ 2-dr. Riviera, $ ps), 
Sse; Abs $320* (ps); Century 4- 
iviera, $400*. 
lak npoctt 9-dr. Riviera, $265; Century 
4-dr., $190* ar TT 
53 Specia! 2-dr., ° at 86,- 
'g1 (62) 4-dr. hardtop, . 
a s). 2 at $4,450* (ps); de Ville 
- hardtop, $4,500* (ps). 
“ M0) Special 4-dr. hardtop, $3,600* 
159163) 4-dr, hardtop, 3 at $3,700* (ps), 
$2,675* (PSs), $2,420 (ps). * ; 
158 (62) 4-dr. hardtop, $1,620* (ps); 
vi ° Ss). 
Coupe de Ville, $1,620* (ps) — 


, 9) 4-dr, hardtop, $1,150* 
we o10° (ps); Sedan de Ville, $1,- 
015* (ps); 2-dr. hardtop, $1,000; El- 
conv., $1,060* (ps). 
ep ce3) Sedan de Ville, $860* (ps); 
Coupe de Ville, $700* (ps), $655* (ps). 
55 (62) 4-dr., 3 at $520* (ps), 2 at 
0* (ps). 
seh (42) 4-dr., $375* (ps), 2 at $310* 
(ps). 9. 
OLET—’60 Impala (8) conv., - 
ag (ps); sport sedan, $1,860* (ps); 
Biscayne (6) 2-dr., $1,280, 2 at $1,- 


220. 
, ala (8) sport coupe, $1,415*; Bis- 
Mees (8) 4-dr., $1,025*; Brookwood 
(6) 2-dr., 2 at $1,005, $950. 
158 Impala (8) sport coupe, $930 (ps); 
Bel Air (8) sport sedan, $855*; Yeoman 
(6) 2-dr., $850*; Biscayne (8) 2-dr., 
$745*; Brookwood (8) 4-dr., $700 i 
57 Bel Air (8) sport sedan, $835*; conv., 
$750*; Bel Air (6) 2-dr., $600, $560*; 
Two-ten (8) station wagon 4-dr., $785; 
Two-ten (6) station wagon 4-dr., 
$625”. 5 ; ‘ 
56 Bel Air (8) conv., $665* (ps); 4-dr., 
$615*; Two-ten (6) 2-dr., $470; 4-dr., 


460. 
+58 Bel Air (8) conv., $535* (ps), 2 at 


10* (ps). 
CHRYSLER _-’60 Saratoga 4-dr., $2,020* 


DeSOTO_’55 Firedome 2-dr. hardtop, $355* 
(ps). 

" edome 4-dr., $205* (ps), 2 at 

ve cae (ps); Powermaster 4-dr., $120*. 

53 Firedome 4-dr., $100*. 

DODGE—’60 Seneca (8) 4-dr., $990. 

*58 Coronet (8) 4-dr., $655* (ps). 

*57 Coronet (8) 4-dr., $550* (ps). 

56 Coronet (8) 2-dr., $240*. 

*55 Custom Royal (8) conv., $175*. 

54 Royal (8) 2-dr. hardtop, $355* (ps). 
EDSEL—’58 Pacer (8) conv., $630* (ps). 
FORD—’61 Falcon (6) station wagon 2- 

dr., $1,510; 4-dr., $1,410. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
510* (ps); conv., $2,460 (ps); Country 
Sedan (8) 4-dr., $1,430* (ps); Fairlane 
500 (6) 2-dr., $1,220*; Falcon (6) 2- 
dr., $1,160, $960. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
190* (ps), $2,090* (ps); conv., $1,910* 
(ps); Galaxie (8) conv., $1,385* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,030 
(ps); Custom 300 (8) 4-dr., $915*; 
Custom 300 (6) 4-dr., $770*, $725*; 
Ranch Wagon (8) 4-dr., $650*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
750 (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $700* (ps); Country Sedan (8) 
4-dr., $565* (ps). 

‘57 Thunderbird (8) conv., $1,500* (ps) ; 
Fairlane (8) 2-dr. Victoria, $575*; 2- 
dr., $560* (ps); 4-dr., $475* (ps); 
Country Sedan (8) 4-dr., $475*; Ranch 
Wagon (6) 2-dr., $450*; Ranch Wagon 
(8) 2-dr., $415*; Fairlane 500 (8) 2- 
dr. Victoria, $355*, 2 at $250*. 

’56 Custom (8) 4-dr., $425*; Fairlane (8) 
conv., $410*; Country Sedan (8) 4-dr., 
$255*; Main (8) 4-dr., $245*. 

’55 Custom (8) 4-dr., $290*; 2-dr., $195* 


(ps). 

’54 Main (8) 2-dr., $200; Crest (8) conv., 
$115* (ps). 

’53 Custom (8) 4-dr., $240*; Crest (8) 
2-dr. Victoria, $210*. 

'52 Country Sedan (8) 4-dr., $145. 

'47 Custom 4-dr., $230. 

IMPERIAL—’59 Imperial 

$2,150* (ps). 

‘58 Imperial 4-dr. hardtop, $1,460* (ps). 


4-dr. hardtop, 


LINCOLN—’59 Capri 4-dr. hardtop, $1,- 
980* (ps). 

MERCURY—’61 Comet (6) 4-dr., $1,600*; 
2-dr., $1,450. 


"60 Comet (6) 4-dr., $1,285*. 

"58 Park Lane 4-dr. hardtop, $905* (ps). 

*57 Montclair 4-dr. hardtop, $550* (ps), 
2 at $455* (ps); Monterey 2-dr. hard- 
top, $550*; 4-dr., $415* (ps). 

"55 Monterey station wagon, $145* (ps). 

’54 Monterey 4-dr., $190*; station wag- 
on, $150; Custom 4-dr., $115*. 

OLDSMOBILE — '60 (88) 4-dr. Holiday, 

$2,250* (ps). 

*59 (88) 4-dr., $1,290. 

58 (98) 4-dr. Holiday, $935* (ps). 

"57 (88) conv., $735* (ps); (98) 4-dr. 
Holiday, $610* (ps). 

’56 (88) 2-dr. Holiday, $525, 2 at $375*. 

"55 (88) 2-dr. Holiday, $510* (ps). 

PLYMOUTH—’59 Suburban (8) Deluxe 4- 

dr., $990*; Savoy (6) 4-dr., $660*. 

58 Plaza (6) 2-dr., $600. 

’BT Plaza (6) 4-dr., $400*. 

’56 Plaza (6) 4-dr., $350; Belvedere (8) 
4-dr., 2 at $340*, $315*; Belvedere (6) 


4-dr., $205*. 
"55 Savoy (8) 4-dr., $200*; Plaza (6) 
4-dr., $165. 
PONTIAC—’61 Catalina 4-dr. Vista, $2,- 


600* (ps); Tempest (4) 2-dr., $1,650. 
*59 Catalina 4-dr., $1,465* (ps), 
"58 Star Chief 4-dr. Catalina, 
Chieftain 4-dr., $590* (ps). 
"36 Chieftain 4-dr. Catalina, $450*, 
55 Chieftain station wagon, $365* (ps), 
$230*; 4-dr., $250*. 
"54 Star Chief conv., $250* (ps). 
53 Chieftain 2-dr., $140*. 
RAMBLER ‘60 American (6) 2-dr., $880. 
59 American (6) station wagon, $700; 
: Super (6) 4-dr., $565. 
58 Super (6) 4-dr., $625. 
STUDEBAKER—’ 60 Lark (6) 
075°. 
MISCELLANEOUS—'61 Ford (6) Falcon 
; Ranchero, $1,225. 
59 Chevrolet (8) El Camino pickup, 
9925; Ford (6) Ranchero, $910. 
‘58 Ford (8) Ranchero, $690*. 
57 Dodge (8) D100 pickup, $410; Ford 
; (6) Courier panel, $300. 
56 Ford (8) F-100 %-ton pickup, $550; 


$855*; 


conv., $1,- 


U'sed-Car Auction Prices 


(Continued from Page 42) 
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International (6) 
$110; 2-dr., $200. 


DOTHAN, ALA. 


The Auto Auction. Sale every Wednesday. 
Prices are for sale of Oct, 11. Had good 
consignments of automobiles but not enough 
clean late models. Prices seem to be down 
considerably since new cars came on mar- 
ket. 

BUICK—’58 Special 2-dr. 
4-dr., $535* (ps). 

’57 Special 4-dr., $520* (ps). 

’56 Special 2-dr. Riviera, $390*. 
CADILLAC—’61 (62) 2-dr. hardtop, $4,- 

700* (ps). 

"57 (62) Sedan de Ville, $1,150* (ps). 

CHEVROLET—’61 Bel Air (8) 4-dr., $2,- 
225* (ps). 

’60 Corvair (6) 4-dr., $1,170*, 

"59 Bel Air (8) 4-dr., $950*. 

’58 Impala (8) sport coupe, $870* (ps); 

Bel Air (8) 4-dr., $625*. 

’56 Two-ten (8) 4-dr., $360*, 

CHRYSLER — ’'57 Saratoga 4-dr., $810* 


%-ton pickup, $375, 


Riviera, $620*; 


(ps). 
FORD—’61 Galaxie (8) 2-dr. Victoria, $1,- 
740. 
’60 Falcon (6) 2-dr., $1,145; Galaxie (8) 
4-dr., $1,000*. 
’59 Custom 300 (8) 4-dr., $870*, 
’57 Ranch Wagon (8) 2-dr., $540. 
’56 Custom (8) 2-dr., $240*. 
MERCURY—’57 Montclair 2-dr. 
$330*. 
’56 Monterey 4-dr., $260*. 
OLDSMOBILE—’61 F-85 4-dr., $1,900*. 
'58 (98) 2-dr. Holiday, $880* (ps). 
PLYMOUTH—’61 Suburban (8) Deluxe 4- 
di'., $1,400*. 
"57 Savoy (8) 4-dr., $300*, 
’56 Savoy (8) 4-dr., $200*. 


hardtop, 


PONTIAC—’59 Catalina 4-dr. Vista, $1,- 
360* (ps). 
’58 Chieftain 4-dr., $475*. ° 


’57 Chieftain 4-dr., $540*. 

"56 Star Chief 2-dr. Catalina, $375*; 2- 
dr., $270; 4-dr., $250*. 

MISCELLANEOUS—’61 Ford (8) C-600 

truck, $2,000. 

’59 Ford (8) 1%-ton, $860. 

’58 Dodge (8) %-ton pickup, $590. 

’56 Chevrolet (8) %-ton pickup, $360. 


MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 11. 
Prices are down slightly. Supply short on 


Albany 
Simca—’59 Elysee 4-dr., $300. 


Bordentown, N. J. 
Austin-Healey—’60 conv., $850. 
MG—’57 conv., $690*. 
Renault—’60 4-dr., $550, $530. 
Simca—’59 4-dr., $450. 

’57 station wagon 2-dr., $200. 
Volkswagen—’61 2-dr., $1,510. 

"59 2-dr., $1,175, $790, 

"56 2-dr., $530, $335. 


Caldwell, N. J. 
Austin—’54 4-dr., $105. 
Ford (English)—’57 Squire station wagon 
4-dr., $155. 
Jaguar—’62 roadster, $5,700. 
Taunus—’59 2-dr., $435. 





Chicago 
Metropolitan—’59 2-dr., $340, 


Daytona Beach, Fla. 


Volkswagen—’59 Karmann-Ghia conv., $1,- 


250. 
Detroit 
Volkswagen—’58 conv., $680. 
Dothan, Ala. 


Renault—’60 Dauphine 4-dr., $560. 
Vauxhall—'59 station wagon 2-dr., $345. 


Dyer, Ind. 
Renault—’58 4-dr., $335. 
Volkswagen—’58 2-dr., $590. 


Ebensburg, Pa. 
Renault—’59 4-dr., $450. 


Flint 
Austin—’60 3000 conv., $1,860. 
Volkswagen—’59 2-dr., $1,000. 


Fontana, Wis. 


Jaguar—'60 conv., $2,200, $2,170. 
MG—’60 conv., $1,440, $1,290. 

Mercedes-Benz—' 57 4-dr., $1,160*. 
Volkswagen—’59 Microbus, $700. 


Los Angeles 


Austin-Healey—’55 roadster, $715, $645. 
Borgward—’'57 Isabella Combi station wag- 


on, $455. 

Fiat—’59 600 station wagon 4-dr. (9 pass.), 
$235. 

Ford (English)—’56 Squire station wagon 
2-dr., $270. 


Morris—’58 Minor 2-dr., $395. 
Peugeot—’59 4-dr., $750. 
Renault—’60 Caravelle 2-dr., $1,275. 


Calif. to Regulate Sales 


Of Transmission Fluid 


SACRAMENTO.—Sale or dis- 
tribution of automatic transmis- 
sion fluid, not approved by the 
California Department of Agri- 
culture, will be a misdemeanor 
after Jan. 1. 

The amendment to the Busi- 
ness and Professions Code was 
passed during the regular session 
of the Legislature. 












whole. Retail spotty. Sold 46 cars from 85 
consignments. 
CADILLAC—’54 (62) 4-dr., $380* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 
500; Biscayne (6) 2-dr., $1,295. 
’58 Biscayne (8) 4-dr., $870*; Biscayne 
(6) 4-dr., $715, 

’57 Two-ten (6) 4-dr., $700; Two-ten (8) 

2-dr., $610*; Two-ten (6) 2-dr., $600*. 

56 Two-ten (8) 4-dr., $500; Two-ten (6) 

2-dr., $495, $365. 

’55 Bel Air (8) sport coupe, $290*, 

’54 Two-ten (6) 2-dr., $150*. 

’53 Bel Air (6) 4-dr., $150*. 
DeSOTO—’55 Firedome 4-dr., $290*. 
DODGE—’ 57 Coronet (8) 2-dr., $415*, 

’56 Royal (8) 4-dr., $400*, 

’53 Meadowbrook (6) Suburban, $100. 
FORD—'59 Fairlane (8) 4-dr., $950. 

’57 Fairlane (8) 4-dr., $475; 2-dr., $310*. 

’56 Custom (8) 4-dr. Victoria, $505*; 2- 

dr., $390; Fairlane (8) 2-dr. Victoria, 
$300*. 

’54 Fairlane (8) conv., $110*. 
MERCURY—’56 Custom 2-dr., $170*. 

’53 Custom 4-dr., $120. 
OLDSMOBILE—’58 (88) Super 4-dr., $800* 

(ps). 
’55 Super (88) conv., $255*. 
’54 (88) Super 2-dr., $215; 4-dr., $215* 


(ps). 
PLYMOUTH — ’57 Belvedere (8) 2-dr., 
$380". 
"56 Savoy (8) 2-dr., $240. 
’55 Plaza (6) 2-dr., $200. 
PONTIAC—’56 Chieftain 2-dr. 
$240* (ps). 
MISCELLANEOUS—’59 Ford i-ton stake 
truck, $1,140. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct, 13, Sold 
70 percent of 175 consignments, 
BUICK—'61 LeSabre 4-dr. hardtop, $2,465* 

(ps). 

’60 Invicta 4-dr., $1,865* (ps). 

’59 Electra 4-dr, hardtop, $1,750* (ps); 
LeSabre 4-dr., 2 at $1,140*, 

’56 Special 2-dr., $285*; 4-dr., $250*. 
CADILLAC—’55 (62) Coupe de Ville, $855* 

(ps). 

’50 4-dr., $125*. 

CHEVROLET—’61 Brookwood (6) 4-dr., 
$2,000; Corvair Monza (6) 4-dr., 2 at 
$1,900*. 

’59 Biscayne (6) 4-dr., $1,000. 

"58 Delray (6) 4-dr., $500. 

’57 Two-ten (8) 2-dr., $575, 

"56 One-fifty (8) 2-dr., $515. 

'55 One-fifty (6) 2-dr., $165*,. 
FORD—’61 Falcon (6) 4-dr., $1,575*. 

’59 Galaxie (8) 4-dr., $1,050* (ps); Cus- 

tom 300 (6) 4-dr., $650. 

’57 Fairlane (8) 4-dr., $150*. 

’56 Country Sedan (8) 4-dr., $450*; Fair- 

lane (8) 4-dr., $440, $175*. 

’55 Fairlane (8) 2-dr., $350; Custom (8) 

4-dr., $335. 
(Continued on Page 44, Col, 1) 


Catalina, 


Used Import Car Prices 





’57 Dauphine 4-dr., $455. 
Sunbeam—’57 Rapier, $585. 
Taunus—’'55 2-dr., $305. 
Volkswagen — ’56 Karmann-Ghia 2-dr., 
$750. 
’55 2-dr., $625. 
Volvo—’ 59 2-dr., $820. 
"58 2-dr., $660, $560. 
Wartburg—’60 4-dr., $195. 


Manheim, Pa. 
Austin-Healey—’'60 conv., $960. 
Fiat—’'61 2100, $1,480. 

’59 1100 4-dr., $630. 

Ford (English)—’50 4-dr., $300. 
Hillman—’59 Deluxe Minx, $510. 
Jaguar—’59 4-dr., $1,440*. 

’55 140 conv., $500. 

MG—’60 2-dr., $1,400. 

"59 roadster, $1,050. 

’57 roadster, $455. 
Mercedes-Benz—’60 526 conv., 

dr., $2,575. 

’59 190D 4-dr., $1,675. 

"54 300 4-dr., $835. 
Metropolitan—’59 2-dr., $550. 
Opel—’58 station wagon, $825. 
Porsche—’59 2-dr. hardtop, $1,700. 
Renault—’59 Dauphine 4-dr., $450. 
Simca—’60 2-dr. hardtop, $660. 

"59 4-dr., $310. 

Sunbeam—’58 2-dr. hardtop, $550. 
Triumph—’61 TR-3 roadster, $1,700. 

’57 TR-3 roadster, $965. 

Vauxhall—’59 Super 4-dr., $610. 
Volkswagen—’61 2-dr., $1,375. 

’60 Karmann-Ghia 2-dr., $1,400; 2-dr., 
$1,290, $1,250, $1,120; sunroof 2-dr., 
$1,235. 

’59 2-dr., $1,075; sunroof 2-dr., $1,000. 

’57 sunroof 2-dr., $520. 

’55 sunroof 2-dr., $500, 


Sacramento, Calif. 

Borgward—'59 2-dr. hardtop, $1,195. 

’57 2-dr., $340. 
Mercedes-Benz—’57 4-dr., $1,410. 
Renault—’59 4-dr., $580. 
Simcea—’60 Aronde 4-dr., $515. 
Toyopet—’59 Crown 4-dr., $390, $380. 

58 Crown 4-dr., $250, $225. 
Vauxhall—’58 Victor 4-dr., $280. 
Volkswagen—’57 2-dr., $650. 

"56 2-dr., $495. 


Salt Lake City 
Volkswagen—’59 conv., $1,095. 


$4,850; 4- 


Warehouse Point, Conn. 
Goliath—’59 2-dr., $105. 
Renault—’60 Dauphine 4-dr., $450. 

’59 Dauphine 4-dr., $495. 
’58 Dauphine 4-dr., $160. 


West Palm Beach, Fla. 
Austin—’59 100 conv., $1,260. 
Borgward—’58 Isabella 2-dr., $350. 

’57 Touring Sport 2-dr., $410; 
wagon, $340. 
Fiat—’59 1100 4-dr., $425. 
Ford (English)—’61 Anglia 2-dr., $780. 
’60 Escort station wagon 2-dr., $430. 
’58 Escort station wagon 2-dr., $325. 
MG—’60 MGA 1600 roadster, $1,200. 
Mercedes-Benz—’55 300 4-dr. hardtop, $3,- 
. 


station 


500°. 
Metropolitan—’59 562 2-dr., $575. 
’55 2-dr., $305. 
Morris—’59 2-dr., $425. 
Peugeot—'59 403 4-dr., $555. 
Renault—’59 Dauphine 4-dr., $465. 
Skoda—’61 conv., $490. . 
Triumph—’59 T-10 4-dr., $350. 
Volkswagen—’60 113 2-dr., $1,110. 
’55 225 Microbus, $240. 





A new feel 
in driving 
starts here 


These suppliers helped make the new '62 cars trim, light and 
powerful with Kaiser Aluminum: 


Aluminum Specialty Company 

Anderson Bolling Mfg. Co. 

Bright-O, Inc. 

Carter Carburetor Div. of Ace Industries, Inc. 


Central Metal Products 
Division of Zenite Metal Products 


C. Cowles & Company 
C. M. Hall Lamp Company 
Croname, Inc. 
Detroit Engineering & Machine Co. 
Detroit Gasket & Mfg. Co. 
Doehler-Jarvis Division of National Lead Co. 
Douglas & Lomason Co. 
Eaton Manufacturing Company— 
Stamping Division 
The Electric Auto-Lite Company 
Electro-Chemical Engraving Co., Inc. 
Firestone Steel Products Co. 
The Fox Company 
General Motors Corporation Divisions: 
A. C. Spark Plug 
Brown-Lipe-Chapin 
Central Foundry 
Chevrolet Flint Mfg. 
Delco Appliance 
Delco Radio 
Delco-Remy 
Guide Lamp 
Harrison Radiator 
Rochester Products 
Ternstedt 
The Harrington & King Perforating Co., Inc 
Hayes Industries, Inc. 
Hamill Mfg. Co., Inc. 


Jervis Corporation 
Kelsey-Hayes Co. 
Keystone Metal Moulding Co. 
Light Metals Corporation 
Lescoa, Inc. 
Lincoln Engineering Company 
Division of the McNeil Machine & Engineering Co. 
Lobdell Emery Mfg. Co. 
Metal Products Division of Thompson Industries, Inc. 
Mirror Aluminum Company 
Namco Division of Hayes Industries, Inc. 
National Decorated Metal Company, Inc. 
Northern Engraving & Mfg. Co. 
Peters Stamping Co. 
Primeweld Corp. 
Rogers Industries, Inc. 
P. R. Mallory & Co., Inc. 
Ryerson & Haynes, Inc. 
Schlegel Mfg. Co., Inc. 
Stamping Division—Chrysler Corporation 
The Standard Products Co. 
Tassell Hardware Co. 


Wagner Electric Corporation 


KAISER 
ALUMINUM 


AUTOMOTIVE INDUSTRY DIV.,|BM BLDG.,DETROIT 2, MICH.,TR. 3-8000 
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'54 Crest (6) 4-dr., $310. 
MERCURY—’55 Montclair 2-dr. 


$410. 
OLDSMOBILE—’61 (88) Super 4-dr., 


550. 
"60 (88) 4-dr., $1,905* (ps); (88) Super 
4-dr., $1,900*. 
’59 (88) 4-dr., $1,115* (ps). 
"ST (88) 4-dr., $560*. 
’55 (88) 4-dr., $200*. 
PLYMOUTH—’58 Savoy (6) 4-dr., $455. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
255* (ps). 
’55 Star Chief conv., $345* (ps); Chief- 
tain 2-dr., $190*, 
54 Chieftain 2- dr., $130. 
RAMBLER—’ 60 Custom (6) station wag- 
on, $1,500, 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday, Prices are for sale of Oct, 12. 
Sale very good, Prices held firm. Sold 85 
percent of 115 consignments. 

BUICK—’61 Special 2-dr., $1,9 

’5b9 LeSabre 4-dr., $1,380*; 


hardtop, 
$2,- 


2- ae, , $1,320* 
(ps). 
"BT PRM 4-dr, 


Riviera, $790*; Century 
2-dr, Riviera, $785*. 

56 Super 4-dr. Riviera, $600*; Special 
2-dr, Riviera, $500*; Century 4-dr. 
Riviera, $490*. 

’55 Special 2-dr. Riviera, $450*. 

CHEVROLET — ’62 Chevy II (6) 4-dr., 
$2,225*. 


"61 Impala (8) 2-dr., $2,150* (ps). 
"60 Impala (8) sport coupe, $1,985*; 


4-dr., $1,685*. 

’59 Impala (8) sport sedan, $1,575* (ps), 
$1,570* (ps); Brookwood (8) 4-dr., 
$1,155". 


$1,020*, $1,015*; 


°58 Biscayne (8) 4-dr., 
Biscayne (6) 4-dr., $795*. 

’57 Two-ten (8) sport sedan, $825*; sta- 
tion wagon, $810*; Two-ten (6) sport 
coupe, $685*; Bel Air (8) 4-dr., $750"; 
One-fifty (8) 4-dr., $600. 

’56 Two-ten (8) station wagon, $630; 
4-dr., $500*; Two-ten (6) sport sedan, 
$575*, $475; Bel Air (8) sport sedan, 
$570*. 

55 Bel Air (8) 4-dr., $325*; One-fifty 
(6) 2-dr., $220, $210. 

’54 Bel Air 4-dr., $320*. 

’53 Bel Air 2-dr., $185, $165*. 


CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,490* (ps). 
’58 NY 4-dr. hardtop, $1,080* (ps); 2- 


dr. hardtop, $780* (ps); Windsor 2-dr. 
hardtop, $690* (ps). 

*55 Windsor 2-dr. hardtop, 
DeSOTO — '57 Firesweep 2-dr. 
$650* (ps), $460* (ps). 

’56 Firedome 2-dr. hardtop, $520* (ps). 
DODGE—’57 Coronet (8) 2-dr. hardtop, 
$780*; 4-dr. hardtop, $585*; 4-dr., 

° 


’56 Coronet (8) 4-dr. hardtop, $480*. 
*55 Coronet (8) Suburban 4-dr., $295*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,350* (ps); Fairlane 500 (8) 2-dr., 


$330*. 
hardtop, 


$1,360*; 4-dr., $1,250*. 

°59 Galaxie (8) conv., $1,075*; Custom 
300 (8) 2-dr., $1,000*, $990; Ranch 
Wagon (8) 4-dr., $1,000*; Fairlane 
(8) 2-dr., $950*. 

58 Fairjane 500 (8) 2-dr, Victoria, 


Country Sedan (8) 4-dr., 


$600* (ps); 
$575*; 


$800*, $760*; 
$750*. 

’57 Fairlane 500 (8) 2-dr., 
Fairlane (8) 4-dr. Victoria, 
Custom 300 (8) 4-dr., $500. 


56 Custom (8) 2-dr., $450*; Fairlane 


(8) 2-dr., $430*; Country Sedan (8) 
4-dr., $430*. 

’55 Country Sedan (8) 4-dr., $410*; Cus- 
tom (8) 2-dr., $325*. 


’54 Ranch Wagon (6) 2-dr., $280*. 
LINCOLN—’58 Capri 4-dr., $1,200* (ps). 


PLYMOUTH—’60 Valiant (6) 4-dr., $1,195. 
"58 Belvedere (8) 2-dr., $690* (ps); 
conv., $600*. 
57 Belvedere (8) 2-dr., $510*; Savoy 
(8) 2-dr. hardtop, $475, $450*. 
’°56 Suburban (8) Custom 4-dr., $360*. 


RAMBLER—’59 Custom (6) Cross Coun- 
try, $1,010*; American (6) 2-dr., $900*. 
"57 Super (6) Cross Country, $435*; De- 
luxe (6) 4-dr., $350*. 
MISCELLANEOUS—’59 Chevrolet Apache 
¥%-ton pickup, $1,050. 
’57 Chevrolet %-ton pickup, $600, 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 11. 
BUICK—’60 Electra 225 4-dr. 
$2,570* (ps). 
’54 Century 2-dr. Riviera, $135*. 
CADILLAC—’61 (62) conv., $4,245* (ps); 
2-dr. hardtop, $4,075* (ps), $3,980* 
(ps). 
"57 (62) 4-dr. hardtop, $1,280* (ps). 
’56 (75) Limousine, $400* (ps). 


hardtop, 


Used-Car Auction Prices 
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’60 Falcon (6) 2-dr., $1,220*, $1,250, 
$1,135, $1,120, $1,110; Country Sedan 
(8) 4-dr., $1,500; Ranch Wagon (8) 
4-dr., $1,425; Galaxie (8) conv., $1,- 
575* (ps), $1,470*; 4-dr. Victoria, $1,- 
555* (ps); Starliner, $1,515*, $1,425*; 
Fairlane 500 (8) 4-dr., $1,310* (ps), 
$1,150, $1,120; Fairlane 500 (6) 4-dr., 
$1,180; 2-dr., $1,300*; Custom 300 (6) 
2-dr., $1,130, $1,045. 

’59 Thunderbird (8) 2-dr, hardtop, §$1,- 
980* (ps); Ranch Wagon (6) 4-dr., 
$800; Galaxie (8) conv., $1,210* (ps); 
2-dr. Victoria; $1,275*; Custom (8) 
4-dr., $1,000*; 2-dr., $960*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 


695* (ps); Country Squire (8) 4-dr. 
(9 pass.), $1,020* (ps). 

’57 Country Sedan (8) 4-dr., $650*; Fair- 
lane 500 (8) 4-dr., $685* (ps), 2-dr., 
$735*, $630* (ps). 

’56 Country Sedan (8) 4-dr., $350; 
Ranch Wagon (8) 4-dr., $400*; Fair- 


lane (8) 4-dr., $410*; 
$325°. 

’55 Country Squire (8) 4-dr. 
$385* 


2-dr, Victoria, 
me merer™: | Sales Barometer?— 


Joseph Koroleski, left, manager, Secre- 
tary of State office, Bad Axe, Mich., and 


(9 pass.), 
IMPERIAL — '59 Imperial 2-dr. hardtop, 


$2,100* (ps). . ‘ 
LINGGLN—’@) Continental 2-dr, hardtop, | Harry Schmidt jr., sales manager, Bukoski 
$2,950*. Sales & Service (Chevrolet), Ubly, Mich., 


’58 Premiere 4-dr. hardtop, $1,325* , : : . 
56 Continental 2-dr. tne 33.4008 agree that business is good this year. 
Schmidt hands over a check for $1,206.83 


(ps). 
MERCURY—’59 Monterey 2-dr. 


$1,250* (ps), $990*. hardtop, in payment for state sales tax and license 
’58 Colony Park 4-dr, hardtop, $750* | transfer of cars sold in the first week after 
(ps); Monterey 4-dr., $750° (ps). the 1962 models were introduced. ‘This is 


’57 Monterey 2-dr, hardtop, $550* (ps). 





ca aes (98) 4-dr, Holiday, | the largest amount to come into this office 
, ps). a sine 
'60 (88) Super 2-dr, Holiday, $2,125* at one time,’’ Koroleski said. 


2-dr. Holiday, $720* (ps). 


’56 (98) 4-dr., $380* (ps). 
<—— Valiant (6) 4-dr., $1,- 
60*. 
"60 Valiant (6) 4-dr., $1,120; Suburban 
(8) Custom 2-dr., $1,200*; Belvedere 
(8) 2-dr. hardtop, $1,285; Belvedere 
(6) 2-dr., $1,220. SOUTH BEND.—New dealers in 


"5S Suburban (8) sport (9 po. De $845* 
(ps); Savoy (8) 2-dr., $450 
’57 Belvedere (8) conv., ’ $385*." 


56 cities located in 20 states were 
franchised by Studebaker-Packard 


aaa Bonnevilie, conv. $2,610* | Corp. during September, according 

s); 4-dr, sta, s ; . 

‘9b’ Catalina’ Conv.” $i.b5e*. ton) to Frank J. Suslavich, general sales 
59 Catalina 4-dr., $1,470* (ps). manager of the Automotive Divi- 
’58 Star Chief 4-dr, Catalina, $1,060* sion. 

(ps), $910* (ps), $900* (ps). 


“This is the largest number of 
dealers joining Studebaker’s na- 
tional sales organization in any 
month since May, 1959, when the 
Lark was first introduced,” Sus- 
lavich said. “Many of them are 
located in the key markets tar- 
geted for increased Studebaker 
coverage.” 

The new dealers are: Clifton Auto 
Sales, Daytona Beach, Fla.; Bill 
Murphy Studebaker, Culver City, 
Calif.; George Klimpel, Inc., Fuller- 
ton, Calif.; J-V Motors, Dayton; 
Paul’s Service Center, San Antonio; 
Nemet Motors, Jamaica, N. Y.; 
Bryn Mawr Small Cars, Inc., Bryn 
Mawr, Pa.; Gallo Motors, Vineland, 
N. J.; Kritzler Motor Co., Inc., Kan- 
sas City, Kans.; Gippert Motor 
Sales, Rock Island, Ill., and Cairo 
Ben Fishel Auto Co., Cairo, Il, 

Paul Stutler, Inc., Akron; L and C 
Motors Corp., Bronx, N. Y.; Al 
D’Alessandro, Inc., Pittsburgh; 
Busam Motor Sales, Cincinnati; 
Cornett International Motors, Inc., 
Louisville; Denil Cadillac Co, 
Green Bay, Wis.; Louis Dockter- 
man, Davenport, Ia.; A, F. L. Mo- 
tors, Inc., Milwaukee; Carmen Sales 
and Service, Inc., Chicago, and Air- 
port Sales, Collinsville, Ill. 

Consolidated Motor Co., Barstow, 


’57 Star Chief 4-dr. Catalina, $675* (ps). 
’56 Chieftain 4-dr., $310*. 
5S Star Chief 2-dr. Catalina, $390*. 
RAMBLER—’59 Custom (6) station wag- 
on 4-dr., $1,290*; Super (6) 4-dr, sta- 
tion wagon, $1, '215*, $1,010; 4- dr., 
$990; Deluxe (6) 4-dr., $830*. 
’58 Super (6) 4-dr., $750. 
’56 Custom (6) 4-dr., $340. 
STUDEBAKER—’60 Lark (6) 2-dr., 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Oct, 11). Prices holding 
firm on later models. Earlier models remain 
exceptionally strong. Sold 75 percent of 561 
consignments. 





$900. 


* * 


CHICAGO 
Arena Auto Auction, Sale every Tues- 
day (Oct. 10), Market very strong, Sold 


411 cars from 643 consignments. 
* * 


DYER, IND. 

Dyer Auto Auction, Sale every Friday 
(Oct. 13), A terrific sale. Lots of action— 
lots of buyers all day. Market good. Sold 
310 cars from 385 consignments. 

* * * 


FONTANA, WIS. 
Fontana Auto Auction. Sale every Thurs- 
day (Oct. 12). Prices unsteady due to in- 
troduction of ’62 models. Sold 181 cars from 


296 consignments. 
* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 


day (Oct. 13), Weather: Fog. Sold 76 per- 
cent of 707 consignments. 


CHEVROLET—’61 Impala (8) sport sedan, | ‘# 


$2,190*; sport coupe, $2,150*; Bel Air 
(6) 2-dr., $1,655. 

"60 Impala (8) sport sedan, $1,690*; 
sport coupe, $1,625; Biscayne (6) 4-dr., 
$1,250; 2-dr., $1,360*, $1,330, $1,320; 
Corvair (6) 4-dr., $1,065. 

59 Parkwood (8) 4-dr., $1,300*; 
(8) conv., $1,310*; Bel Air (8) 2-dr., 
$1,140*; Biscayne (6) 2-dr., $1,130*, 
$1,105, $1,045, $975. 

’58 Nomad (8) 4-dr., 
(6) 4-dr., $725"; Impala 
coupe, $950* (ps), $800*; 
4-dr., $770*; sport coupe, $990; Bis- 
cayne (8) 4-dr., 2 at $920*, $710*. 

’57 Bel Air (8) conv., $805*; sport sedan, 
$935* (ps); 4-dr., $855* (ps); sport 
coupe, $890* (ps), $830*; Two-ten (6) 
4-dr., $510*. 

56 Bel Air (6) 2-dr., $525*; Two-ten 
(6) station wagon 4-dr., $480; 2-dr., 
$435. 

’53 Two-ten (6) 2-dr., $475*. 

OHRYSLER—’60 NY 2-dr. hardtop, $2,300* 
(ps). 
59 Windsor 4-dr,, $1,460* (ps). 
COMET—’61 Comet station wagon 4-dr., 
$1,790*. 
’60 Comet 2-dr., 


Brookwood 
(8) sport 
Bel Air (8) 


$1,035*; 


$1,280. 


DODGE—’61 Lancer (6) 2-dr. hardtop, 
$1,525. 
’60 Seneca (6) 4-dr., $1,130. 
’59 Custom Royal (8) 4-dr., $1,053* (ps); 
Coronet (8) 4-dr., $1,060* (ps). 
’55 Coronet (8) 2-dr. hardtop, $195*. 


FORD—’'61 Thunderbird (8) 2-dr, hardtop, 


$3,225* (ps); Faleon (6) 2-dr., $1,- 
540; Ranch Wagon (6) 2-dr., $1,660; 
Galaxie (8) conv., $2,155* (ps); Fair- 


lane (6) 4-dr., $1,595. 


Impala |» 





Dealer Looks for Banner Year— 


Harry and Bob Rosenthal of Rosenthal Chevrolet, Arlington, Va., predict a banner 
year for automotive sales. They base their prediction on the pre-showing acceptance 
given the 1962 line. As the result of several pre-announcement parties, 203 orders 
were taken by the dealership, according to the Rosenthals. Above, 51 families lined 
up to take delivery of their new cars at the dealership on announcement night. It was 
the biggest mass delivery in the dealership’s history. The Rosenthals said that in 
their 42 years of automotive experience they have never before encountered such an 
“avalanche of immediate response at the beginning of any model year.” 





(ps). 
"59 (98) on sed $1,575* (ps); (88) Super 

conv., $1,505* (ps). 
'58 (88) 4-dr., $970* (ps). 56 New Deals for Studebaker .. . 
’57 (98) conv., $655* (ps); (88) Super ee 


Auto Dealer Changes 





DuPont Shipping 


¥) Improved ‘714 


Nylon Tire Yarn 


WILMINGTON, Del. — DuPont 
has started to ship a significantly 
improved nylon tire yarn. In evalu- 
ation tests, tire companies report 
improved adhesion and up to 25 
percent better fatigue resistance 
than other yarns. 

Designated as Type 714 nylon, it 
represents, according to Howard 
P. Brokaw, director of industrial 
marketing for duPont’s textile 
fibers department, “an improved 
balance of properties compared 
with previous yarns.” 

The new process, he said, pro- 
vides greater flexibility and a much 
wider latitude for development of 
even better nylon tire yarns in the 
future. 

Brokaw emphasized nylon’s in- 
creasing penetration of the tire- 
cord market by pointing to indus- 
try figures which show that 50 per- 
cent of all passenger tire replace- 
ment sales during 1960 were nylon 
cord tires. During the first half of 
1961 this figure rose to 56 percent. 

At the same time, more than 60 
percent of replacement truck tires 
were nylon, while only 35 percent of 
original equipment truck tires were 
nylon. 





















Calif.; Ray S. Heistand, Elizabeth- 
town, Pa.; Maple Leaf Auto Co., 
Chardon, O.; Polizzi- Weiss Sales 
and Service, Inc., DePew, N. Y.; 
Paoli Brothers, Inc., Eureka, Calif.; 
Lane Buick-Pontiac, Inc., Fairfield, 
Calif.; Calhoun Motor Co., Inc., 
Anniston, Ala.; Carey Motors, Inc., 
Coventry, R. I.; Kramer Oldsmobile 
Sales, Linton, Ind., and Danville 
Sales and Service, Danville, Pa. 

Foltz Motors, Inc., Williamsport, 
Pa.; Howard’s Motor Sales, Albany, 
Calif.; Porterville Sales and Serv- 
ice, Porterville, Calif.; McRill Auto 
Co., Twin Falls, Id.; Frank Mc- 
Donald, Inc., East Haven, Conn.; 
Fort Neck Motors, Inc., Massape- 
qua, N. Y.; Furey Motor Service, 
Malvern, O.; Harvil Auto Sales, 
Chesterton, Ind.; Young’s Motor 
Sales, Mattoon, Ill.; Haan Motor 
Sales, Inc., Holland, Mich.; Porter 
Auto Sales, Jersey Shore, Pa., and 
Lewton’s Garage, Lisbon, O. 

Tournoux-McDowell Auto Sales 
and Service, Inc., North Canton, 

O.; Stevens Studebaker Sales and 

Service, Wellsville, N. Y., and 

Motor Mart of Hartford, Inc., 

West Hartford, Conn. 

Paramus Motors, Inc., Paramus, 
N. J.; Pflughaupt Motors, Inc., New 
Buffalo, Mich.; Poquoson Motors, 
Inc., Hampton, Va.; Stan Kitchner 
Dodge, Inc., Woodbury, N. J.; Win 
Elliott, Inc., Chillicothe, O.; Lutz 
Brothers Sales and Service, Atchi- 
son, Kans.; Sivy Brothers Stude- 
baker, Pharr, Tex.; Daulton Ripley, 
Inc., Lima, O.; Missouri Valley Im- 
plement Co., Marshall, Mo., and 
State Motor Sales, Fairview, N. J. 

* * oe 


Phillips Switches to Ford 

INDIANAPOLIS. — Bob Phillips 
Auto Sales, Inc., 3103 Lafayette 
Rd., formerly a Studebaker outlet, 
has been granted a Ford franchise. 
The firm, of which Bob Phillips jr. 
is president, hag changed its name 
to Bob Phillips West Sidé Ford, 
Inc. 


































en ee 


4 Merritt Takes Over L-M Deal 


FT. MYERS, Fla—tLonnie L. 
Merritt has purchased Frizzell 
Motor Co. (Lincoln-Mercury) deal- 
ership. He had been general man- 


ager of the firm since 1958. 
ot eS *~ 


Messerman Quits Rambler 


CLEVELAND.—Robert M. Kop- 
low, a former used-car dealer, has 
purchased Sam Messerman’s Shak- 
er Lee Motors and will operate as 
Bob Kay Rambler, Inc., 280 Broad- 
way, Bedford. Messerman will re- 
tain his operations at 3922 Lee Rd. 


with Volvo and used cars. 
oK ok ok 


Rambler for Papesch 
CLEVELAND. — John W. Pap- 
esch jr., a veteran of the truck- 
leasing field, has been named a 
Studebaker dealer at 5272 Ridge 
































ee 
Rd., Parma. He will do businegg 
A-OK Motor Sales. s 


* * * 


Andresen Adds Chrysler 


SEATTLE.—Andresen Motor Co, 
4019 W. Alaska St., has taken 
Chrysler franchise. Originally 
franchised as a DeSoto- Plymouth 
dealership, Andresen igs reguiiet 
as one of the oldest Chr yeles Ga Corp, 
outlets in the Northwest, 


* * * 


Robinson Sells to Wilde 

MUSKEGON, Mich.—Harolg L 
Wilde has purchased the Li 
Mercury dealership at 195 yw. 
Laketon Ave. from Lee R, Rob. 
inson and will operate ag H, i. 
Wilde we ee Ine, 

* ed 


Chrysler for Haydéll 









‘LITTLE ROCK. — Sid Haydon, 
Inc. (Plymouth), has added the 
Chrysler franchise. 

* * * 


Dodge Signs Rusk 


RENSSELAER, Ind. — Jo 
Rusk Co., Harrison & Van Reng. 
selaer Sts., has been appointed the 


new Dodge — here. 
* * 


H tienes tlle Opens 


BUFFALO. — Heintzman-Me. 
Rae Motors, Inc., has been or. 
ganized as a Chrysler-Plymouth 
dealership at 2649 Bailey Ave., 
where it leased the building of 
the former North Bailey Motor 
Sales, Inc. 

* * * 


Three More Dealerships 


Sign Volvo Franchises 


ENGLEWOOD CLIFFS, N. J.— 
The following dealerships haye 
been franchised by Volvo: 

Larry Peterson Motor Co,, 363 
Duff Ave., Ames, Ia; Emmick 
Motor Co.., 2020 College Ave. El- 
mira, N. Y,, and Auto Show, ‘Ltd, 
1317 Dual ‘Highway, Hagerstown, 
Md. 


* * * 


Busam Takes Studebaker 


CINCINNATI. — Joe Busam has 
opened Busam Motor Sales (Stude- 
baker) at 7315 Vine St. 

* * * 


Baxter Adds Fiat 


CEDAR RAPIDS, Ia. — Baxter 
Motors (Plymouth-Simca), Seventh 
St., and A Ave., N.E., has been ap- 
pointed a Fiat dealership. Gene 
Baxter is president. 

ok * * 


Datsun for Cox 


EVERETT, Wash.—Vic Cox Mo- 
tors, 525 N. Olympia Ave., Arling- 
ton, is new deal for Datsun pickup 
trucks. 

* * of 


Osborne-Apple Ford Opens 

HOUSTON. — Osborne-Apple 

Ford, Inc., has been opened at 1616 

S. Richey in suburban Pasadena. 

Partners are John A. Apple and 

John S. Osborne. 
* 


* * 


Moorhead Adds Ford 


GAYLORD, Mich. — Howard 
Moorhead has purchased Northern 
Auto Co. here and will operate as 
Moorhead’s Ford Sales. He also 
operates Moorhead’s Sales and 
Service (Studebaker-Willys). 

* ok ok 


Chevy for Brutons 
LANCASTER, Tex.— Bruton 
Chevrolet Co., 1003 "N. Dallas Ave, 
has been opened by David M 
Bruton and Donald M, Bruton. 
* * * 
De Lon Buys Share of Loder 
SALEM, Ore——Thomas De Lon 
has purchased a half-interest in 
Loder Bros. (Oldsmobile). 
* oK eg 


Rootes Signs 3 in Midwest 


NEW YORK.—Three new dealer 
appointments in Michigan and In- 
diana have been announced by 
Rootes Motors, Inc. They are: 
Karl Hosten Motor Sales, Grosse 
Pointe, Mich.; Michigan European 
Car Corp., Ann Arbor, Mich., and 
Dutch Hurst Motor Sales, Muncie, 
Ind. 


* * * 


Loftus Signs with Ford 
HINSDALE, Ill, — Jack Loftus 
Ford, Inc., 300 E. Ogden Ave., has 
been opened by Jack Loftus. 
* ck * 


Goman Joins Sands 
BALTIMORE, O.—Ear! W. Go- 
man has joined E. N. Sands in 
Sands Ford here. The firm is 
years old. 


~*~ _y = 
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Pictured in the parade of progressive styling above are Plymouth’s 1954 and 1958 Belvedere models, the 1961 Fury, and the new XNR “idea car.” 


Automotive News at work: 





Watching the styling pendulum swing 


Is American car styling still swinging sharply to 
sculpturing . . . or has its momentum already started 
to wane? Is functionalism opening greater oppor- 
tunities for stylists . . . or increasing limitations? 
Does the stylist or the public determine automotive 


trends? 


The answers to these questions, and questions like 
them, make news . . . editorial news that keeps the 
men of the automotive industry attune to the times. 
This is the kind of editorial that’s part and parcel 
of the Automotive News regular monthly section: 


Engineering, Production, Materials. 


And this is the kind of editorial that draws the in- 
terest of automotive engineers, stylists, production 
men, sales and service managers and other key per- 


sonnel men who represent a major buying 


influence in the automotive field . . . men who can 


specify your product! 


This is editorial that’s working for you, pinpointing 
your sales message to the men you want to sell. 
Take advantage of Automotive News special edi- 
torial features and their readership: 43,000 paid sub- 
scribers who must be kept informed to be com- 
petitive. Call your Automotive News Representative 
today. 


The most influential publication in the automotive industry. 
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REPRESENTATIVES: 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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Minor Heads TV 


Ad Creation Firm 


HOLLYWOOD, Calif.—Establish- 
ment of a new company, Don Fed- 
derson Commercial Productions, is 
announced by television producer 
Don Fedderson 
here, to specialize 
in the planning 
and production of 
television co m- 
mercials. The new 
company will be 
headed by Jack 
W. Minor, as 
president, with 
Peck Prior, for- 
mer supervisor of 
film programs for 
Campbell - Ewald 
in Hollywood and New York, 
named vice-president and general 
manager. 


Minor joined Fedderson as vice- 
president of the parent company 
six months ago. He was ousted by 
Chrysler Corp. in September, 1960, 
for alleged conflicts of interest. 
Fedderson and Minor are brothers- 
in-law. 





Jack W. Minor 
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Current Prices on U.S'62 Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, trans charges and op- 
tional equipment. | 

(Copyright, 1961, by Automotive News) 

1962 MODELS 

BUICK — Special Standard V-6 — 4-dr. 
sed., $2,358; 2-dr. sed., $2,304; conv., $2,- 
587; 4-dr. 2-seat stat, wag., $2,655; 4-dr. 


3-seat stat. wag., $2,736. Deluxe 
V-8—4-dr. sed., $2,593; conv., $2,879; 
4-dr. 2-seat stat. wag., $2,890. vV-8 


—2-dr. hardtop, (Heater standard 
on al] models.) 

LeSabre—4-dr. sed., $3,227; 2-dr. sed., 
$3,091; 4-dr, hardtop, $3,369; 2-dr. hard- 
top, $3,293. Invicta—4-dr. hardtop, $3,667; 
Custom 2-dr, hardtop, $3,733; conv., $3,- 
617; 4-dr. 2-seat stat, wag., $3,836; 4-dr. 


$2,787. 


3-seat stat. wag., $3,917. Electra 225— 
4-dr, sed., $4,051; 4-dr. hardtop (6-win- 
dow), $4,448; 4-dr. hardtop (4-window), 


$4,186; 2-dr. hardtop, $4,062; conv., $4,- 
366. (Automatic transmission and heater 
standard on all models. Power steering and 
power brakes standard on Electra 225.) 
CADILLAC—Sixty-T w o—4-dr. hardtop, 
(4-window or 6-window), $5,213; Town 
Sedan 4-dr, hardtop (short deck), $5,213; 
2-dr. hardtop, $5,025; conv., $5,588; Sedan 





High Court Rules Dealer 


Must Pay Tax 


WASHINGTON.—The Ninth Cir- 
cuit Court of Appeals has ruled 
that a car dealer must pay income 
tax on his reserve account even 
though the prepayment of contract 
would result in proportionate re- 
duction of the purchaser’s finance 
charge and even though the finance 
company had full discretion to 
make payments from the reserve. 

The court held that the Su- 
preme Court decision in Hansen 
v. Commissioner, and two cir- 
cuit court decisions (Morgan v. 
Commissioner and Wiley v. Com- 
missioner), were controlling. 

The court said that even though 
there was no statutory right to re- 
duction, in this case the reduction 
was granted by the finance com- 
pany “pursuant to its established 
policy, which, we assume was 
known to taxpayer and assented to 
by him as an integral part of the 
arrangement.” 

The dealer claimed that the fi- 
nance company had full discretion 
in when to make payments, and 
this fact “rendered it impossible 
to place a fair market value upon 
the taxpayer’s right to the reserve.” 

The court answered that the 
finance company’s decision on 
paying rested on its appraisal of 
all pertinent factors. 

“The reserve thus served as the 
equivalent of a cash bond for the 
performance by taxpayer of his 
monetary obligations. If there was 
uncertainty as to the time when 
taxpayer was entitled to payment, 





Coming Events 


(Continued from Page 12) 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


General 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

% Oct, 23-27 — National Metal Show, 
American Society for Metals, Cobo Hall, 
Detroit. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-lI—8th Annual Auto Trim Show- 
eae, Hotel Ambassador, Los An- 
geles. 


1962 

% Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan, 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

% Jan. 25-26—National Forum on Auto- 
motive Air Conditioning, Statier Hotel, 
Dallas. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 


Chicago. 
%& Feb. 1-2 — Private Truck Council of 
America, Statler Hilton, Detroit. 


Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. 

%& March 12-16 — Society of Automotive 
Engineers, Passenger Car and Body, 
Sheraton-Cadillac Hotel, Detroit. 

March 21-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

%& May 21-23—Automotive Engine Rebuild- 
ers Assn., Sheraton Cadillac Hotel, De- 
troit. : 


on Research 


it resulted not from any question 
as to his right to the reserve but 
from the existence of counterbal- 
ancing direct and contingent lia- 
bilities.” 


de Ville 4-dr. hardtop (4-window or 6-win- 
dow), $5,631; Park Avenue 4-dr. hardtop 
(short deck), $5,631; Coupe de Ville 2-dr. 
hardtop, $5,385; Eldorado Biarritz conv., 
$6,610. Sixty Special — 4-dr. hardtop, 
$6,366, (Hydra-Matic, power steering, 
power brakes, heater standard on all mod- 
els.) . 

CHECKER — — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 

CHEVROLET—COhevy II (Series 100 and 
Series 300 prices are for four-cylinder mod- 
els. For six-cylinder models, add $60.)— 
Series 100—4-dr. sed., $2,041; 2-dr. sed., 


$2,003; 4-dr. 2-seat stat, wag., $2,339. 
Series 300—4-dr. sed., $2,122; 2-dr, sed., 
$2,084; 4-dr. 3-seat stat. wag., $2,517. 
Nova 400 (six-cylinder engine)—-2-dr. hard- 
top, $2,264; conv., $2,475; 4-dr. 2-seat 
stat. wag., $2,497. (Heater standard on all 
models. ) 

Corvair—Series 500—2-dr. sed., $1,992. 
Series 700— 4-dr. sed., $2,111; 2-dr. sed., 
$2,057; 4-dr. 2-seat stat. wag., $2,407. 


Monza—4-dr. sed., $2,273; 2-dr. sed., $2,- 
273; 4-dr. 2-seat stat. wag., $2,569. Green- 
brier—Sport Wagon, $2,655. (Heater stand- 
ard on all models.) 

(The following prices are for six-cylinder 


models. For V-8s, add $107.) e— 
$2,378; 2-dr. sed., $2,324; 4-dr. 2-seat 
stat. wag., $2,725. Bel Air—4-dr. sed., 


$2,510; 2-dr. sed., $2,456; 2-dr, hardtop, 


$2,561; 4-dr, 2-seat stat. wag., $2,819; 
4-dr, 3-seat stat. wag., $2,922. I 
4-dr. sed., $2,662; 4-dr. hardtop, $2,734; 


2-dr. hardtop, $2,669; conv., $2,919; 4-dr. 
2-seat stat. wag., $2,961; 4-dr. 3-seat stat. 
wag., $3,064. Corvette (V-8 std.)—Conv., 
$4,038, (Heater standard on all models.) 
CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr. hardtop, $3,106; 2-dr, hardtop, 
$3,027; conv., $3,399; 4-dr. 2-seat stat. 
wag., $3,478; 4-dr. 3-seat stat, wag., $3,- 
586. Series 300—4-dr. hardtop, $3,400; 2- 
dr. hardtop, $3,323; conv., $3,883. New 
Yorker—4-dr. sed., $4,125; 4-dr. hardtop, 
$4,263; 4-dr, 2-seat stat, wag., $4,766; 
4-dr. 3-seat stat. wag., $4,873. (Automatic 
transmission, power steering, power brakes 
standard on New Yorker models.) 
COMET—4-dr. sed., $2,055; 2-dr. sed., 


In the Letterbox 





(Continued from Page 12) 


It’s added to my Baltimore birth 
To know that likewise, another 
Comes from there too 
with extra worth 
By accepting me as a brother. 


Years identify him with Chevrolet, 
Its values secure in Kline: 

Of all the cars in sweet array 
I’ve always made it mine. 


I’m so glad that you, Irving, 
Have had so much good 
from life: 
Your sharing makes you deserving 
God’s gift of children and wife. 


Your last gift to me, lingered, 
While I wondered its best use: 
It really was much fingered 
It must suffer no abuse. 


To return it or to keep it, 
Rotated round thinking mind 

’Til a good use came to reap it, 
Another sheaf for Irving Kline. 


This page will hold but one 
more verse 
And if this seems but a made 
charade, 
Mere words can never reimburse 
The results your life has made. 
Ed * 


Slithy Troves Dept. 


For some time I have been look- 
ing for a machine that was well 
known only a few years ago but 
is apparently quite rare and hard 
to find now. 

What I am looking for is known 
as a Forbiseder. It is the only ma- 
chine that can do really good 
“slotsching” work in a single setup. 
Many of the later models had a 
gasporator attachment which, when 
used with a 3-way gasometer, made 
it the most useful machine in the 
shop.—R. Biacpen, East Hampton, 
Conn. 

Eprror’s Note: Main reason for 


New Passenger-Car Registrations, 3 States 


Car registrations as 


compiled by R. L, Polk 
& Co. 


New Hampshire ‘él 166 ‘| 3 | 52 75 135 327 8| 30! 58| 423 44 8 314) 47 87 500 31) 
*60 169 14 2 3 68 109 196 390 4) 49| 52) 495 50 26} 449| 53 73 651} ati 

South Dakota *6l| 73 13 4\ | 70 76 160 266| | 29 14) 309 44 12 273 58 48 435 13) 

ce, "60! 125 17 4 50) 108 179 410] 1} él 30} 502 65| 19 480 89 77 730 30} 

Wisconsin *6l) 691 "| 5 325 353 776 1411 19 139} 150} = 1719) 293) 141 1481 426 511 2852 61} 

"60| 1048 Hg 20 26 540 4% 1201 2095! 22 316| 277| ~— 2710} 431 181 2424 652 658} 4346 166! 

Three States Reported '61| 33 107| 13 447 oral 1071 2004 27| 198 | 222| = 2451| se 161| 2068 531 | 646 3787 105 | 

To Date for September ‘60! 1342 150} 26 29 658 713 1576| 2895 27| 426| 359| 3707] 546 226| 3353 7%| 808 5727 237) 

Year *61| 238856| 59081 6847 150334) 201060! 417322| 883774| 18774| etd 123807 tana" 184862} 91219 1041941| 200631| 233963|1752716| 44714) 

To Date 60} 293142} 52244] 10405] 18094] 254707] 308948] 644398] 938363] 14497] 101945] 86082/1140887| 171867] 97662|1167471| 228517] 269783 1936300 75423 | 


*—Connecticut not reported for second quarter. 


the current rarity of Forbiseders 
is the acute shortage of gaspora- 
tors. A few were turned out with 
built-in hemming ways, but 
proved unsuccessful. Besides, the 
really good “slotschers” these 
days write funny letters to the 
editor. 

* 


Right Firm, Wrong Line 

RE YOUR ARTICLE Oct. 9, DoNALDSON 
SELLS OLDSMOBILES AND IS PROUD OF IT. 
PLEASE CORRECT ERRONEOUS IMPRESSION. 
—Marxk Donatpson, president, Don- 
aldson Olds, Milwaukee. 

Eprror’s Note: The article, on 
the interest shown in the ’62 mod- 
els, identified Ed Wussow as a 
spokesman for Donaldson Buick. 


* * 


Allee Buys Olds Outlet 


GARLAND, Tex.—Jim Allee, for- 
mer sales manager of a dealership 
here, has purchased the Oldsmobile 
outlet at 2009 S. Garland and re- 
named it Jim Allee Olds. 


$2,000; S-22 2-dr. sed,, $2,284; 2-dr. 2-seat 
stat. wag., $2,312; 4-dr. 2-seat stat. wag., 
$2,355. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,011; 2-dr, sed., $1,951; 4-dr. 2-seat stat. 
wag., $2,306. Series 770—4-dr. sed., $2,114; 
2-dr. sed., $2,052; 4-dr, 2-seat stat, wag., 
$2,408. Grand Turismo — 2-dr. hardtop, 
$2,257. 

(The following prices are for six-cylinder 
models. For V-8s, add $107.)—Dart—4-dr. 
sed., $2,297; 2-dr. sed., $2,241; 4-dr, 2-seat 


stat. wag., $2,644. Dart 330—4-dr. sed., 
$2,432; 2-dr. sed., $2,375; 2-dr, hardtop, 
$2,463; 4-dr. 2-seat stat. wag., $2,739. 


Dart 440—4-dr. sed., $2,584; 2-dr. hard- 
top, $2,606. Dodge V-8—(On the following 
models, a V-8 engine is standard and a 
six-cylinder engine is not available.)— 
Dart 330 V-8—4-dr. 3-seat stat. wag., 
$2,949. Dart 440-V-8—4-dr. hardtop, $2,- 
763; conv., $2,945; 4-dr, 2-seat stat. wag., 


$2,989; 4-dr, 3-seat stat. wag., $3,092. 
Polara 500 V-8—2-dr. hardtop, $3,019; 
conv., $3,268. 


FORD—Falcon—Standard — 4-dr. _sed., 
$2,047; 2-dr. sed., $1,985; 2-dr. 2-seat stat. 
wag., $2,298; 4-dr, 2-seat stat. wag., $2,- 


341. Deluxe—4-dr. sed., $2,133.30; 2-dr. 
sed., $2,071.30; 2-dr. 2-seat stat. wag., 
$2,384.30; 4-dr, 2-seat stat. wag., $2,- 
427.30. Futura—2-dr. sed., $2,232. Squire 
—4-dr, 2-seat stat. wag., $2,603. Van- 
T. Wagons—Station Bus, $2,287; Club 


ype 
Wagon, $2,436; Deluxe Club Wagon, §$2,- 
673. (Heater standard on all models.) 
(The following prices are for six-cylinder 
models. For V-8s, add $109.) Galaxie— 
4-dr. sed., $2,507; 2-dr. sed., $2,453. Gal- 
axie 500—4-dr. sed., $2,667; 2-dr. sed., 
$2,613; 4-dr. hardtop, $2,739; 2-dr, hard- 
top, $2,674; conv., $2,924. Station Wagons 
—4-dr. 2-seat Ranch Wagon, $3,733; 4-dr. 
2-seat Country Sedan, $2,829; 4-dr, 3-seat 
Country Sedan, $2,933; 4-dr, 2-seat Coun- 


try Squire, $3,018; 4-dr. 3-seat Country 
Squire, $3,088. (Heater standard on all 
models.) 


Thunderbird (V-8 Std.)—2-dr. hardtop, 
$4,321; Landau 2-dr, hardtop, $4,398; 
conv., $4,788; sports roadster, $5,439. (Au- 
tomatic transmission, power steering, power 
brakes, heater standard on all models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
106; 2-dr. hardtop, $4,920. Crown—4-dr. 
hardtop, $5,644; 2-dr. hardtop, $5,400; 
conv., $5,770. LeBaron —4-dr. hardtop, 
$6,422. (Automatic transmission, power 
steering, power brakes standard on all 
models. ) 

LINCOLN CONTINENTAL—4-dr._ sed., 
$6,074; 4-dr. conv., $6,720. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—Comet Standard—4-dr. sed., 
$2,139; 4-dr. sed., $2,084; 2-dr. 2-seat stat. 
wag., $2,396; 4-dr. 2-seat stat, wag., $2,- 
439. Comet Custom—4-dr. sed., $2,216; 
2-dr. sed., $2,171; 2-dr. 2-seat stat. wag., 
$2,483; 4-dr, 2-seat stat. wag., $2,526. 
S-22—-2-dr. sed., $2,368. (Heater standard 
on all models.) 

Monterey Standard Six—(For Monterey 
Standard V-8, add $109.)—4-dr. sed., $2,- 
726; 2-dr. sed., $2,672; 4-dr. hardtop, $2,- 
798; 2-dr. hardtop, $2,733; 4-dr, 2-seat 
stat. wag., $2,920; 4-dr. 3-seat stat, wag., 
$2,990.20. Monterey Custom V-8 — 4-dr. 
sed., $2,965; 4-dr, hardtop, $3,037; 2-dr. 
hardtop, $2,972; conv., $3,222; 4-dr. 2-seat 
stat. wag., $3,219; 4-dr. 3-seat stat, wag., 
$3,289.20. (Heater standard on all models.) 

OLDSMOBILE—F-85—Standard — 4-dr. 
sed., $2,457; 2-dr, sed., $2,403; conv., $2,- 
760; 4-dr. 2-seat stat. wag., $2,754; 4-dr. 
3-seat stat. wag., $2,835. Deluxe — 4-dr. 
sed., $2,592; 4-dr, 2-seat stat. wag., $2,- 
889. Cutlass—Sport coupe, $2,694; conv., 
$2,971. (Heater standard on all models.) 

Dynamic 88—-4-dr. sed., $2,997; 4-dr. 
hardtop, $3,131; 2-dr. hardtop, $3,054; 
conv., $3,381; 4-dr. 2-seat stat. wag., $3,- 
460; 4-dr. 3-seat stat. wag., $3,568. Super 
88—4-dr. sed., $3,273; 4-dr. hardtop, $3,- 
499; 2-dr. hardtop, $3,422; 4-dr, 2-seat 
stat. wag., $3,762. Series 98—4-dr. sed., 
$3,984; 4-dr. hardtop (6 window), $4,118; 
4-dr, hardtop (4-window), $4,256; 2-dr. 
hardtop, $4,180; conv., $4,459. Starfire — 
2-dr. hardtop, $4,131; conv., $4,744. (Heat- 
er standard on all models. Hydra-Matic, 


sed., $1,991; 2-dr. sed., 
stat. wag., $2,285. V-2 
087; 2-dr. sed., $2,026; 4-d: 
wag., $2,381. 
$2,230. 

(The following prices are 
der models. For V-8s, add $ 
4-dr, sed., $2,262; 2-dr. sed., 


2-seat stat. wag., $2,609. Beiv 


sed., $2,399; 2-dr. sed., $2,34 
top, $2,431; 4-dr, 2-seat stat. 
Fury—4-dr. sed., $2,563; 2 
$2,585. Plymouth V-8—(On 
models, a V-8 engine is sta 
six-cylinder engine is not 
Belvedere V-8—4-dr. 3-seat 


$2,917. Fury V-8—4-dr. hardtop, 


conv., $2,924; 4-dr, 2-seat st 
968; 4-dr. 3-seat stat, wag., 
PONTIAC—Tempest—4-dr. 


2-dr. sed., $2,186; deluxe 2-<dr. 


294; conv., $2,564; 4-dr. 2-se 


$2,511. (Heater standard on ail models 


CATALINA—4-dr. sed, 
sed., $2,725; 4-dr. hardtop, 


hardtop, $2,860; conv., $3,172; 4-dr, 


stat. wag., $3,193; 4-dr. 3-se 


$3,301. Star Chief—4-dr. sed., $3,097. t 
dr. hardtop, $3,230. Bonneville—4-dr, p; 
$3,425; 2-dr. hardtop, $3,349. 


top, 


$3,570; 4-dr, 2-seat stat, 


Grand Prix—2-dr, hardtop, $3,490. ( 


standard on all models.) 
RAM 


power steering, power brakes standard 
Series 98 and Starfire models ) 
PLYMOUTH — Valiant — \-io9 — 


1,930; 4. ; 
$1,930; 4-dr, 2a 


Signet 200—2 dr. 


: 


r 
2-Seat stat 
ror 
0 
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7.) 
$2,206; 4dr 


2; 2-dr, 
wag., 
da $2,704, 
the fo ; 
ndard, 
available.) 
stat, Wag, 
a Ds aie 
s3ore” ® 
sed., $2,249: 


sed. $2. 

at stat, Wag,, 
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2-¢r, 


2-4, 
wag,, 


Bist 


$2,796; 
$2,936; 
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at stat, 
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wag 


oh 
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LER — American Deluxe — 


sed., $1,895; 2-dr. sed., $1,846; 2-dr. 2-seat 


stat. wag., $2,081; 4-dr. 2-seat stat, 
$2,130. American Custom—4-dr. seq, 


Wwag,, 


958; 2-dr. sed., $1,909; 2-dr. 2-seat stat, 


wag., $2,141; 4-dr, 2-seat stat. wag., $2. 


190. American 400—4-dr. sed. 
sed., $2,040; conv., $2,344; 
stat. wag., $2,320. 

Classic Deluxe Six—4-dr. 


2-dr. sed., $2,000; 4-dr. 2-seat stat, w 
Six—4-dr, 


$2,380. COlassic Custom 
$2,200; 2-dr. sed., $2,150; 4-d 


» $2,089; 2 
4-dr, Smt 


Sed., $2,059; 


wag, 
sed., 
Tr. 2-seat stat, 


wag., $2,492; 5-dr. 3-seat stat. wag., $2. 
614. Classic 400 Six—4-dr. sed., $2,349. 
2-dr. sed., $2,299; 4-dr, 2-seat stat. wag, 


$2,640. 


Ambassador Custom V-8 — 4-dr. seq, 


$2,464; 4-dr. 2-seat stat. wag., $2,769 
Ambassador 400 V-8—4-dr. sed., $2,605; 
4-dr. 2-seat stat. wag., $2,901; 5-dr, 3 


seat stat. wag., $3,023. 


STUDEBAKER—(Prices are for six-cyl- 
inder models. For V-8s, add $135.) Lark 
Deluxe—4-dr. sed., $2,040; 2-dr. sed. $1, 


935; 4-dr. 2-seat stat. wag., 
Regal—4-dr. sed., $2,190; 
conv., $2,589; 4-dr, 
$2,308; $2,679. 


top, conv., 


2-dr. 
$2,555. Lark Daytona—2-dr. 


$2,405. Lark 
ha ’ 
hard- 
Lark Cruiser 


(V-8 std.)—4-dr, sed., $2,493. 


WILLYS—Jeep—2-dr. 2-seat stat. wag, 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag, 


(6-cyl.), $2,343.57. 
drive models.) 


(Both are two-wheel 


Jones Mercury 


Bought by Eger 


DENVER. — Bill Eger, former 


Rambler-Willys deale 
purchased Bob Jones’ M 


r here, has 
idway Mer- 


cury, 8200 W. Colfax Ave. He sold 
Bill Eger’s Rambler Center, 1147 


Broadway, to Marcus E. 
Eger said the new 


Wildgrube. 
dealership 


would be known as Bill Eger’s Mid- 


way Mercury, and also 


will handle 


the English Ford line, the Interna- 
tional Scout and other International 


trucks. 


Sales managers of the dealership 
will be Dick Otto and Alvin Dun- 
bar, formerly with Eger’s Rambler 
dealership. Jones, who also former- 


ly operated Bob Jones’ 


Skyland 


Ford, now is with a used-car deal- 


ership in Lakewood. 


There’s news in the Classified Ad cdl- 
umns of AUTOMOTIVE NEWS, Read them 


for a clue to what is going 


on. 





New Commercial-Car Registrations, 
3 States for September, 1961-1960 
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» released here weekly, as compiled Brock- Stud 

by R. L. Polk representatives in * * . 
state capitals. Mack | baker | White | Willys | Misc. 
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Love Those New Models! 


Glowing reports on 


esc ceptance of the ’62 of- 

ferings ¢° itinued last week, 
Openin g-day experiences of 

Rambler ‘ealers duplicated those 


ho had shown their 
arlier: Fair crowds, 
and 


of retailers W 
ew models e 
" good p reentage of buyers 
ich-gear profit. 
= ailers said the E-stick 


ler ret 
aeeniea! n, the new price struc- 
ture, the addition of Classic two- 
door sedans and the 400 series drew | 
most of the attention as the ’62 sea- 
son got under way. 


One Rambler dealer reported an | 


opening-day delivery with a gross 
j $600. 
eee ambler dealer in Denver said 
announcement-day sales were the 
highest he had ever had. In Free- 
port, N. Y., a Rambler dealer said, 
“We should have no trouble holding 
third place in 1962.” A Long Island 
dealer predicted a sales gain of 35 
percent over 1961. 

Some dealers seemed less en- 
thusiastic about the E-stick than 
did customers. Said one, “I feel the 
man who has always driven an au- 
tomatic will continue to do So. 
When we get a man who wants to 
get away from pushing the clutch 
pedal, we'd rather move him up to 
an automatic.” : 

A few dealers reported their 
salesmen had not yet had time to 
study the E-stick so they could dis- 
cuss it intelligently with buyers. 

In one showroom, a visitor stomp- 
ed out in disgust early on opening 
day when the salesman was unable 
to explain to him how the E-stick 
operated. : 

At one Detroit dealership on 
opening day, the dealer had his 
only E-stick model torn down by 
the service department so that 
the sales and service staff could 
get a first-hand look at the auto- 
matic clutch control. 

At another dealership, where the 
make-ready department ran into a 
serious problem on one car, a Me- 
chanic approached the dealer and 
asked, “What should I do?” 

Snorted the dealer, “Wire George 
Romney: A-OK.” 

Dealers reported customers happy 
with the announced price cuts, par- 
ticularly on deals quoted on the new 
shortened-up Ambassador. 

They were a bit apprehensive 
about the reception the Ambassador 









Late Factory 
Personnel News 


(Continued from Page 4) 


newly created post as national di- 
rector of parts and accessories 
merchandising and management. 
For the last five years, he has been 
manager of Chevrolet’s central of- 
fice sales administrative depart- 
ment. 

George A. Greig, manager of the 
dealer organization and analysis de- 
partment since 1945, will step into 
the job vacated by Hopkins. Sidney 
G, Gilliatt, Greig’s assistant for the 
last five years, will be promoted to 
Greig’s former job, 

ok * * 


Dodge 

Carton C. Conway has been ap- 
pointed Dodge New York regional 
manager succeeding Jack Seeh, 
who has resigned. 

Conway, former 
Boston regional 
manager, joined 
Dodge as a dis- 


phia in 1952 and 
Was promoted to 
city manager the 
following year. In 
1956 he was ap- 
pointed assistant 





©. ©, Conway in Philadelphia, a 
Position he held until he was named 


Boston regional manager in 1957. 


———_—___________~ 


Simons Cadillac Is 25 
DAYTON. — Simons Cadillac, 
under the leadership of Ray and 
Nobert Simons, recently observed 
Its 25th anniversary. 


trict sales man-| 
ager in Philadel-| 


regional manager | 





might get from Ambassador own- 
ers. 
Said one dealer to his salesmen 


about Ambassadors and Ambassa- | 


dor prospects: “Don’t discuss length 
or compare it with last year. Just 
get them in one and let them drive 
it.” 

In reviewing the sales perform- 
ance of all Rambler dealers, Roy 
Abernethy, executive vice-presi- 
dent, said, “I have never seen a 
more enthusiastic reception to 
new models in my many years in 
the automobile business, And, in- 
dicative of a growing year of 
prosperity for the United States, 
the people are buying, not mere- 
ly looking.” 

Rambler dealer deliveries of near- 
ly 11,000 cars in the first 10 days 


|of October, Abernethy said, gave 


AMC “a fast start” toward its 1962- 
model sales goal of 500,000. 

Many dealers reported sales dou- 
ble and even triple those of last 
year’; announcement period, he 
said. 

Optimism in other lines was also 
running high. 

Sales next year could approach 
the record volume of 1955, said 
Douglas Wiley, president of Wil- 
liamson-Wiley Pontiac Co., Bir- 
mingham, Ala, 

“When new models come out 
there is always a surge,” Wiley 
said. “However, this year a great 
many car owners with automobiles 
dating back as far as 1954 are com- 
ing into the market, which is un- 
usual. 

“It has happened all of a sudden 
and created the best demand for 
automobiles in a number of years.” 

Wiley said there seems to be a 
demand for the larger cars, al- 
though the compacts are still sell- 
ing well. 

Best business since 1955 was also 
reported by some dealers in Miami 
although others made more modest 
claims for new-model sales. 

“They’re buying, rather than 
kicking the tires, looking under 
the hood and telling you they’ll 
be back,” said Bill Austin, of Bill 
Austin Ford. 

“People are buying in droves,” 
said Sam Luby jr., president of 
Luby Chevrolet. “It’s a buying, not 
a looking crowd.” 

“We need deliveries,” said B. S. 
Kahn, president of Colonial Pon- 
tiac. “I could have sold 300 cars if 
I'd had them in stock.” 

“I'm selling twice as many cars 
as last year,” said Jack Zeder, 
president of Monroe-Zeder (Chrys- 
ler-Plymouth). 

In Dayton, dealers generally look 
for a 20-to-30-percent increase over 
1961-model sales. 

Said R. W. Hastings, sales man- 
ager for Davis Buick: “Lots of in- 
terest is being shown in our new 
models. We have had many calls, 
and this promises to be one of the 
best years. I look for a 30 percent 
increase in sales.” 


William Burks, assistant sales 


manager of Rubicon Cadillac, said, 
“The reception is very good. We 
have had a lot of lookers and all 
the cars we have are sold.” 

R. H. Boos, general manager for 
White-Allen Chevrolet, said, “We 
expect a 20-percent increase over 
the past year’s sales. Inquiries have 


been numerous. This may be our} 


best year yet.” 





Tyrex Truck Tires Run 


Cooler, ATA Is Told 


WASHINGTON. Truck tires 
with Tyrex rayon-cord carcasses 
run cooler than those with nylon- 


cord carcasses, and the higher the | 


speed, the greater the temperature 
differential in favor of Tyrex rayon 
cord, Tyrex, Inc., said results of 
recent road tests indicate. 

These conclusions were drawn 
from extensive dynamic tempera- 
ture measurements, a new tech- 
nique which measures and records 
tire temperatures while the vehicle 
is in motion, the firm said. 

The association of Tyrex rayon- 
cord producers and sponsor of the 
dynamic temperature test, Tyrex 
announced the results at the 1961 
convention of the American Truck- 
ing Assns. 
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LAND CRUISER goes on when roads run out 


... makes the impassable possible. Packs the power-135 HP of 
it-to climb 54% grades, plow across sand or swamp, speed up 
to 85 MPH. Land Cruiser has 6 forward speeds, 2 reverse. Its 
beefy all-steel chassis gives it rugged strength from bumper 
to bumper. 7 passengers or a big payload of cargo go along in 
Toyota Land Cruiser’s hardtop or soft top body wherever you 
want to go. Tow BOVE Ce ea 
find another 4-wheel drive | Protected Lane Orutser tranctitess ere avattanis 
vehicle from which you 
can ask so much-and get 
it! Mail the coupon for 
the full Toyota Land 
Cruiser story and name 
of your nearest dealer. = 


This ad is one of a series running in: 
SPORTS ILLUSTRATED e TRUE « ARGOSY « SUNSET « FARM JOURNAL « LUMBERMAN 
TIMBERMAN ¢ ‘MINING WORLD ¢« WESTERN BUILDING « WESTERN CONSTRUCTION 
CALIFORNIA BUILDER « CALIFORNIA FARMER «+ PACIFIC ROAD BUILDER « ARIZONA 
SPORTSMANS NEWS « WESTERN OUTDOOR «+ LOS ANGELES MAGAZINE + DESERT 
MAGAZINE « AIRPORT SERVICES MANAGEMENT e SOUTHERN CALIFORNIA RANCHER 


In these ads, the coupons offer to supply the reader with further information 


in certain areas. For further details, without 
obligation, compiete and return this coupon to 
TOYOTA MOTOR DISTRIBUTORS, INC. (Dept. A-2), 
6032 Hollywood Bivd., Los Angeles 28, Calif. 


Address . eae i aie ~ 





i Name me 





sein aetna iin tiie ciate 


sa ainiegpnataiciniesiecscidesdiais tata aaa 


and the name of his nearest deaier. 








48 


AUTOMOTIVE NEWS, OCTOBER 23, 1961 





Dealers Point to Other Problems... . 


New Areas Urged for Task Force 


(Continued from Page 1) 


in Washington will review many of 
these proposed topics in deciding 
the future of the Task Force Com- 
mittee. 

Task Force Chairman H. L. 
Galles jr., Albuquerque, N. M., 
has praised auto manufacturers 
for doubling the dealer holdback 
to 2 percent and adopting inven- 
tory-relief plans. 

General Motors and Ford have 
given dealers 15-day deferred bill- 
ing, while Chrysler Corp. and 
American Motors will make quar- 
terly payments based on 1/6 per- 
cent of billing on each car shipped 
to their dealers. Increased parts 
allowances also have been put into 
effect for dealers. 

ea * * 

ADA executives believe that the 

Task Force was the instrument 
which brought about the new deal- 
er benefits. The six members of the 
Task Force held dealer “protest” 
rallies around the country last 
spring to gather evidence for a se- 
ries of conferences they held with 
top factory executives. 

Eighteen proposals for corrective 
action were made by the Task 
Force in July. The 2 percent hold- 
back and 15-day deferred billing 
came partway toward meeting the 
Task Force recommendations, 
which were for a 3 percent hold- 
back and factory-paid billing after 
a dealer’s inventory passes 45 days. 

NADA directors are expected to 
maintain the Task Force as a 


semi-permanent body, in view of 
the dealer problems which the 
factories did not attempt to ex- 
pedite. Among the problems cited 
by dealers in the Automotive 
News survey were the following: 


ethical ads have not been dealt with 
on a national level. 

6. The factories have agreed to 
include dealer-owned demonstrators 
under the 5 percent carryover re- 
bate, but no relief is available .on 


1. Delayed billing for 15 days does | demos in the regular model year. 


nothing for a stockpile excess 
where half the new cars have been 


three months or more in stock, 


2. Individual dealer business 


management still is poor. 


7. The auto manufacturers have 
made no move toward “more real- 
istic” production scheduling. 

8. Price stickers do not reflect 
trans-shipping costs. : 
9. Discounts on compacts were 


3. Fleet buyers are destroying | held at 21 percent, though dealers 
the effect of the 2 percent holdback | appeared to be resigned to this as 
by reducing their purchase priceS| permanent policy despite the Task 


by the extra holdback amount. 


* * * 


OUR. Cross-selling continues un- 


abated. 


5. “Service-free advertising on 
’62 cars could seriously affect deal- 
ers’ service operations.” Also, un- 





Car Operating Cost 


Put at $1,200 a Year 


WASHINGTON.—A $2,500 car, 
driven 10,000 miles annually, costs 
about $1,200 a year—or 12 cents 
a mile—to operate, according to 
a booklet being distributed by 
the Savings Division of the 
American Bankers Assn. 

Expenses were listed as: De- 
preciation, $646; gasoline and oil, 
$262; insurance, $140; mainte- 
nance, $79; tires, $49; license and 
registration, $22, and miscellan- 
eous, $19. 











NO PRICE 






Promotion: 


Profit: 













CHROBE 


@ Triple-plated 
@ Custom Design 





@ Prompt Delivery 


direct without a 


charge! 


prices 


dealer ads, 


INVESTORS 
ENJOY A BUSINESS WITH 


U. S. Patents and Exclusive Franchised Territory Gives You a 


PROTECTED FIELD 


EXCLUSIVE DISTRIBUTORSHIPS AND DEALERSHIPS 
NOW AVAILABLE FOR 


PORTA-SHOP 
World's First Portable Precision Home Workshop 


Remarkable: Porta-Shop is only 29 Ibs. complete in case with all attachments 
—you can build a house with this rugged precision instrument! 
Nine of America's ‘Blue Chip” firms are cooperating on a pow- 
erful Porta-Shop National Advertising-Publicity program. 
Business can show net of over 200% first year. 

For complete details write or wire your inquiry to 


JOHN O. COY, National Sales Director 
1717 North Long Beach Bivd., Compton, California. 
Telephone NEvada 6-1051. 





Now you can buy a triple-plated 
custom designed dealer identifi- 


cation name plate at factory- 


Send today for your 
FREE sample and brochure. 


PS: exclusive territories available for established active dealers 





CUTTING! 








name 
plates 







NO DIE 
CHARGE 





die 






inc. 


P.O. Box 52, Wyncote, Pa. 


























NEW: NSU PRINZ 4 


The German 
Compact 
for Americans 


NSU SPORT PRINZ 


WANTED—DEALERS AND DISTRIBUTORS 


U. S. IMPORTER 


TRANSCONTINENTAL MOTORS, INC. 


230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 


LUDWIG MOTOR CORP. 


421 East 91st Street 
New York 28, N. Y. 









Force demand for 25 percent on the 
smaller series. 
10. The caliber of auto salesmen 


is at its “lowest ebb.” 
ot * + 


cc of the key demands of the 
Task Force apparently has 
made little headway with dealers 
as a national issue. This would es- 
tablish dealer profits as a yardstick 
for judging dealer and factory-rep- 
resentative performance. 

However, local associations are 
moving in the fields of both fac- 
tory-representative performance 
and unethical ads. The Oklahoma 
test case of Doenges vs. Love, in- 
volving a Tulsa Ford dealer’s com- 
plaint against the district sales 
manager, is being watched closely 
by the Oklahoma Automobile Deal- 
ers Assn. 

A number of city associations 
have adopted codes of ethics to 
head off gimmick advertisers, 
Philadelphia being the latest to 
do so. 

Many dealers warned, in express- 
ing acceptance of the 2 percent 
holdback, that dealers must not 
trade the reserve away. 

“Get dealers to stop giving the 2 
percent away—or part of it—to fleet 
customers!” exclaimed a Kansas 

Chevrolet dealer. “Hertz and Don 
Allen insist on reducing their ‘cost’ 
to invoice less one percent (the 
same as they paid last year).” 

This same dealer said the 15-day 
deferred billing will result in sav- 
ings for him of $4,000 to $5,000 a 


year in inventory costs. 
* cm * 


N OREGON Rambler dealer 
called the twin moves “neces- 


































LOS ANGELES.—‘We didn’t go 
broke,” says Al Robbins in talking 
of his decision to close Greer- 
Robbing Co., billed as the oldest 
Chrysler dealership in the world. 

“You only live once. The rea- 
son we closed is because we had 
a chance to sell our property at 
a profit, The industry has reached 
a point where there’s no longer 
the profit potential for invested 
capital.” 

At its peak, Greer-Robbins 
(founded 1904) was selling 700 to 
800 cars a month. Of these, some 
500 were retail sales through a 
group of outlets in Los Angeles, 
the balance wholesaled as distribu- 
tor of Chrysler products in the 
southern half of California. When 
the dealership closed, sales were 
running 35 to 40 units a month. 

First car handled by Greer-Rob- 
bins was the 1904 Mitchell, followed 
by Liberty for two years, Hupmo- 
bile and Chalmers and Maxwell 
until they were absorbed into 
Chrysler. The company was dis- 
tributor for Chrysler products until 
1937 (with a 3-percent override on 
wholesale sales) and a Chrysler- 
line dealer until October, 1961. 


The Beverly Hills location, 
bought in 1933, became so valuable 
that its use for an automobile deal- 
ership could no longer be justified, 
said Robbins. 

“The next 10 years will see di- 
rect factory outlets,” was the 
opinion of Robbins. To which he 
added, “The small margin of 
profit creates a situation where 
the average dealer can’t afford 
to represent product as it should 
be represented. Quality dealers 
are fast fading from the picture.” 
Robbins said that used-car deal- 

ers are, in many cases, doing better 
than new-car dealers. He sees little 


As He Closes Oldest Chrysler Deal. . . 


A Veteran Eyes Industry 


sary to protect the franchise sys- 
tem.” 

Territory security should revert 
now to the top of NADA’s future 
action list, said an Iowa Buick 
dealer. NADA has encountered 
mixed dealer opinion on the issue 
of reviving territory protection, 
which has been outlawed in a 
White Motor Co. antitrust case by 
a Cleveland Federal judge. 

A California Dodge dealer ex- 
pressed doubt that the extra one 
percent holdback will add to deal- 
er profits. The opposite view was 
taken by a Wisconsin Ford deal- 
er, who predicted better grosses 
across the board. 

A Pennsylvania Pontiac dealer 
voiced preference for 30-day or 
even 60-day billing on the premise 
that the “factory expects dealers to 
carry at least a 30-day inventory.” 

The Pennsylvanian also recom- 
mended that demo rebates be fig- 
ured every 30 days, with a limit 
established on the number of an- 
nual sales of demos. 

ES * € 

A NEGATIVE position towards 

holdbacks was taken by a Mis- 
souri Oldsmobile dealer, who 
“would prefer to have money under 
my own control.” His principal area 
of concern was for “more realistic 
production schedules by all fac- 
tories.” 


The Task Force plan for uni- 
formly higher discounts on all cars, 
with a 3 percent holdback, was ad- 
vocated by a South Dakota Chev- 
rolet dealer. 

NADA now should explore ways 
“to persuade dealers to do better 
with the gross profits and bene- 
fits they already have,” declared 
a New Jersey Mercury dealer. 

“Billing is good and the higher 
holdback is supposed to be built-in 
profit,’ commented a California 
Chevrolet dealer. “But it just seems 
to be a question of time until some 
dealers give the second percent 
away also. 

“The trouble is that two large 
leasing companies have already re- 
duced their purchase price by the 
extra holdback. I wonder how long 
dealers can hold the line from fleet 
pressure. 

“It seems to me that the best 
area now for NADA would be 
through the manufacturers’ busi- 
ness-management section to up- 
grade dealers in the different zones, 


future for imports because of De- 
troit’s skill in building cars the 
public wants to buy. 

“Would you suggest that young 
men enter the automobile _ busi- 
ness?” he was asked. 

“No responsible man, with suffi- 
cient capital, should go into the 
retail automobile business,” was the 
reply. “The type of competition 
that’s condoned today by the fac- 
tory, to my way of thinking, de- 
feats their future and discourages 
good dealers with capital. 

“The dealer’s not necessary to 
sell a car,” continued Robbins. 
“Anyone can sell it. It’s condi- 
tions after sale that affect the 
public. Today we find a situation 
where independent garages have 
more business than they can 
handle, only because of lack of 
quality by franchised outlets. 

“One of the reasons for the 

demise of the quality dealer is that 
it doesn’t take anything to sell the 
car. And most dealers are not do- 
ing any service work.” 

Robbins pointed out that the 
average auto dealer is the only 
businessman who wil] pay for the 
privilege of stocking a manufac- 
turer’s excess production. He be- 
lieves most dealers could improve 
their profit picture if they’d run 
their own business and spend their 
money the way any good business- 
man would. Robbins was emphatic, 
that dealers should stop working 
for the factory. 

The parent organization, Greer- 
Robbins Co., continues to operate 
R. O. Gould Co., a Chrysler-Plym- 
outh dealership in Long Beach, 
Calif. Sales are reported averaging 
45 to 50 new cars, and 90 to 100 
used a month. In addition Greer- 
Robbins is reported to own Los 
Angeles property worth several 
million dollars. 





d ce 
with individual counselling if 
sary.” ae 
+ * # 

N OHIO Ford dealer Calleg 

15-day billing and the 2 Percent 
holdback profit-building qd € Vices 
and “a definite step in the 
direction.” He contended that 
new benefits would be more meap. 
ingful “if not considered on state. 
ment—but paid in as added income 
at end of year.” 

NADA should now “pressy, 
dealers into improved dealer jog,. 
tions,” he declared. “That is, deg). 
ers should be given sufficient Profit 
potential. Too many fringe dealers 
sell beyond their territory poten. 
tial.” 

A Michigan Rambler deale, 
who welcomed the improved hep. 
efits called for factory stockpiling 
of new cars. 

Fifteen-day billing was applaug. 
ed by a Colorado Oldsmobile-Cag. 
illac retailer, who said the 2 Percent 
holdback was of no value to him, 

“Dealers need additional g 
to cover higher overhead Costs,” 
warned this dealer, “or factories 
will lose many more dealers,” 

of * * 

A” OKLAHOMA Pontiac dealer 

anticipated $25 or $30 more 

profit per deal as a result of the 
changes. 

A Tennessee Studebaker dealer 
urged NADA to plan a “universaj 
training and promotional pro. 
gram for new-car salesmen.” He 
said the profession has lost its 
appeal for higher-type individuals, 

Dealers were advised by a Wis- 
consin Buick dealer to take advan. 
tage of the 2 percent holdback by 
refusing to raise new-cer inventory 
levels and by disregarding hold- 
backs in their cost arithmetic, If 
dealers follow this advice, year-end 
profits should “theoretically” rise 
about $25 per car, he said. 

Studebaker-Packard was the only 
auto maker which did not adopt 
longer billing or the doubled hold- 
back, choosing instead to maintain 
a sliding discount plan for volume 
sales. 


SELL 4x4 VEHICLES? 
Sell the best!... 











Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs. 
The Husky is self-engaging, never requires rockin, 
or rolling. Unlike others, the Husky can’t bind t! 

abuse. Never requires tools, just a twist of the fingers 
... because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4 . . . sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976q, Boulder, Colorado 
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General blades fit any truck, tractor 
or jeep. Big dealer discount. Only 
$295. up. Low price includes com- 
plete blade, electric hydraulic as- 
sembly, and mounting — ready to 
go! Too late to order the day it 
starts snowing. Get the ful! facts 
NOW and CASH IN on the first 
snow. Call or write. Snow Plow 
Division. (Dept. AN) 


GENERAL ENGINES CO. 
RT, 130, THOROFARE, NEW JERSEY 
Phone TI 5-5401 
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aried employes actively at work 
and their dependents. 

Other substantial improvements 
were made in the noncontributory 
general retirement plan, group in- 
surance plan, limits of hospital- 
surgical-medical insurance cover- 
age, separation pay and leave bene- 
fits. 


Demand 


* * * 





Business Barometer 


Automotive News Economic Index— 


98.7 Percent of Last Week 
102.1 Percent of Like Week Last Year 







Equal Chrysler Pact 


(Continued from Page 2) 


Akron Shop Negotiations 


Snagged After 3 Months 


AKRON.—Negotiations in the 
three - month-old dispute between 


council, has been postponed be- 
cause the union was unhappy with 
some of the wording in the new 


-paid union representa- 
tives in the plants. It claims that 
the ratio is one representative for 






company 


‘Chrysler Corp. national press pre- 


87 employes, compared with 
Se tio of one to 250 at GM and 
Ford. 

Chrysler also wants to cut start- 
ing salaries for future salaried and 
defense workers. Ford proposed 

cuts for future employes in its 
steel division, but gave up when 
the union rejected the proposal. 

When the negotiators opened the 
intensive sessions last week, they 
agreed to reverse the method used 
in the Ford and GM final contract 
talks in an effort to avoid plant 
strikes over noneconomic and local 


factory problems. 
* * 


= postponed discussing the 
national economic issues, which 
the union won at Ford and GM, to 
concentrate on solving the knotty 
noneconomic and local issues that 
had caused the Ford and GM 
strikes. 

As a result of this, the com- 
pany and union have set up sub- 
committees on seniority, produc- 
tion standards, skilled trades, the 
work week, and the salaried and 
engineering units. 

Reuther said the bargainers will 
leave the national economic con- 
tract until the last. 

The official signing of the na- 
tional contract between Ford and 
the UAW, approved by the union’s 
executive board and the Ford 





Chrysler Report, 
N. Y. Dealer Talk 
By Townsend Due 


NEW YORK. — Directors of 
Chrysler Corp. will meet Thursday 
to issue a third-quarter report that 
is expected to add slightly to the 
company’s deficit for the year. 
Chrysler lost $15.7 million in the 
first half despite a second-quarter 
profit of $6.2 million. 

It will be the first formal meeting 
of the 17 directors since George H. 
Love was made chairman of the 
board last month. 

President Lynn A. Townsend will 
journey to New York for the board 
meeting after addressing the state 
dealer convention at Kiamesha 
Lake, N. Y. It will be the new pres- 
ident’s first public talk since the 


view Labor Day week, 


With Chrysler's next annual 
meeting of shareholders less than 
six months away, would-be proxy 
fighters have as yet not managed 
to get their efforts off the ground. 

Jim Bacaloff, Portland (Ore.) 
contractor and prospective proxy 
fighter, was to have met today 
(Oct. 23) in New York with Love. 
But Love called off the meeting 
after learning that Bacaloff had in- 
formed the press of the date. 

Bacaloff said he would show up 
at Love’s office in New York any- 
way today and charged that the 
original offer for a meeting was 
designated to discredit him and 
delay his proxy-fight plans. 

The legal front was quiet at 
Chrysler last week. Two motions 
will be disposed of today in Oak- 
land County Circuit Court (Pon- 
tiac) in Chrysler’s suit to recover 
sideline profits made by Jack W. 
Minor, former Plymouth marketing 
director. 





St. Louis Old-Timers 
Elect Stewart President 


_ ST. LOUIS.—L, M. Stewart, pres- 
ident of L. M. Stewart, Inc. (Chrys- 
ler), in suburban Clayton, has been 
elected president of the St. Louis 
area Council of Automotive Old 
Timers. 


Other new officers include: David 

K. Castles, Castles-Wilson Buick 

» Vice-president, and Ed Hay- 

ward, executive vice-president of 

the Greater St. Louis Automotive 
., Inc., seeretary-treasurer, 


contract. 


Summit County new-car dealers 

















However, failure to officially sign 
the pact did not prevent Ford from 
resuming production last week. 

The new Ford pact generally fol- 
lows the agreement reached be- 
tween the union and GM, except 
that some jobless pay benefits, in- 
surance and pensions were improv- 
ed. 

Major provisions of the Ford 
contract include an annual wage 


and Auto Mechanics Local 762 are 
at a standstill after the dealers’ 
latest settlement offer was voted 
down by the union, 160 to 16. 

As a result of the balloting, 
mechanics are continuing to pick- 
et 24 dealerships. Out of the 
original 28 shops closed last July 
18, three have settled with the 
union and a fourth has gone out 
of business. 




























increase of 2% percent or six cents, 


employment benefits and extension 


which workers are paid benefits if 
they are not asked to work a full 
40-hour week, plus pension and in- 
surance improvements. 

* * * 


EANTIME, the UAW won 


pay raises of 18 cents an hour, 
spread over three years, from In- 
ternational Harvester Co. last week 
in an agreement that closely paral- 
leled other UAW settlements, 
In Milwaukee, A1lis-Chalmers 
Mfg. Co. has asked the UAW to 


continue present wage scales for 


one year, while the company goes 
through a “belt tightening” by or- 
dering cuts in salaries for 13,000 
white-collar workers. Nov. 1 is the 
expiration date for current con- 
tracts. 


In Decatur, Ill., UAW Local 751 
and Caterpillar Tractor Co. have 
agreed to an indefinite extension 
of their present contract. The union 
has withdrawn pickets and has 
ordered its 1,800 members back to 


work. 
* * 


Ford Ups Pay, Benefits 


For Salaried Workers 


DEARBORN. — Improvements in 
income and benefit programs for 
salaried employes of Ford Motor 
Co. have been announced by Ken- 
neth D. Cassidy, industrial rela- 
tions vice-president. 

Most of the company’s 49,000 sal- 
aried employes will receive an im- 
provement factor increase of 2 per- 
cent of current base monthly salary 
or $8.40 per month, whichever is 
greater, retroactive to Sept. 1. 

In addition, $62.40 of the current 
quarterly cost-of-living allowance 
of $88.40 has been transferred, ef- 
fective Sept. 1, to base salaries of 
eligible employes, in increments of 
$20.80 per month. A cost-of-living 
float of $26 per quarter is contin- 
ued, and is payable Dec. 15. 

Beginning with November, 1961, 
coverage, the company will pay the 
full premium cost of the Ford med- 
ical insurance plan for eligible sal- 
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Metals on Display— 


Metals on Wheels is a feature of the 
five-day National Metal Show which open- 
ed at Cobo Hall, Detroit, today (Oct. 23). 
Glenda Drake, secretary at the sponsoring 
American Society for Metals, shows a few 
of the hundreds of materials and compo- 
nents on display in the Materials Applica- 
tion Center, focal point of the show. Many 
of the items concern avtomotive materials 
applications. All represent successful solu- 
tions to materials application problems. 








whichever is greater; continuation 
of the cost-of-living wage allow- 
ance; company-paid medical in- 
surance, higher supplemental un- 


from 26 to 52 weeks; a plan under 








Latest to settle was Universal 
Motor, Inc. (Ford), a member of 
the employers’ bargaining unit. 
Universal agreed to a contract that 
guarantees union members 50 per- 
cent of the customer labor charge 
and the payment of the full cost 
of health and welfare benefits. Pre- 
viously, the company paid one-half 
the cost. 

Russell Offhaus, union business 
agent, said the union would settle 
with any of the dealers on these 
terms. 

E. John Lehman, secretary-man- 
ager, Akron Automobile Dealers 
Assn., said there are no plans for 
future negotiations. He indicated 
the dealers may reopen their serv- 
ice facilities and invite union mem- 
bers to return to work. 

“We will give them a chance to 
come back to work and if they 
don’t we’ll hire permanent replace- 
ments,” Lehman added. 

The dealers’ rejected proposal 
called for a staggered wage in- 
crease ranging from 15 cents an 
hour over three years for me- 
chanics earning the $2.50 flat rate 
to five cents for those making 
$2.75 and over. 

It also included a wage reopener 
if the dealers raised the customer 
labor charge 15 cents an hour or 
more; continuation of the health 
and welfare benefits until July 1, 
1965; recognition of the multiem- 
ployer bargaining unit as the sole 
bargaining agent, and withdrawal 
of unfair labor practice charges 

filed by both sides. 

Dealers also agreed to drop their 
objections to unemployment com- 
pensation claims of the mechanics. 

The dispute started when the 
union struck six dealerships. The 
other dealers cut wages to $1 an 
hour and a short time later closed 
their shops. 

The union has charged the latter 
with a lockout. However, the deal- 
ers said it was a strike, contending 
a strike against six was a strike 
against all under their joint bar- 
gaining agreement. 

In a preliminary finding on 
complaints filed by both sides, 
the National Labor Relations 
Board ruled that both have been 
guilty of unfair labor practices. 

The dealers were told they were 

wrong in cutting wages to $1 an 
hour. The NLRB also ruled the 
union should not attempt to break 
up the employers’ multiunion bar- 
gaining group by trying to negoti- 
ate with individual dealers. 

ee eg 


Union Pacts Get Raises 


For 2.4 Million Workers 


WASHINGTON.—At least 2.4 
million workers were scheduled to 
receive wage-rate increases under 
major union contracts negotiated 
in the first nine months of this 
year, the United States Department 
of Labor reported. 

The settlements left rates un- 
changed, at least for the first con- 
tract year, for an additional 200,000 
workers and reduced rates for 
about 17,000, according to a pre- 
liminary analysis by the Bureau of 
Labor Statistics. 

About two-thirds of the workers 
affected by major settlements were 
employed in establishments where 
wage-rate increases averaged 1% 
but under 4 percent, and one-fourth 
were employed where increases 
averaged 4 percent or more. 

The most common increases 
ranged from 2% to under 3 percent 
and 1% to less than 2 percent. 





Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ........... édeae 96,362 94.3 66.8 
Truck Production .............. ¥ 16,248 90.0 89.5 
Auto Registrations—yYear to Date. . 3,821,072 ss 85.9 
Truck Registrations—Year to Date. 598,725 er 92.0 
Steel Production—tTons .......... 2,071,000 98.5 131.2 
Paperboard Production—tTons ... 349,905 100.0 106.7 
Soft Coal Output—tTons ......... 8,600,000 98.1 103.9 
Oil Refinery Output—Borrels ..... 50,208,000 96.8 105.1 
Electric Output—Kilowatt hours ... 15,125,000,000 100.6 107.1 
Barometer Freight Car Loadings 360,925 100.0 99.2 
Department Store Sales Index .. 164 105.1 105.8 
Stock Market Price Index ....... 137.5 100.1 123.5 
U. S. Government Spending 
Fiscal year to date .............. $31,435,732,000 “oes 112.7 
Commercial and Industrial Loans $31,783,000,000 100.0 100.6 
Savings Deposits ................ $29,375,000,000 100.4 een 
Used-Car Prices—Average ....... $992 99.3 114.8 
Business Failures ................ 341 103.3 104.6 
Common ; Common 
Stocks Oct. 18 Oct. 11 1961 Range Stocks Oct. 18 Oct. 11 1961 Range 
BOS osc: 18% 17%, 21%-16% Ea tis oe 50%, 495% 55%-42% 
Chrysler... 52 545% 575%-37% Mack...... 48Y%, 49%, 534,-32% 
Poerd....... 105% 107% 110 -63% ee kas es 12% 11% 134%-7 
Ws 2 sews be 504% 51 51 -40% White...... 50%, 51% 60%-404% 


(Oct. 23, 1961) 













FTC and Justice Approve 
3 Bills on Price Fixing 


WASHINGTON.—Five bills to 
increase penalties for antitrust vio- 
lations have received qualified en- 
dorsement by the Justice Depart- 
ment and the Federal] Trade 
Commission. 

The measures—four sponsored 
by Senator Estes Kefauver, Ten- 
nessee Democrat, and one by 
Senator William Proxmire, Wis- 
consin Democrat — result mostly 
from investigations into price- 
fixing and collusive bidding in 
the electrical equipment indus- 
try. 

The bigger fines and mandatory 
jail sentences in the bills would, 
however, apply to antitrust viola- 
tors in any industry. 

In hearings before the Kefauver 
Subcommittee, testimony from the 
Department of Interior and Gen- 
eral Services Administration cen- 
tered on identical bidding, a prob- 
lem not associated with the 
automotive industry in its relation 
to the Federal government. 

However, the only nongovern- 
ment witness—James Carey, Inter- 
national Union of Electrical Work- 
ers (AFL-CIO)—after endorsing 
stiffer penalties, expanded at length 
on the problems of concentrated in- 
dustry and so-called administered 
prices. 

In essence, Carey said that since 
some degree of monopoly seemed 
essential to price-fixing, concentra- 
tion as such needs “extra hard 
scrutiny.” 

He noted that relief from price- 
fixing can be obtained from the 
courts, but he contended that there 
is slight chance of limiting the 
power of a large corporation to 
retaliate against small sellers in 
the same industry. 

Carey’s suggestion—or what he 
called “a most promising line of 
attack on the problem of admin- 





Dealers Cited— 
Leonard and Orville Jackson, 


partners 
in Jackson Motor Sales (Dodge), Lowell, 
Mich., have received their third Quality 
Dealer Award from Chrysler Motors Corp. 
On hand for the presentation, from left, 
are J, F. Walters, Dodge Detroit regional 


manager; Leonard and Orville Jackson, 
and R. E. Miller, Grand Rapids, district 
manager. 


istered prices in some industries” 
—was legislation similar to Ke- 
fauver’s drug industry antitrust 
bill now pending in Congress. 

Although Carey did not think it 
practical to have a separate bill 
for each industry, he added: “Per- 
haps it may be possible to alter the 
antitrust laws to provide a more 
general basis for dealing with the . 
special circumstances which lead 
to abuses in different industries.” 

Another method suggested by 
Carey was “public investigation 
and public disclosure of the pricing 
processes and pricing actions of the 
key companies in some of the high- 
ly concentrated industries.” 


Rosenberg Loses 
Another Round in 
D. C. License Case 


WASHINGTON. — Ross Rosen- 
berg, main stockholder in Star Mo- 
tors, a used-car operation, has lost 
another bid for a District of Colum- 
bia dealer’s license. District Judge 
Alexander Holtzoff ruled that the 
District Board of Appeals and Re- 
view has a right to rehear the Ros- 
enberg case in the matter of a 
temporary salesman’s license grant- 
ed to him in August. 

The government wants the re- 
hearing to bar Rosenberg from a 
salesman’s license, and Rosenberg 
wants a rehearing to obtain a deal- 
er’s license. Rosenberg has argued 
that if he is eligible for a sales- 
man’s license, then he is eligible for 
a dealer’s license. 

Last June, Rosenberg was re- 
fused both the salesman’s and deal- 
er’s license when the Department 
of Licenses and Inspection cited 
various customer complaints. He 
then took the matter before the 
Board of Appeals and Review. 

Board Chairman Frederick L. 
Haller accused Rep. John L. Mc- 
Millan, South Carolina Democrat 
and head of the House District 
Committee, of pressuring the board 
in Rosenberg’s behalf. Charges of 
bribery against District officials fol- 
lowed but were not substantiated by 
a police investigation. 

Rosenberg contended that a li- 
cense was necessary for his liveli- 
hood. He was given a temporary 
salesman’s license, but Star Motors 
was not given a dealer’s permit— 
although both permits have the 
same “good-character” require- 
ments. 

Bernard T. Levin, Rosenberg’s at- 
torney, says he will take the matter 
before the United States Court of 
Appeals. 


Georgia Plant Expanding 


ATLANTA.—Douglas & Lomason 
Co. has announced that an expan- 
sion of its auto-molding operations 
is under way at its plant in Carroll- 
ton, Ga. The cost will be $50,000. 
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Only One Independent Survives .. . 





They Said Farewell 
To Broadway Scene 


(Continued from Page 3) 


money. Almost everyone leaves it 
broke.” 

Actually it’s not quite that bad. 
In the past 10 years, most dealers 
have been able to close the door 
before the facts of Broadway life 
completely caught up with them. 
But still it’s a minor tragedy, be- 
cause success along Broadway in 
the past has been the epitome of 
automotive success in retailing in 
this area. 

Five years back a man would 
fight with everything at his com- 
mand to get a Broadway deal. 
Today anyone with the faintest 
glimmer of Broadway in his eye is 
regarded as crazy. 

Factories, recognizing the com- 
petitive jungle of Manhattan itself, 
eventually began moving in on the 
problem in an effort to help the 
situation and save the independent 
retailer, but in most cases the cure 
came after the patient had suc- 
cumbed to malnutrition. 

Factory moves took the shape 


Avco Engine— 


Avco Corp.'s Lycoming Division has de- 
veloped a lightweight, air-cooled multifuel 
engine that is said to start unaided at 
temperatures as low as 25 degrees below 
zero. A four-cylinder model is undergoing 
cold-room tests and an eight-cylinder unit 


is being developed. 
ap: eh 


Avco Develops 
Multifuel Engine 
For Military Use 


WILLIAMSPORT, Pa. — The 
United States Army Ordnance 
Corps has announced development 
of a lightweight, air-cooled multi- 
fuel engine that is said to be ca- 
pable of starting unaided at tem- 
peratures as low as 25 degrees 
below zero. 

Developed by Avco Corp.’s Ly- 
coming Division, the new automo- 
tive-type power plant is a compres- 
sion-ignition, valveless, t w o-cycle, 
air-cooled, multifuel engine intend- 
ed primarily for use in light track- 
ed and wheeled military vehicles. 
It has only three principal moving 
parts per cylinder. 

At a demonstration before mili- 
tary and civilian engineers, a four- 
cylinder model was started with 
cold soaked batteries in less than 
four seconds. Low-grade gasoline 
was used. In addition, the engine’s 
ability to utilize interchangeably 
diesel fuel, JP-4 jet engine fuel, 
compression-ignition fuel and com- 
bat gasoline also was demonstrated. 

Cold starting is accomplished 
through the use of electric glow 
plugs directly in the open combus- 
tion chamber. This arrangement is 
made possible by the configuration 
of the valveless air-cooled cylinder 
head. The engine is also completely 
submergible so as to be operable 
through streams without damage, 
Aveo said. 

Four and eight-cylinder models 
are in various stages of develop- 
ment and testing. Ordnance Corps 
projections include a complete fam- 
ily of operational engines ranging 
from four to eight cylinders and 
from 160 to 325 horsepower. 








of closing points that were mere- 
ly siphoning off business from 
what should have been a strong- 
er situation. In Manhattan at 
one time the auto business was 
“overdealered,” and Broadway 
was the most seriously afflicted. 

The economic facts of life in any 
big city are frightening, but along 
Broadway they are staggering. 
Rentals for showrooms are astro- 
nomical, because if a dealer doesn’t 
want the space, there is always a 
bank or a blue-chip organization 
ready to rent the space on long 
leases. 

Showroom space is only half the 
problem, though. Once the show- 
room is signed for, service facilities 
must be uncovered somewhere else 
in the city. If facilities can be 
found, they are inevitably too 
cramped and crowded to do an 
efficient, economical job. 

Then comes the expense of re- 
furbishing both showroom and 
service facilities, Establishment of 
an hourly labor rate in the service 
department becomes an aggravat- 
ing problem. Today rates run from 
$5.50 to $7.50 per -hour, and an up- 
ward thrust is threatened every 
time the union negotiates with the 
service departments. 

So the dealer is faced with the 
problem of offering inadequate 
service, at the highest rates in 
the city. 

Factories also have come to 
grips with this problem recently, 
and had established, even before 
they took over from the dealer, 
service facilities which were fac- 
tory run. 

Chrysler Corp. recently announc- 
ed it would build its own service 
facilities on the West Side, the re- 
sult of its inability to find anything 
adequate to needs in the midtown 
area. 

Both factories and dealers have 
attempted to work out a solution 
by leasing their service work to a 
large independent, but over the 
long run this has not proven suc- 
cessful. It has, more times than 
not, led to an ever-expanding deal- 
er-complaint file at the district 
and regional levels, which has be- 
come unsupportable. 

The reasons for the demise of 
Broadway are as diverse and com- 
plicated as the dealers and fac- 
tories operating there. 

Some Broadway dealers 
brought about their own down- 
fall through faulty administra- 
tive practices — sloppy manage- 
ment and inability to make sound 
decisions and stick to them dur- 
ing the more difficult times. 

Some Broadway dealers were 
great showmen, great merchandis- 
ers, great salesmen who could have 
made a Ziegfeld, Billy Rose or a 
Mike Todd envious. But they lack- 
ed the acumen of the businessman. 
Some couldn’t even read a profit 
and loss statement accurately. And 
they didn’t recognize the need to 
find someone in whom they had 
confidence to give them advice, and 
once having received the advice, to 
take it. 

The economic facts of life are 
that a Broadway dealer is faced 
with undoubtedly the highest over- 
head in the city. Yet his customers 
are convinced that because he is a 
Broadway dealer, he is in a posi- 
tion to give the best possible deal. 

Many times a Broadway dealer 
would wring his hands and say: 
“Here I sit with the highest over- 
head in the city and everybody 
thinks I can give the best deal. The 
fact of the matter is I have to 
charge much more than the sub- 
urban dealer for the same piece of 
merchandise, and in order to do 
that I’ve got to offer the man much 
more. 

“And the way this thing is set 
up, the guy in the suburbs can 
offer his customer’ everything 
that I can offer him and very 
often more. My only hope is that 
I can make immediate delivery 
on his car where the hometown 
dealer may have to hold him up a 
few days or weeks.” 

Many were the times a dealer 
would return from a factory con- 
ference with a long face, after 





hours of cajoling and arguing to|- 


get a little special treatment in 
the delivery of his cars. Especially 
during the days of shortages did 
the volume of the Broadway deal- 
er help him survive, With his large 
volume, he was able to give better 
delivery. But this advantage soon 
evaporated. 

Dealing in large volume also re- 
quired that the Broadway dealer 
reach out into the suburbs for his 
sales. It was impossible for him' to 
depend upon his immediate area 


of influence for his business. But | 


as factory production reached the 
level of demand, the public soon 
enough realized that Broadway 
was not the big discount house of 
the auto business. 

In addition, the middle class as a 
mass moved from the immediate 
area, leaving Manhattan a borough 
of very rich and relatively poor. 
Complicating this problem is the 
inability to find garaging for a ve- 
hicle in this city for much less than 
$40 a month, Parking on the streets 
is a virtual nightmare, and only 
the most dedicated auto owner 
would subject himself to that kind 
of daily torture. 

With the biggest portion of the 
market moving into the suburbs, 
the dealer naturally turned to 
the very rich, but found an 
amazing resistance growing out 
of this group as well. 

Since the facts of life among 
the very rich also are astounding 
(paying $500 a month rent, plus 
all of the other encumbrances the 
rich manage to acquire) this group 
turned to leasing of vehicles for 
transportation and a tax deduction 

as well. 

Even encouraging a suburbanite 
to shop in the city became impossi- 
ble after a while, The traffic prob- 
lem is enormous along Broadway. 
The dealer association succeeded 
several years ago in having park- 
ing meters installed along the 
street, but although it helped the 
problem, it didn’t come anywhere 
near solving it. 

Getting an appraisal made con- 
tinues to be one of the largest 
problems of doing business along 
the street. And convincing people 
that they should aggravate them- 
selves through midtown traffic to 
price a new automobile is a major 
undertaking. 

The tax structures work against 
the free flow of business in this 
city as well. 

This city has a gross receipts 
tax collected on every dollar put 

through the retailers books, 
whether he makes money during 
the year or not. It is collected on 
the theory that it is a privilege 
for the dealer to business in this 
city, for which he must expect to 
pay. So it is possible to end the 


Monroney Sees 
Aid for Truckers 
In Piggyback Feud 


WASHINGTON. — The problems 
of “selective rate cutting” by rails—- 
accusations made by trucking 
spokesmen and sponsors of a Sen- 
ate bill—may be settled by internal 
action of the Interstate Commerce 
Commission. 

In an address to the American 
Trucking Assns., Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
said it was “the assurances of the 
commission that it intended to en- 
force the statutory prohibitions 
against discriminatory and destruc- 
tive rates” which led the Senate 
Commerce Committee to defer ac- 
tion on the rate-making bill spon- 
sored by Monroney and Senator 
E. L. Bartlett, Alaska Democrat. 

Later, Monroney told AUTOMOTIVE 
News that he has no objection to 
car manufacturers saving whatever 
they can by using bilevel and tri- 
level rail service for new cars. He 
said, however, that he has found 
no evidence of any of these so-call- 
ed savings being passed on to con- 
sumers, 

Monroney contended that it 
would be naive of auto makers to 
assume that railroads would keep 
their rates low after they had cap- 
tured the market. 

The auto hauler, Monroney told 
ATA, “is simply and literally put 
out of business, not because of the 
technological advantages of piggy- 
backing, but because the railroads 
have arbitrarily set a rate with 
which he cannot compete because 
it bears no relation to the cost of 
providing the-service.” 








50th Car in 37 Years— 


J. Carter Perry, president, Perry Motor 
Co., Elizabeth City, N. C., hands the keys 
of a 1962 Chevrolet to Trannie Crank of 
Elizabeth City, marking the 50th new 
Chevrolet sold by the dealership to Crank 
over a period of 37 years. Crank has a 
record of purchasing the first new model 
delivered by the dealership. Each year, 
Chevrolet contacts Crank for model, type 
and equipment wanted to make sure that 
he gets the first car delivered by Perry. 
Young lady in the picture is Crank's great- 
granddaughter. 


year with a huge loss and still 
owe the city tax money. 

Then there is the city sales tax. 
There is a very complicated pro- 
cedure set up for the delivery of a 
vehicle outside the city to a resi- 
dent of the suburbs who buys his 
vehicle within the city so that he 
doesn’t have to pay tax. 

However, the sole judge of 
whether or not this delivery was 
made according to the regulations 
lies within the city sales-tax unit 
itself. Should the sales-tax depart- 
ment determine that a delivery or 
a group of deliveries were not 
made satisfactorily, they then place 
an assessment against the dealer, 
since in their rules he is the re- 
sponsible party. 

Many dealers have been whack- 
ed by city sales tax to such an ex- 
tent that it put them out of busi- 
ness. 

On top of this is the fact that 
the dealer must make delivery of 
the purchased vehicle outside the 
city limits, an inhibiting factor 
as far as the car buying public 
is concerned. Most buyers want 
to drive their car away from the 
dealership, with the feeling that 
no one has ever been in their 
new car before. 

By 1954, Broadway dealers were 
beginning to feel the onslaught of 
the competitive facts. By that time 
there was a great deal of jockeying 
for position, and a great deal of 
agitation below the surface for the 
factories to move in and help. 

But the real death knell for the 
Broadway independent was sound- 
ed during the heyday of the 
“wheel-and-deal” boys. At first the 
men along Broadway attempted to 
deal with the problem on an ethical 
basis. Those who couldn’t meet 
this new threat got out of the 
business then. Others adopted the 
tactics of the “wheelers and deal- 
ers,” but with the tragic results 
that it eventually took them off 
Broadway as well. 

Today, with the exception of Don 
Allen Chevrolet and Don Allen 





= 
Pontiac, every deal on Broadway 
is either factory run, or SUbsidizeq 
to the point where it might ag Well 
be factory run. 

One dealer, typical of many, tolg 
the story a year or two back a 
having sold $10 million worth ¢ 
merchandise in a year, and being 
lucky when he could take $159 
of his deal for himself each Week, 
This is a typical experience, 

Buick returned to Broad 
recently, refurbishing its oj 
showroom at a cost estimated by 
Broadway buffs at $85,000 tp 
$250,000. Ford also brought fap. 
tory management to its retail 
setup along the row recently, 

Whenever a factory takes over 
the retail outlet, the story is aly, 
out that the company is BOing to 
run it in an exemplary manner to 
show dealers how the operation 
should be accomplished. Ang jn 
every case, the factory tenure jg 
said to be temporary, “until we can 
find a good dealer.” 

In spite of all the drawhacks 
mentioned here, there often wil] pe 
a rumor that “so and so” is dicker. 
ing on a deal. But to date, nothing 
has come of them. 

Ten years ago, dealers were pre. 
dicting that they themselves 
wouldn’t be on Broadway by this 
time. 

“Broadway is a fading era,” they 
said. “I can’t afford to operate 
salon for the factory here unless 
they are willing to help me with 
this fantastic overhead.” 

Today, industry sources wonder 
whether Broadway is as important 
to the industry as it used to be. 
Time was when the only place the 
customer could see all the models 
available to him was on Broadway, 
Today every suburban dealer has 
a good-sized stock, and if he 
doesn’t, ironically enough, the auto 
makes it possible for the owner 
to visit a nearby dealer who does, 

Now the prediction is that within 
10 years Broadway no longer will 
be supported even by the factories, 


Oil Refineries 
Blamed for Smog 
Over Los Angeles 


SACRAMENTO, Calif.—A charge 
that oil refineries, not autos, cause 
smog highlighted the first meeting 
held here by the State Motor Ve- 
hicle Pollution Control Board. 

D. A. Jensen, executive officer, 
announced that the “blowby” smog 
suppressor manufactured by AC 
Spark Plug and approved by the 
board at its last meeting in San 
Diego, would cost between $15 and 
$20 to install, depending on the 
type of car. 

The charge that refineries are 
responsible for smog was made by 
Frank L. Alexander, chairman of 
a private organization called the 
Smog Rebellion. 

“There igs no record anywhere 
that hydrocarbons and oxides of 
nitrogens produced by automobile 
engines have ever killed anyone, 
or even made them ill or caused 
eye irritation anywhere in the 
world,” Alexander said. 


Sulphur trioxide from oil refin- 
eries unite with moisture in the aif 
to form sulphuric-acid mist, caus- 
ing Los Angeles’ smog, he added. 


New FTC Plan Designed 
To Put Teeth in Rules 


WASHINGTON. — A. Everett 
MacIntyre, new Federal Trade 
Commissioner, has proposed that 
FTC use “quasi-legislative” author- 
ity in setting up a list of per se un- 
fair and deceptive practices. 

While not wanting to deprive 
anyone of due process, MacIntyre 
has in mind a far-reaching plan. 

Under it, FTC would identify cer- 
tain practices it considers unfair or 
deceptive, submit them to “rule 
mailing procedure” so that public 
comment could be obtained and, 
after adoption, make violation of 
the rule an offense, 

MacIntyre added: “If the FTC 
and the courts should conclude that 
Congress has not provided this, 





then the problem should be placed 
before Congress without delay.” 

At present, the commission issues 
guides and tries to get compliance 
on an industrywide basis, but there 
is no “violation” if a company de- 
cides not to go along with the rules. 

The new commissioner, who used 
to be chief counsel of the House 
Small Business Committee, stated: 
“The use of unfair acts and prat- 
tices is on the increase. In any 
event, it is my thought that the 
New Frontier at the FTC should 
not be allowed to become a Maginot 
Line to be outflanked. Likewise, a 
tion should be taken to preclude 
reference to us as the ‘endless from 
tier’ where cases drag on and on 
and the ‘regulatory lag’ remains 4 
an outstanding problem.” 
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Ford Fairlane Ready to Roll... 
ford Fare 


Car Output Reaches Year’s High 


week ended Nov. 19 last year, when | highest outturn since the week 


(Continued from Page 1) 


Pon 


worked Saturday. 


The result was that GM and four 
of its five divisions hit yearly highs 


tiac “field” units at South 
Calif., and Arlington, Tex., 


76,963 cars were built. 

On a divisional basis, Chevrolet, 
with an estimated 44,300 assemblies 
last week, reached its highest level 
since May 21 last year, when 44,402 
units were built; Pontiac’s 10,600 
assemblies was the highest since 


for car output. The 76,375 cars 


turned out by the corporation 


the week ended Oct. 29 a year ago, 


marked the highest level produc-|; when 10,778 units were produced; 


tion had re 
a 


Car, Truck Output Estimates 


By Automotive News 
U. S. PRODUCTION—CARS 




















ached at GM since the; Oldsmobile’s 9,160 cars marked its 





Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct. 21, Week, Oct. 14, October, Oct. 22, Oct. 21, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
Rambler ...........-:...000 8,500 10,593 7,834 25,319 389,027 273,764 
CHRYSLER CORP.**.. 18,500 17,056 18,840 56,716 873,856 476,260 
Chrysler-Plymouth 
Division 11,950 9,131 12,139 36,290 497,280 317,387 
Chrysler 1,724 2,710 8,136 70,115 73,386 
Imperial 479 469 1,222 13,155 6,890 
Plymouth 4,735 5,832 17,683 209,389 142,080 
Valiant 2,193 3,128 9,249 204,621 95,031 
Dodge Division 7,693 6,701 20,426 358,385 158,873 
Dart-Polara ............ 4,771 4,902 14,961 323,381 118,499 
BOOP oc. arecesserecceneeeee 2,922 1,799 5,465 35,004 40,374 
FORD MOTOR ..... ene dl 37,685 1,530,129 1,242,471 
Ford Division. .............. SE5BZ a. asses 29,887 1,225,730 996,451 
FAICON . ............0.00ecee0ss OO Lkstiecdeas 12,903 416,976 394,159 
Ford Galaxie PEs ccametice 15,339 737,625 536,340 
Thunderbird ............ EL Sececisere 1,645 71,129 65,952 
L-M Division .............. ee 7,798 304,399 246,020 
OT es 823 13,739 22,795 
Mercury Comet ...... 3,606 ee Resco 4,704 161,095 143,491 
Mercury Monterey 1,500 re 2,271 129,565 79,734 
GENERAL MOTORS .. 76,375 69,830 67,052 205,853 2,527,682 1,973,410 
Buick Division .......... 8,535 8,922 7,372 23,153 226,468 199,780 
Buick (Std.) ............ 5,340 6,872 4,930 15,055 213,297 133,587 
POTN oi nsscsssccsceseonsess 3,195 2,050 2,442 8,098 13,171 66,193 
IND | cscsecessstesenescssene 3,780 3,802 3,792 10,951 126,151 111,121 
Chevrolet Division .... 44,300 38,710 38,508 118,167 1,505,074 1,178,568 
MOV G TO an nc.n......cccsce0e eee Ywieuttars 4007 12,50 ___.......... 17,694 
Chevrolet (Std.) .... 32,264 32,519 27,920 84,995 1,306,617 906,813 
SOUTER | oo. csscsessiccscvecees 7,300 6,191 6,491 20,668 198,457 254,061 
Oldsmobile Division .. 9,160 9,979 8,202 25,255 313,345 225,469 
he 1,920 2,587 1,647 5,315 15,667 48,327 
Oldsmobile (Std.) .. 7,240 7,392 6,555 19,940 297,678 177,142 
Pontiac Division ........ 10,600 8,417 9,178 28,327 356,644 258,472 
Pontiac (Std.) ........ 7,700 7,010 6,790 20,415 353,199 171,803 
Tempest. ...........00000 2,900 1,407 2,388 7,912 3,445 86,669 
S-P CORP. 
BR eo cscecsccksesscnncboiacs 2,560 2,559 2,481 7455 88,954 52,900 
CRIED oon... scenerssorees 150 151 155 447 5,962 4,734 
Total Cars, U.S.**......134,873 146,571 96,362 333,475 5,415,610 4,023,539 


**Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 












































Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct. 21, Week, Oct. 14, October, Oct. 22, Oct. 21, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................. 8,300 7,901 7,498 23,244 325,048 257,917 
DIAMOND T 20 46 148 2,265 1,488 
DIVCO ey = <cectapetik 16 2,868 1,783 
DODGE 1,554 1,631 4,671 59,448 55,145 
FORD ....... BN ot Serscane 8,078 274,308 264,527 
ies cs ati sabvbavonasdsiaees 1,382 1,674 5,033 88,193 54,421 
INTERNATIONAL. ....... 2,915 2,229 2,869 8,661 104,046 115,394 
EOC 2, dost sidvecesooseetens 175 276 202 619 12,279 8,261 
STUDEBAKER 125 212 124 374 10,710 5,929 
a a 414 145 412 1,179 13,377 14,020 
NE eo 1,750 2,084 1,690 5,201 106,598 92,626 
MISCELLANEOUS ...... 100 90 102 303 3,801 4,206 
Total Trucks, U.S..... 23,233 16,502 16,248 57,527 1,002,941 875,717 
Total Cars, 
meucks, U.8.. «0:0... 158,106 163,073 112,610 391,002 6,418,551 4,899,256 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
Oct. 21, Week, Oct. 14, October, Oct. 22, Oct. 21, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,100 1,102 898 3,141 40,156 34,803 
FORD MOTOR .............. 1,700 1,515 1,525 5,011 75,106 72,913 
GENERAL MOTORS... 4,117 3,147 3,064 9,475 138,914 124,348 
AMERICAN MOTORS ee | seevscsee 212 wee 5,571 
§-P MM Ss sccScrarelsessscuates 216 153 162 546 4,329 4,405 
Total Cars, Canada .. 7,413 5,917 5,861 18,921 258,505 242,040 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct, 21, Week, Oct. 14, October, Oct, 22, Oct. 21, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 150 159 120 421 4,722 5,410 
FORD MOTOR .............. Oe aerate 180 630 16,407 13,837 
GENERAL MOTORS .. 573 584 451 1,621 28,770 23,107 
RNATIONAL. ...... 184 201 151 519 9,562 9,227 
_Total Trucks, Canada 1,132 944 902 3,191 59,461 51,581 
Total Cars, 
__ Trucks, Canada .... 8,545 6,861 6,763 22,112 317,966 293,621 


Grand Total, 
Cars and Trucks, 


_ US. and Canada....166,651 169,934 119,373 413,114 6,736,517 5,192,877 





ended Dec. 10 last year, when 9,627 
cars were built, and Buick’s 8,535 
assemblies last week marked the 
highest level that division’s output 
had reached since the week ended 
Dec. 10, 1960, when 8,787 cars were 
produced. 

GM also turned out an estimated 
20,051 compacts last week to mark 
a high for the year in that size 
group. A week earlier the corpora- 
tion produced 17,065 compacts. 

of * * 


Or AN industrywide basis, com- 
pact-car output nearly reached 
the 50,000 mark last week as Fal- 
con and Comet returned to produc- 
tion after having been down the 
previous week due to a strike. 

The industry turned out 49,465 
compacts last week, compared 
with 32,307 a week earlier. 

Among the other size groups, the 
low-price standards were up from 
38,809 to 54,992 assemblies; the me- 
diums rose from 20,985 to 25,680 
cars, and the highest-priced group 
climbed from 4,261 to 4,736 assem- 
blies. 

All plants in the U. S. last week, 
with the exception of the two 
B-O-P and seven Chevrolet units, 
worked five days last week. 

* ok cs 


N THE commercial-car field, the 
return of Ford to the production 
scene helped push truck output 
from 16,248 assemblies the previous 
week to an estimated 23,233 units 
last week. Last week’s truck output 
also compared with 16,502 commer- 
cial vehicles built during the week 
ended Oct. 22 a year ago. 
Canadian manufacturers turn- 
ed out an estimated 8,545 cars 
and trucks last week as the in- 
dustry returned to five-day oper- 
ations after having been down 
the previous Monday in observ- 
ance of Thanksgiving. 

Last week’s total output compar- 
ed with 6,763 vehicles built a week 
earlier, and 6,861 cars and trucks 
turned out during the week ended 
Oct. 22 a year ago. 

—Martin L. WHITMYER 


Georgia Dealers 
Want Title Law 
To Start with ’63s 


ATLANTA.—A special committee 
of the Georgia Automobile Dealers 
Assn. has conferred with Gov. Ern- 
est Vandiver, Dixon Oxford, state 
revenue commissioner, and the leg- 
islative committee set up to make 
recommendations regarding imple- 
mentation of the new motor vehicle 
title law. 

The legislative group has recom- 
mended that the law be amended 
to start titling new cars only with 
the introduction of ’63 models, and 
the GADA also is in favor of such 
a plan, according to an association 
spokesman, 

Oxford said he could make plans 
to do this if funds are made avail- 
able for immediate planning for 
space, machinery and personnel. 

However, the Legislature has not 
provided the needed funds, and 
Gov. Vandiver has said implemen- 
tation of law hinges on “a consid- 
erable rise in the state’s economy.” 

He estimated it will require $300,- 
000 to $900,000 to activate the law. 


Miss. Weighing 
Quality Dealer 


YAZOO CITY, Miss. — Nomina- 
tions for the 1961 Mississippi Qual- 
ity Dealer Award have been opened 
by the Mississippi Automobile Deal- 
ers Assn. 

According to W. L. Breed, Louis- 
ville, Miss., chairman of public re- 
lations for MADA, nominations will 
be received from local business- 
men’s civic and service clubs, 
chambers of commerce, newspaper 
editors, local auto dealer associa- 
tions and members of the associa- 
tion. 

The award will be presented to 
the Quality Dealer of the Year at 
the association’s 20th annual con- 
vention in Biloxi, Nov. 12-14, 








An Olds for Miss America's Family— 


The Beale Fletchers are presented a 1962 Oldsmobile for their use during the reign 
of their daughter, Maria Beale Fletcher, as Miss America, Making the presentation, 
from left, are E. B. Shoff, president, Skyland Oldsmobile, Asheville, N. C., home of 
the Fletcher family, and E. H. Ryan, Oldsmobile Charlotte (N. C.) zone manager, to 
Mr. and Mrs. Fletcher and daughter, Margaret. Oldsmobile is the official car for the 


Miss America pageant. 





Triumph Sets 


Higher Goals 


As TR-4 Hits Market 


(Continued from Page 6) 


our sports-car potential far exceeds 
that right now.” 

Prices on the Herald sedan and 
convertibles have recently been re- 
duced to about $1,600 and $1,900, re- 
spectively, “because we recognized 
from the outset that they were 
priced a little too high.” 

Tustin revealed that Triumph 
had increased its sales and service 
organization in the U. S. to just 
under 600 dealers, from the slightly 
less than 300 point to which it had 
fallen at the beginning of the year. 

A new intensive sales and service 
program is under way, according 
to Peter Snow, general sales man- 
ager. Snow succeeded David R. 
Allen as Triumph sales chief at the 
same time Tustin replaced Alan F. 
Bethell as president. Allen has re- 
located with a sports-car magazine. 

Engineers in Triumph’s home 
plant are currently working on 
other models to complement the 





Champion Wins 
$200,000 Judgment 
In Plug Dumping 


TOLEDO.—Champion Spark Plug 
Co. has been awarded more than 
$200,000 in a Federal Court judg- 
ment against two Eastern export 
firms which purchased and dis- 
tributed spark plugs illegally in 
the United States, according to H. 
B. Speyer, treasurer of Champion. 

J. Olsen Trading Co. a New 
York corporation, and Argentine 
American Export and Import Corp., 
a New Jersey corporation, were di- 
rected by Judge Lloyd F. Mac- 
Mahon of the United States District 
Court for the Southern District of 
New York to pay $208,000 and “all 
gains, profits and advantages real- 
ized by the defendants and their 
co-conspirators insofar as said 
gains, profits and advantages may 
exceed such sum.” Champion was 
also awarded its “costs, disburse- 
ments and reasonable attorney 
fees.” 

Champion attorneys said the 
complaint charged the two com- 
panies and others with conspiring 
to defraud Champion in the pur- 
chase of 1,300,000 spark plugs on the 
representation they would be ex- 
ported and sold outside the United 
States. 

According to Champion’s attor- 
neys, “the spark plugs were di- 
verted and dumped on the U.S. 
domestic market. Some of these 
plugs were surreptitiously taken by 
truck from Champion’s eastern dis- 
patch depot to local wholesale 
hardware outlets for resale in the 
U.S. Others were placed on board 
foreign freighters and presumably 
shipped to Latin American ports 
but were actually shipped to Suri- 
nam, Dutch Guiana, and then 
trans-shipped back to the U.S. 
where they were delivered into the 
U.S. domestic market.” 


TRs and Heralds, according to 
Tustin. For instance, a twin over- 
head cam may be offered on the 
TR-4, he said. 

The new 1200 series Herald will 
be available in this country in the 
near future also, it was announced, 
with a target date of December. 
TR-4s should be in dealers hands 
no later than that, Tustin said. 

Manufacturing facilities have 
been expanded and increased, Tus- . 
tin said, adding that this should 
help scotch the rumor that Ley- 
land, new owner of Standard-Tri- 
umph, is expecting to discontinue 
automobile production in general 
and leave the U. S. market in par- 
ticular. 

The TR-4 provides roll-up win- 
dows, yet retains a windshield re- 
movable for racing and for reduc- 
ing shipping costs. 

The cockpit dimensions provide 
more leg and elbow room while pro- 
viding additional storage space be- 
hind the seats. The spare wheel is 
tucked away under the trunk floor. 
The new body is wider than the 
TR-3 and sits on a track that is 
four inches wider. The new rack- 
and-pinion steering makes han- 
dling lighter and surer. 

The steering column that can be 
dealer-adjusted to fit individual re- 
quirements, while a telescopic joint 
provides a safety feature. 

The TR-4 has a four-speed syn- 
chromesh transmission. The en- 
gine is a four-cylinder, overhead- 
valve unit with replaceable 
cylinder sleeves and split skirt 
aluminum alloy pistons, incor- 
porating larger sleeves and pis- 
tons giving 130 cubic inches of 
displacement and a compression 
ratio of 9 to 1. 

The increased torque to 127 
pounds-feet and 105 horsepower 
provide greater acceleration and 
smoother performance, particularly 
in the low end of the speed spec- 
trum, 


Kentucky High 
On Refund Guess 


FRANKFORT, Ky.—The end of 
a double tax on autos apparently 
will cost the state only $20,000 in 
refunds. Earlier, the State Revenue 
Department had estimated that the 
figure might top $250,000. 

Eligible for refunds are persons 
who paid an auto, sales tax in an- 
other state and then paid a second 
tax when they moved to Kentucky 
and reregistered their cars. The tax 
was in force from July 1, 1960, until 
the courts upset it last spring. 

The $250,000 estimate was based 
on the assumption that many 
soldiers at Fort Campbell and Fort 
Knox would be eligible for refunds, 
but most of these men do not re- 
register their cars when assigned 
here. Only $12,439.76 had been paid 
in refunds by mid-October, and 
revenue Officials expect that the 
last of the claims will have been 
paid by Jan. 1. 
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Safety Device Mandatory in Wisconsin . . . 


Reaction Mixed on Seat-Belt Law 


MILWAUKEE. — Public reaction 
has been mixed on the new Wiscon- 
sin law requiring all autos bought 
and sold, starting with the ’62 mod- 
els, to be equipped with two front- 
seat safety belts. 

“It’s foolish not to have every- 
thing you can going for you,” said 
a confirmed seat-belt user. 

“They’re a nuisance, hanging out 
the door,’ was the comment of an- 
other. , 

“It’s absurd to be injured when 
all you have to do is fasten your- 





belts without charge to purchasers 
of cars from members. 

The action was taken at the as- 
sociation’s first statewide conven- 
tion here. A committee will be 
appointed by President Everette H. 
Lawrence, Norfolk, to seek a prac- 
tical way of implementing the pro- 
posal. 

Under the free seat belt plan, 
belts would be installed on Safety 
Approved cars, which carry a spe- 
cial window sticker that guaran- 
tees that the car meets all state 


and a grace period will be allowed 
for those which are not in line with 
the final specifications. 

He said use of the belts will be 
promoted widely in the next year, 
especially by the department and 
service clubs. 

* 















HELP WANTED 
ctehesinaiitesnepeiineransstriainematatpatanaiaaee 
SERVICE MANAGER'S p 
AVAILABLE in well-established mre 
chusetts Plymouth - Valiant deaie 
Good opportunity for aggressive 
Send résumé to Box 2855, c/o Autom. 
tive News, Detroit 7. 


HELP WANTED 


Used Car 
Counselor 


We are looking for a man who has ‘open 
collar” type experience selling used cars 












* * 


Virginia Independents OK 


Free Seat-Belt Proposal 


NORFOLK, Va. — The Virginia 
Independent Automobile Dealers 
Assn. has adopted in principle a 






































self in,” said another user. proposal to provide and install seat 


A dealer said most people shrug 
them off as a necessary annoyance. 

According to the law, called the 
first in the nation, it is “unlawful 
for any person to buy, sell, lease, 
trade or transfer from or to Wis- 
consin residents at retail an auto- 
mobile, which is manufactured or 
assembled commencing with the 
1962 models, unless such vehicle is 
equipped with safety belts installed 
for use in left front and right front 
seats thereof.” 

Violators may be fined $10 to $200 
and/or imprisoned for up to 30 
days. 

Alan Willoughby, member of 
the staff of the Motor Vehicle 
Department’s Safety Division, 
said copies of the law have been 
mailed to 3,000 dealers, distribu- 
tors and manufacturers of do- 
mestic and foreign cars, 
Although a car buyer can shop 

around for the belts, the auto can- 
not be delivered until the belts 
have been installed. 

Prices of the belts vary consider- 
ably. Some dealers offer the belts 
at the factory-recommended price 
of $20.45 a pair installed. One said 
he charged $12.25, his cost, for “un- 
enthusiastic” car buyers, 

One imported-car dealer said he 
is selling the regular belts for $21.95 
and will have the chest-type belts 
soon. 

Under the law, all belts must be 
of a type and installed in a way 
approved by the Motor Vehicle De- 
partment. Units which meet So- 
ciety of Automotive Engineering 
specifications will be accepted by 
the department, Willoughby said. 


Specifications for installation now 
aic being drawn up, he continued, 


Dealer Sales Off 
11 Pet. in August 


WASHINGTON.—New-car deal- 
ers’ sales in August amounted to 
$2,335 million, down 2 percent from 
the July total and of 11 percent 
from August, 1960, the Commerce 
Department reported. 

Total retail sales in August reach- 
ed $18,354 million, up 2 percent from 
July and one percent from August, 
1960. 

August sales of tire, battery and 
accessory dealers were $239 million, 
a gain of one percent from July 
and 10 percent from August of last 
year. 


Glen O. Smallcomb, 


Veteran Dealer on Coast 


LIVERMORE, Calif. — Glen O. 
Smallcomb, Chevrolet dealer in 
Livermore, Burlingame and San 
Bruno, died of bone cancer Oct. 17. 


A keen thinker and an articulate 
speaker, he was long active in 
dealer association circles. He had 
served as a director of the National 
Automobile Dealers Assn. 

K ed * 


T. G. McCormick, 53; 


Advertising Executive 


DETROIT. — Thomas G. McCor- 
mick, executive vice-president of 
Ross Roy-BSF&D, Inc., Detroit ad- 
vertising agency, died Oct. 16 in 
Houston after a heart attack. He 
had undergone surgery at St. 
Luke’s Hospital, Baylor University 
Medical Center, a few days earlier. 


Mr. McCormick, 53, had been 
with the Ross Roy agency 25 years. 
Before joining the firm, he was as- 
sistant advertising manager for 
DeSoto Division. 

* * * 


Ernest Waelen 
DULUTH.—Ernest Waelen, 64, co-owner 
with his brother, Albert, of Waelen Bros. 
(Studebaker) for 40 years, died Oct, 16 of 
a heart ailment. 
* * 


Jesse C. Rhodes 
DALLAS.—Jesse C. Rhodes, 52, sales 
manager for Repka & Rayle Motor Co., 
died Oct. 2. 
* + * 


Abner J. Cook 
GAINESVILLE, Tex.—Abner J. Cook, 
84, a retired auto dealer, died Oct, 7, 


* * * 


Fred G. Barker Jr. 

CLEVELAND.—Fred G. Barker jr., who 
was active in auto sales for 31 years, died 
Oct. 11 in a local hospital, He opened his 
own dealership, Forest City Motor Car Co., 
in 1926 and left the auto business in 1954 
to enter real estate and investments. He 
was a past president of the Cleveland Auto- 
mobile Dealers Assn, and headed the Dodge 
dealers’ line group for three terms, 


* * ok 
S. K. Makemson 
MUSKEGON, Mich.—S. K. Makemson, 


general sales manager of Bennett Pump Di- 
vision of John Wood Co., died Oct, 7, 


co * * 


James J. Callan 
MILWAUKEE.—James J, Callan, 66, an 


Service station sales in August 
amounted to $1,627 million, an in- 
crease of one percent from July and 
4 percent from August, 1960, 


August sales of automotive 
wholesalers amounted to $659 mil- 
lion, little changed from July but 
down 3 percent from August, 1960. 


Use of Compacts Fails 
To Hurt N. Y. Tax Take 


ALBANY.—State revenues from 
gasoline taxes are rising despite 
the growing popularity of compact 
cars, a State Tax Department 
spokesman said. 

With the fiscal year half over, 
the department says it expects to 
reach its estimate that $227 million 
in gasoline and diesel fuel taxes 
will be collected in the year. That 
total would be $5 million more than 
in the previous fiscal year. 


Gerrow Motor Is Sold 


GALION, O. — Gerrow Motor 
Sales, Inc. (Ford), has been sold 
by W. M. Gerrow and Robert Rus- 
sell to Raymond L. Wert, Mansfield, 
O. The firm has been renamed 
Wert Ford Sales, Inc., and will be 
located at 850 Harding Way W., 
which was formerly occupied by 
Lott Motor Co. 











is dead. Among his philanthropic activities 

was the endowment of an orphanage in his 

native town in Austria, 
* 


veteran Chevrolet executive, died Oct, 8 in 
Rochester, Minn, Mr, 


employe of the United States Treasury here 
for the last 19 years, died in a local hos- 
pital Oct, 10. Before taking the government 
post, he was a Ford Motor Co, zone man- 
ager in Wisconsin for about 20 years, 


* * * 


James George McClune 
DENVER.—James George McClune, 74, 
an auto dealer in Longmont, Colo., before 
moving here in 1938, died Oct, 9 in a local 
hospital. 


* * * 


Eugene W. Flack 
NEW YORK.—Eugene W, Flack, 66, ad- 
vertising director and trade relations coun- 
sel for Sunshine Biscuits, Inc., died Oct. 11 
at a hospital in suburban New York after 
a brief illness. He was known for his in- 
spirational talks at business meetings, in- 

cluding auto dealer conventions, 

* * * 


Charles Brown 
WAPAKONETA, O, — Charles Brown, 
owner Of Reliable Motor Sales here since 
1932, died Oct. 9. 


* * * 


Harry A. Shortell 
SAN GABRIEL, Calif.—Harry A, Shor- 
tell, a San Gabriel auto dealer, died Oct. 
1 at the age of 69. 


ok * * 
John Schleifer 
HUNTINGTON PARK, Calif, — John 


Schleifer, a Chrysler dealer here since 1924, 


* * 


James R, Roach Jr. 


DALLAS.—James R. Roach jr., 58, a 


Roach was born in 





inspection requirements. 


Obituaries 


Paris, Tex., and was reared and educated 


in Dallas, He was with Chevrolet 39 years, 
serving as zone manager in New Orleans, 
Houston and Baltimore, national fleet man- 
ager in Detroit and assistant regional man- 
ager in Kansas City, 

* * * 


Newell J. Barefoot 


PURCELL, Okla.—Newell J. Barefoot, 
47, owner of Barefoot Motor Co, here, was 
killed Oct, 9 in a collision in Oklahoma 
City. 



































* * * 


Nathaniel M. Wells 


MIDDLEPORT, N, Y.— Nathaniel M. 
Wells, 71, who operated the first Ford 
Motor Co. dealership here, died Oct, 11. 


* * * 
James M. Scrimger 
NORTH BRANCH, Mich, — James M. 
Scrimger, former automobile dealer here, 
died Oct. 14 at the age of 77. 
* * * 
Edward R. Dye 


BUFFALO.—Edward R. Dye, 59, presi- 
dent, New Products Research & Develop- 
ment Co. since 1958, died Oct. 13. 


* * * 


Adam Weisgerber 


RICHMOND, Calif.—Adam Weisgerber, 
56, veteran Richmond auto dealer, died of 
injuries suffered in an auto accident on 
Sept. 4 in which his wife was killed. 


* * * 


Harry W. Dallin 


SALT LAKE CITY.—Harry Warner Dal- 
lin, 43, Utah-Idaho district sales manager 
for Dodge, died Oct. 1 in a Salt Lake hos- 
pital of a heart ailment, The native of 
Utah also had been district sales manager 
for the Studebaker-Packard Corp. here and 
later in San Francisco. 


* * * 
Guy D. Cooper 
WASHINGTON.—Guy D. Cooper, 49, 
president of Cooper-Jarrett, Inc., died of 


a heart attack while attending the an- 
nual convention of the American Trucking 


HELP WANTED 


District 
Sales Manager 


We require the services of a Sales Repre- 
sentative who has enough background in 
selling to be able to convince our dealers 
of the fact that he can help them in their 
business. Automobile experience is natur- 
ally preferred but not essential. The terri- 
tory could be anywhere in New York City, 
Connecticut or New Jersey. The right man 
should be free to travel but be home on 
week ends. We are a topflight organiza- 
tion so that only a man of proven ability 
and the most ethical background need 
apply. Salary starts at $8,000. Many bene- 
fits such as a complete Medical Plan above 
and beyond Blue Cross at no cost. Send 
resumes, in detail, to J, J. Cox, Wholesale 
Sales Manager, 


WORLD-WIDE 
AUTOMOBILES CORP. 


32-43 49th St., Long Island City 3, N. Y. 








GENERAL MANAGER Buick dealership, 
dual, New Jersey. Profitable operation 
with excellent growth potential. Box 2885, 
c/o Automotive News, Detroit 7. 


ARE YOU THIS MAN? Wanted—Experi- 
enced MoPar parts sales manager. Three 
million annual potential, Reply in confi- 
dence with your complete résumé to Box 
2886, c/o Automotive News, Detroit 7. 





NET A Re AEN ESCA AUSTIN RS US 
CAR LEASING MANAGER 


New organization. Must be experienced, 
high caliber. Top pay and opportunity. 
Middle Atlantic area and northeast United 
States. Box 2864, c/o Automotive News, 
Detroit 7. 


































but can also present himself to our dealers 
with a tie on. A difficult combination. This 
man will be a used-car counselor respon- 
sible for installing on an individual per- 
sonalized basis a complete used-car sys- 
tem at all our dealerships in the States of 
New York, New Jersey and Connecticut. 
Salary is open depending on merit. This 
job will require traveling in the above 
mentioned three states but home on week 
ends. Many fringe benefits. We are a top 
flight organization and are interested only 
in proven ability and men of the highest 
possible moral fiber. Send 
J. Cox, Wholesale Sales Manager, 


WORLD-WIDE 
AUTOMOBILES CORP. 


32-43 49th St., Long Island City 3, N. Y. 
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SERVICE MANAGER—I am seeking only 
the best talent available to replace my 
service manager, who (with my assist- 
ance and blessing) left my employ this 
month to accept a Chevrolet franchise of 
his own. Since, in my opinion, I am losing 
one of the best service managers in the 
country, I will accept only someone with 
at least equal talents, My former service 
manager received twenty thousand com- 
pensation last year, I am a volume met- 
ropolitan Chevrolet dealer on the East 
Coast — very profitable and aggressive. 
Please do not apply unless you feel that 
your past performances are superior and 
can be substantiated, Send résumé to 
John W. Amatucci, President, Tom’s 
Chevrolet Co., Inc., 11416 Georgia Ave., 
Wheaton, Maryland. 


NEW CAR SALES MANAGER — Upper 
Midwest Chrysler products dealer, long 
established in 100,000 population city, 
rated as one of nation’s finest and most 
progressive, looking for man to hire, in- 
spire, train and lead new-car sales force 
to fulfillment of 600 new-car potential. 
Not looking for ‘‘job hopper’’ but man 
for long pull with serious intentions and 
ambition for himself and his family. 
Salary and bonus based on qualifica- 
tions and performance. Confidential. Box 
2866, c/o Automotive News, Detroit 7. 


WANTED: Lincoln-Mercury registered me- 
chanics. Do you want to move to Daytona 
Reach, Florida for ideal climate and 
working conditions? Applicants must 
stand rigid investigation and have high 
recommendations. Cox Motor Co., 418 N. 
Beach St., Daytona Beach, Florida. 


VOLKSWAGEN SERVICE MANAGER: 
Experienced. Will pay good salary plus 
commission on sale of inspections. New 
eight bay shop, located in semi-rural, 
scenic New Jersey. Good living, good 
schools. Will pay extra for speaking be- 
fore high school auto shop groups. Will 
use all VW systems for shop operation 
and control. Write in detail: Experience, 
family, salary expected. Halcyon Motors, 
Ine., Box 457, Flemington, New Jersey. 


GENERAL SALES MANAGER for Mid- 
west metropolitan (one and a half million 
population) dealership, one of the ‘‘Big 
Three,’’ selling 1,000 to 2,000 new cars 
and trucks annually, Son has been called 
into service, Will offer a well-qualified 
man with proven sales record salary up 
to $15,000 plus up to 30% of profits, and 
if proven satisfactory, buy-in privilege 
considered. Send complete résumé and 
recent photo to Box 2875, c/o Automotive 
News, Detroit 7. 








Wanted 
EXPERIENCED 
SEALING SALESMEN 


Leading manufacturer of automotive sealants 
for dust and waterproofing automobiles has 
a few choice, guaranteed territories available. 
Call Roy Ellis, president, at BA 2-703! or write 
for details stating your background. 


RUBBER-SEAL PRODUCTS CO., INC. 
29 West Apple St., Dayton 2, Ohio 








HELP WANTED 


Position requires managerial 


Detroit 7. 


resume first to 


SALES DIVISION MANAGER 


and truck field, sales personali 
itiative and creative ability important. 


Send complete resume to Box 2872, c/o Automotive News, 





















































WHEEL ALIGNMENT—Young man, sip. 


gle, 20, recently completed Clags A 
training Bear school, high grades, desires 
permanent position Michigan or nearby 
location, Charles Holmes, 8 Cross gt. 
Triangle Trailer Park, Battle Creek 
Michigan. Phone: WO 3-2421. ; 


SERVICE MANAGER-DIRECTOR tm 
level executive seeks association ‘with 
factory or major volume operation 
Travel or relocate. Write Box 2869, ej 
Automotive News, Detroit 7. Résumé op 


request. 


NATIONAL MANAGER of warehouses for 


automotive finishes firm, well acquainte 
with automotive after markets and dis. 
tribution, 16 years’ management leysi, 
National procurement of warehouse Prop- 
erties and leasing has been major occupa- 
tion, have handled large and diversified 
groups of employes including union ang 
management personnel, Forty-four years 
old, good health, married, four depend. 
ents, Would relocate with right opportu. 
nity. Résumé on request. Box 2876, ¢/o 
Automotive News, Detroit 7. 


GENERAL OR SALES MANAGER, 2 
years’ experience with Buick, eight asa 
dealer. Know entire operation; 34 years 
of age, married, four children, Dealership 
Management and Business Administration 
schooling. Box 2877, c/o Automotive 
News, Detroit 7. 

F O R D-LINCOLN-MERCURY-CHEVRO- 
LET, employment desired with Southern 
dealer who needs: Assistant; fair profit 
in all departments; good return on in- 
vestment; expense, purchase, credit, col- 
lection controls. Will accept livable salary 
and/or profit sharing proposition, Replies 
confidential, Box 2881, c/o Automotive 
News, Detroit 7. 

MAN WITH WIDE RANGE OF EXPERI- 
ENCE in the operation of automobile 
dealerships would like to associate him- 
self with a dealership in any of the fol- 
lowing capacities: Sales training, general 
operation procedure, advisory to top 
management, general manager, sales 
manager. .Well versed in used-car values, 
detail and operation. Willing to relocate. 
Salary open, Box 2887, c/o Automotive 
News, Detroit 7. 


AUCTION 


ee se 
PUBLIC 
AUCTION 


Shop and office equipment, tools 
and parts bins and garage 
service equipment. 


THURS., OCT. 26TH 
10 A.M. (D.S.T.) until sold 


TOM SMITH OLDS SALES 

212 HENNEPIN AVE. 
DIXON, ILLINOIS 

(Former Olds dealer) 





















Sale conducted by the Montpelier Auto 
Auction Co. of Montpelier, O. 


eee ei altered eclaehaeineeeel 


DEALERSHIPS AVAILABLE 


FOR SALE OR RENT: Modern . garage 
with equipment, tools, fine showroom 
Small city upstate New York, Handling 
Mercury sales last six years; Ford frat 
chise and Mercury franchise open, OP 
portunity to get in business with low 
investment, Box 2889, c/o Automotive 
News, Detroit 7. 











background, preferably in bus 
ty and extensive travelling. In- 
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DEALE RSHIPS AVAILABLE 


AUTOMOTIVE NEWS, OCTOBER 23, 1961 ; 


DEALER SERVICES 








—— ERSHIP ROLET 
HIP HANDLING CHEV 
DEALERS coast, Over $75,000 earnings 
* year. ellent facilities. Box 2883, 

Ye ‘Automotive News, Detroit 7. 


GALE: Agency handling Ford in one 
the best growing areas in the country. 
pusiness $1,000,000. Trade area 
jation 65,000, same location for 39 
yore Selling 250 new units per year. 
{ class service facilities, Box 2888, 

¢/0 Automotive News, Detroit 7. 
COLORADO — Small dealer- 
OO unty seat handling Ford. Irri- 
ted farm community in fertile Arkansas 
Valley. Complete, modern facilities. No 
used cars or accounts receivable, Good 
net profit. Selling price $13,000, Box 
9978, c/o A utomotive News, Detroit 7. 
—<7ERSHIP HANDLING FORD and 
er available in Lake Erie region, 
midway between Cleveland and Detroit 
in highly industrial and rich farm area. 
profit potential $40,000 to $70,000 yearly. 
Extremely low overhead deal, excellent 
used-car market, Fine building and four 
acres subject to favorable lease, $10,000 
will handle, Reason for selling—owner 
has interests in other area, Box 2882, 

c/o Automotive News, Detroit 7. 

——pEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
vw dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured. Box 2780, c/o 


o 


Automotive News, Detroit 7. 


FOR 
of 

















A & =nT TO BUY- UY-OUT Chevro- 
TO BUY-IN OR B 

res Nr casey in New York, New Jersey or 

w New England. Age 35, eleven years’ ex- 

>’ perience as used car wholesaler and 

™ retailer. Formerly owner of ‘‘Big Three’’ 

— agency retailing 1,000 units per year. 

top Box 2857, c/o Automotive News, De- 

vith troit 7. 

- EXPERIENCED DEALER wants General 

2 Motors dealership, 400 up planning po- 

‘ tential. Because of son’s health location 

sn must be below 40 degree latitude. Replies 

for in strictest confidence. Box 2871, c/o 

ted Automotive News, Detroit 7. 

* INTERESTED in Midwest General Motors 

vel, dealership. Will also consider buy-in prop- 

osition with dealer anticipating retire- 

e ment, Factory approved, Excellent auto- 

oe mobile background. All replies confiden- 

> tial. Box 2867, c/o Automotive News, 

nd- Detroit 7. 

tu- WANTED: 100-150 NEW-CAR DEALER- 

¢/0 SHIP, general area of Pittsburgh, Pa. 
preferred, Box 2879, c/o Automotive 

D News, Detroit 7. 

:2 | BUSINESS OPPORTUNITIES 

ars 

hip CONCRETE BLOCK BUILDING with 

ion glazed tile facing, built and designed 

ive specifically for automotive service busi- 
ness, 12,000 sq. ft. floor space, all city 

0- utilities, Located in Lafayette, Indiana. 

orn Terms available with or without equip- 

fit ment, Box 2880, c/o Automotive News, 

in- Detroit 7. 

ol- 

ry 

es AUTO LEASING 

e COMPANY 

14 250 units operating Chevrolets 

ile and Cadillacs. 

m- — Located in large metropolitan area of Flor- 

ol- § ida. Outright purchase or merger consider- 

ral ed. For full particulars write Box 2891, ¢/o 

op Automotive News, Detroit 7. 





DEALER SERVICES 


AUCTION SERVICE 


We are specialists in the liquidation of deal- 
ership and garage, shop, office and service 
equipment. 


MONTPELIER AUTO 


AUCTION CO. 
Montpelier, Ohio Phone: 485-9535 
Fay Woodruff 











with power steering, R 


mission, many with power brakes—the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and con- 
verts—you name it, we’ve got it ! Low mileage, 
clean and sharp—real bell ringers ! 

1960 and ’61 models are now available at Hertz 
offices across the country: 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


. OF 
write: 











DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 


MANAGEMENT GROUP looking for low 
volume dealers with high volume poten- 
tial, not only in sales, but in service. 
All personnel in our organization well- 
experienced in automotive management. 
Box 2848, c/o Automotive News, De- 
troit 7. 





1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Part., accessories and similar goods. 


APPRAISAL SERVICE 
Furn' 


iture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 





CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 


or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





MUST LIQUIDATE—New 1962 Mercedes- 
Benz 300 automatic sedan, fully equipped 
including factory air-conditioning. List 
price $11,923—sale price $8,265. El Paso 
Mercedes-Benz Sales,. call Louis Gandara, 
1000 Texas Ave., El Paso, Texas, KEy- 
stone 3-5451. 


"62 Volkswagens 


Fully Americanized 
e@ 


Immediate Delivery 
* 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 









CARS FOR SALE 


Got the customer? 


ERTZ 


has the used car! 


All are in fast-selling colors and fully equipped 


& H, automatic trans- 





Mr. I. E. Spatig, The Hertz Corporation, 
660 Madison Avenue, N. Y., Tel. PL 2-2000 


CARS FOR SALE 


Ex Taxi Cabs 


CLEARANCE SALE 
150 AVAILABLE 


FROM a | 7 5 


1960 FORDS 
1960 LARKS 


1960 DODGES 


Automatics and Standard 
Transmissions 


Al' Prices FOB N.Y.C. 


Reasonable Transportation 
Arranged 


TAXI CAB CORP. 


787 11th Ave., New York 19, N. Y. 
Plaza 7-2400 — JUdson 2-7799 


Attention: Mr. J. Cass 


A Pe 
BANK 


PUBLIC AUCTION 
REPOSSESSED CARS 


FRI., OCT, 27—4 P.M. 
DeKALB-BUSHWICK GARAGE 


1175 DeKalb Ave. (near Broadway) 
Brooklyn, N. Y. GLenmore 2-3310 








CARS WANTED 

WANTED: MORRIS MINORS, any model, 
any number. Write, wire or call Discount 
Auto Sales, 303 N. Henderson St., Ft. 
Worth, Texas, Att: Hubert R, Kennedy. 

CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 








1962 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 
Chevrolet- Ford - Plymouth - Dodge - Comet 
Corvair =~ Falcon - F-85 Lancer Lark 


Rambler - Special - Tempest - Valiant 
Especially Invited 


FOREIGN & SPORTS 
CARS NEEDED 


Largest wholesale buyer and seller 
of foreign cars in the East. 


WILL PAY TOP $$$$ FOR 
1955-1956-1957 


Standard Transmission, 4-Door, 6 Cyl. 


PLYMOUTHS & CHEVROLETS 


Call Cliff Pittman, LU 3-9100 


J. D. CAR CO. 
1561 Jerome Ave. 


Bronx, N. Y. 








PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors,’ Cat- 
skill, New York, Phone: 2000. 








GENUINE FIAT and NSU PRINZ PARTS 
—50% off, Ben Medow, Inc., 222 N. 
Lafayette, South Bend, Indiana. CE 
3-3195, Russ Rose. 


SPORT PRINZ PARTS 
and accessories, Contact nearest distrib- 
utor or national parts center: Ludwig 
Motor Corp., 421 E, 91st St., New York 





NSU PRINZ and 


28, TRafalgar 6-7010 (sole U, S, import- 
er for NSU cars and parts: Transcon- 
tinental Motors, Inc., 230 Park Ave., 


New York 17, MUrray Hill 9-2710.) 





3,000 USED, LATE MODEL brake shoes 
for sale for bonding purposes. E. Schneid- 
erman, 6515 N. Mozart St., Chicago 45, 
Ill, Phone: RO 1-6975. 





SPARK PLUGS 


Champion, A. C., & Autolite, 49¢ each net. 
Autolite resistor plugs only 65¢ each. 
Minimum order 200 assorted plugs. Send 
check with order. We pay the shipping 
charges. UNIVERSAL BERNAL CORP., 1332 E. 
103rd St., Brooklyn 36, N. Y. 











SEE PAGE 39 
for the nation's 
TOP AUTO AUCTIONS 

















MISCELLANEOUS 


WHY SETTLE FOR LESS. . 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


PARTS FOR SALE 
Ss Oe Oe 


RENAULT 
PARTS 


COMPLETE STOCK 


List Furnished On Request 











Also complete tool kit and 6'x9' Renault sign. 


ZELLNER AUTOS 


Hamilton, Ohio 


TW 5-3296 


model Ford parts, sheet metal, bumpers 
and misc, Inventory on request. Want 
offer on percent of dealers cost. Clarks 
Corners Service, R.D. 3, Box 116, Wads- 
worth, Ohio. 


GOODYEAR FIRESTONE 
GOODRICH «= sé. 


Trade-In Tires 


All Perfect—Used—Nice Treads 


sAg* 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
e 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


'@ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 


750-14 
800-14 
850-14 
900-14 


per dozen lots 
only, any size, 
blackwall 


$1.00 extra for whitewall 
F.O.B. Akron, Ohio 


Call collect for further information: 


TOWN TIRE, INC. 


PR 3-7891 Akron, Ohio 





Adapter Clamps Fed. Tax. Inc. 
TRUCKS FOR SALE THE FAMOUS 
GMC FC-102 %-ton pickup, hibiti 
model. Completely seobiaaed santas MOTO-MATIC 


and chassis, polished aluminum dual 
manifold and dual chrome carburetors. 
Power brakes, helper springs, automatic 
blinker light system, air horns, gold- 
plated interior fittings and hub caps. 
Many other features and innovations too 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 





TUCKER AUTOMOBILE LITERATURE, 


eatin: 8 
| 
! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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1961 FORD C-750 


MERCEDES-BENZ model 0319 18-passen- 


1948 MERCURY CONVERTIBLE COUPE, 


numerous to mention. Less than 1,500 . 

original miles, Cost over $7,500—sacrifice Dealers’ List F.0.B. Factory ............0-+ $59.80 

for $1,995. A. Ward Shanen, 19 8. Wey- Dostere? 25% DISCOURE ........0rrecccrecres 14.95 

mouth Ave., Ventnor City, New Jersey, | Dealers’ Net with 4 $44 RS 

Phone: 822-8082. Standard plus 2 Large . 
Adapter Clamps Fed. Tax. Inc. 


tilt cab with 20 yd. 
Hydro E-Z Pack garbage and rubbish 
packer. Used only as demonstrator—less 
than 2,000 miles. Price $8,595. Buckeye 
Truck Body Builders, Inc., 939 E, Starr 
Ave., Columbus, Ohio. 


BUSES FOR SALE 


= 
"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 











ger bus. New and fully equipped—for 

the finest in comfort and safety of pas- Dealers’ List F.O.B. Factory ..............++ $51.00 

sengers. Call or write: Morton Motor Co., | Dealers’ 25% Discount .................:50+ 12.75 

3141 Farnam St., Omaha, Nebraska. Dealers’ Net with 2 $38 25 
FOUR 1955 FORD SCHOOL BUSES model | Standard plus 2 Large 2 

B700, 60-passenger—$1,350 each: G.M.C, | Adapter Clamps Fed. Tax. Inc. 


Diesel transit buses 36-passenger; two 
Greyhound Diesel 4i-passenger Silverside 
cruisers; one 1961 Ford %-ton pickup, 
V-8 motor, deluxe body, 1,300 miles — 
$1,350. Write or wire Box 2890, c/o Au- 
tomotive News, Detroit 7. 


ANTIQUE, CLASSIC CARS FOR SALE 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 








48,000 miles, original owner—$250, Also 
over $750 worth of extra speed-equip- 
ment, parts and accessories for same car. 
Sell everything for $400. A. Ward Shan- 
en, 19 S. Weymouth Ave., Ventnor City, 
New Jersey. Phone: 822-8082. 


MISCELLANEOUS 








“Leaders in the Industry 
since 1939" 


pictures, etc. Collectors items. $1.00 bill 
postpaid, J. Moore, Box 10574, Riviera 
Beach, Fla. 








New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 Cc] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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great white hunters 
sure of one thing.. 
not getting stuck 


They know they’|] get through, even on this soft, slippery cross-field 
road . . . for their wagon has a limited slip differential. It auto- 
matically shoots the power to the rear wheel with the greater traction 
—keeps you going where an ordinary differential would leave you 
sitting helpless with a spinning wheel. 

Owners feel good about a dealer who sells them on the limited 


slip differential . . . for no one wants to get stuck, whether the trip 
is pleasure, business or emergency. It’s top-flight sales ammunition 
for any dealer to use with doctors, veterinarians, salesmen, house- 
wives, rural carriers, police, taxi drivers— in fact, everyone who 
drives. And the way to sell ’em is to show ’em—so demonstrate 
limited slip differential! 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS 


Here’s how to demonstrate limited slip differential... 


momeld OSE 


Use your gravel drive or a graesy strip where you can 
run one rear wheel off into | soil. You can put on a 
powerful demonstration of ho® easy it is to get going 
instantly—with limited slip differential. 


Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 
the wheel with the traction. 


In the winter, if you're where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how 
limited slip differential lets you start up instantly. 


Dirt really flies when a car with a conventional diffe- 
rential starts with one wheel in the mud. You can 
make a mud puddle in your used car lot or in a field— 
and show how limited slip differential insures a quick, 
clean take-off. 


DANA ~oreoration -roievo 1, ono 


Spicer products available in Canada through Hayes Steel Products Ltd., Merritton, Ontario 





